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COMPLETELY SELF-LUBRICATED 
MEASURING ELEMENT 


- ELIMINATES MAJOR 
MAINTENANCE PROBLEM... 
WITH BRODIE BiRotor METERS 


® Bearings automatically lubricated by product handled 

® Just two moving parts, with true rotary motion in direction of 
flow — no reciprocating parts or vanes 

® Complete static and dynamic balance avoids vibration, reduces 
load and bearing wear to a minimum 

® Positive displacement with no metal-to-metal contact in measur- 
ing chamber — frictionless liquid capillary seal 


Thousands of hours of high sustained accuracy in installation after installa- 
tion with lowest record of maintenance testify to the long life and trouble- 
free advantages of Brodie BiRotor self-lubricated measuring elements. What 
could be more fool-proof and wear-free than just two simple rotors with 
no metal-to-metal contact...and bearings that don’t require time or atten- 
tion for lubrication. Brodie BiRotor design offers extremely low resistance 
to flow with positive displacement accuracy. Before you select a meter for 
any petroleum measuring service, investigate Brodie BiRotors. 


RALPH N. BRODIE COMPANY ‘ten Leandro, California, U.S.A. 


MT. VERNON, N.Y. CHICAGO 5, ILL. DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 59 E. Van Buren 167 Parkhouse St. 221 9th Ave. N. 5401 E. Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL cures 
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A good portion of the editorial feature section this month 
is devoted to the first Oil Marketers Management Institute, 
sponsored at Yale University during September by the 
Connecticut Petroleum Association. The general coverage, 
beginning on page 65, summarizes some of the many ex- 
cellent papers and discussions that were held, followed by 
more complete reproduction of two of three talks heard 
at the sales promotion clinic held as part of the Institute. 

The first of these tells how John Blondel promotes public 
relations in Montclair, N. J. and develops community good 
will by departing from regular selling in his newspaper 
advertising and occasionally devoting his entire message 
to commemorate a holiday, event or community project. 

Then LeRoy Fox of Socony-Vacuum details the three- 
way responsibility that results in customer satisfaction with 


automatic oilheating. 


Fred Haab of Philadelphia was the third member of this 
panel. His paper could not be handled this month because 
of space limitations, but will appear in the November issue. 














he’s your 
purchasing agent 


Sometimes buying is as much a headache to a retailer as selling. 
Whose units to buy? How many of each type? Might I buy the 
wrong size and be stuck with them? Every salesman claims his 
equipment is the best—how am I to know which is the best? 
How can I tell if I’ve actually seen the best? 


Then there are the problems of procurement. Shipping in- 
With it 


all goes endless correspondence. All those things take time you 


structions. Delays in shipping. Damages and claims. 
don’t have to spare...time that could be far better spent 
tending to the profit-making functions of selling, installing, and 


servicing heating equipment. 


Let Your Wholesaler Do Your Buying 


Your wholesaler makes it his business to know what to buy, 
and how much of it. You don’t worry about it, you don’t take 
the risk of stocking up on the wrong merchandise. All you have 
to do is ask, and you get the equipment you want, when you 
want it. You are free to concentrate on the parts of your business 
where you can make money. 


It may seem to cost a few per cent more to buy from your 
wholesaler, but the money you save in the form of time, and 
the help you get from your wholesaler acting as your purchasing 
agent and in many other ways more than makes up for the slightly 
higher cost. If it weren’t true that you can make more money 
when you buy from your wholesaler, not a one of them would 
be in business today. 


One of a series of advertisements presented in the interests 
of better distribution of heating equipment all over America 
by THE HEIL CO., makers of HEIL Automatic Heat. This 
series is prepared in co-operation with the National Heating 
Wholesalers Association and the Central Supply Association. 








) 
Names in the News 


Harold Wilkinson has been named 
to the sales staff of the Eastern District, 
Heil Co., Milwau- 
kee 1, Wisc. He 
will be responsi- 
ble for the sale of 
Heil heating and 
cooling equipment 
in the states of 
Virginia and 
Maryland, the 
District of Co- 
lumbia, and the Lancaster York area of 
Pennsylvania. Wilkinson has had 15 
years of experience in the automatic 
heating business, His headquarters will 
be at 2095 Route 22, Union, N. J. 


Harold P. Mueller, president and 
treasurer of the Mueller Climatrol Dir 
vision, was recent- 
ly elected to the 
board of directors 
of Worthington 
Corp, Mueller 
will succeed Al- 
bert C. Bruce, 
who is retiring 
after 19 years of 
service on the 
board. The election follows the a 
quisition by Worthington of the for 
mer L. J. Mueller Furnace Co., effec’ 
tive July 30, Mueller is the grandson 
of the founder of the furnace compafy 
and was elected president in 1931; he 
assumed the responsibilities of trea 
urer in 1937. 


William A. Mulcock has been 
appointed a regional manager, Gener 
Electric Co., Air Conditioning Div 


‘ sion, Bloomfield, N. J. His headquat’ 


ters will be in Chicago and he will be 
responsible for the Division’s sales # 
Region III — Wisconsin, Minneso@ 
Missouri, Iowa, Kansas, and North 
Dakota, and parts of Illinois, Indiana, 
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in a tremendous range of 


sizes... for every need! 


You'll find LAU your BEST source of Blower 
Wheels of every size and type... . because 
LAU is specialized for production tooling of 
highest quality at low cost. 


Single Inlet... End Suspended .. . Center 
Suspended . . . Double Inlet . . . forward 
curve centrifical Blower Wheels with baked 
aluminum enamel finish. Can also be supplied 
with Hot-Dip Galvanize or Ruspruf special 
finishes. 

Many sizes available with Power Lock Hubs. 


SIZES: 


1 3/4” to 30” width 
4 1/4” to 30” diameter 


BORES: 
eae wos i/e 


CAPACITY RANGE 


50 to 22,000 cfm 
0’ to 2’ static pressure 


Write today for catalog pages 707 


THE LAU BLOWER COMPANY : Dayton 7, Ohio 


LAU =World’s Largest Manufacturers of Air Conditioning Blowers 
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NEW MODELS 


GREATER CAPACITY 
Grate Sizes 
19" —22"_24"_28" 
Capacities 300-700 square feet 
steam or equivalent H.W. 


EASY — 


TO GET IN THE BASEMENT 


TO INSTALL 


TO CLEAN & SERVICE 


TO SELL 


* ECONOMICAL 


® BEAUTIFUL 
® EFFICIENT 
© COMPACT 
© QUIET 


V & E PRODUCTS, 


Warehouses: 


BALTIMORE e 


Phones: 


SAR. 2387 


SCHUYLKILL HAVEN, PA. 
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BOILERS 


FOR STEAM OR HOT WATER 


A LIFETIME 
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. . . « Names in the News 


Michigan, Nebraska, and South Dg 
kota. Mulcock replaces Lincoln M 
Larkin, who recently resigned. 


Allen G. Butler, 57, vice president 
and general manager of the Controls 
Division, Perfex 
Corp., Milwau- 
kee, Wisc., died 
September 8 at 
Columbia Hospi- 
tal, Milwaukee, 
after a short ill- 
ness. He had been 
with the firm for 
19 years and at 
one time was in charge of the Chicago 
office. He is survived by his wife, a 
son, Lt. Allen W. Butler, now sta- 
tioned in the Marshall Islands, and his 
mother. 


Walcott G. Van Etten, operating 
vice president of H. D, Conkey & Co., 
Mendota, IIl., died August 27 after a 
long illness. Active in the several di 
visions of the company which he joined 
in 1911, Van Etten was a major figure 
in the expansion and management of 
the organization. He is survived by his 
wife, Mrs. Ann C, Van Etten, one son 
and two daughters. 


Max W. Ball, senior member of Ball 
Associates, Washington, D. C., died 
suddenly August 
28. He was inter- 
nationally recog- 
nized as having 
made significant 
contributions to 
the petroleum in- 
dustry. Among 
the honors which 
he received are 
the following: Medal of Merit for dis 
tinguished achievement, Colorado 
School of Mines; Gold Medal, De 
partment of Interior; Freedoms Fou 
dation Gold Medal for contribution to 
the American way of life. During 
World War II he served as special 
assistant to the Deputy Administrator 
of the Petroleum Administration for 
War. During his lifetime he not only 
served his government and various pf 
vate organizations, but also acted # 





BUFFALO ¢ PHILADELPHIA © SCHUYLKILL HAVEN © WORCESTER 
consultant to foreign countries % 
GAR. 7300 WAYNE 1625 S.H. 122 WOR. 4-4421 petroleum matters. 
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IMPROVED / to give you 


more Circulator for your money 
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TWO-BOLT FULLY POWERED PROTECTION 
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MOTOR 


QUIETER ¢ GREATER CAPACITY « RUGGEDLY BUILT ¢ COMPACT 


FOR REAL dependability and fine performance choose Thrush Water Circulators. Time- 
tested design, improved in efficiency, increased in capacity, with job-rated power for each size... 
Thrush offers the greatest value per dollar in Circulators today. 





The rubber-cushioned motor mounting eliminates noise and vibra- 
tion. The adjustable bracket makes motor change easy. The pat- 
ented spring coupling transmits power evenly. It’s trouble-free. 
Lubrication is sealed in . . . with double seals that rarely if ever 
need replacement. 


See your wholesaler today or write Dept. C-10. 


H. A. THRUSH & COMPANY « PERU, INDIANA 


THRUSH 


Water Circulators 
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Be ditorial LG aks 


IT WAS AT A weekend meeting with 


some fueloil marketers that Jim Car- 
son, of Fluid Heat, raised the interest- 
ing point that oilheating men should 
stop talking about annual cleanups. 
The idea was tossed around with pretty 
general agreement that the oilheating 
industry has been guilty of building 
considerable sales resistance for itself 
by the emphasis we put on cleaning. 

We have known for years that the 
strongest attribute of gas heating in 
the public mind is its cleanliness. Jim 
expressed the opinion that every time 
we talk about summer cleanups or an- 
nual cleanups we highlight the fact that 
the oilheating plant needs it, The truth 
of the matter is that a gas heating sys 
tem needs an annual cleaning just as 
badly as any oilheating system but the 
gas people have been smart enough to 
try and keep it a secret. 

This line of conversation led to the 
suggestion that we all talk too much 
about burner service and service con’ 
tracts. Certainly we should talk about 
all this among ourselves but the men 
felt that this is not a suitable topic for 
public advertising because again we are 
emphasizing a point that the gas in- 
dustry loves to have us publicize. 

One man suggested we also stop 
talking about annual overhauls be- 
cause an overhaul sounds like quite a 
mechanical operation, and in the pub- 
lic mind it carries a connotation of ma’ 
chinery wearing out. 


Maybe this group is supersensitive. 


to public relations, but when Jim tossed 
in his suggestion he certainly opened 
up a half hour’s lively interchange. 

= 


“ 


DURING THE COURSE of the weekend 
discussion the question was raised as 
to how much the price of fueloil af- 


10 


fects the sales of oilheating equipment. 
It was unanimously agreed by the small 
group of large operators present that 
raising the price of distillate heating 
oil a cent would not at all affect its 
consumption in the larger eastern mar- 
kets. Not only that, but the group also 
agreed that dropping the price a cent 
would not stimulate its sale. 

The feeling was generally held that 
while price is important when the dif- 
ference comes in large doses, it is not 
important in one cent fluctuations 
either up or down. 

The point was made by one fueloil 
distributor that the average customer 
does not know the price he pays for 
fueloil by the gallon. There was gen- 
eral agreement in the point that if you 
ask any ten fueloil users this question 
not more than one would know, Of 
course, they notice the price level if 
they happen to get unusually large 
bills in any one month. 

For example, if a customer gets two 
large deliveries during January he 
might get a shock when the bill comes 
in February. But even then he doesn’t 
pay any particular attention to the 
price for a gallon. 

The men attending this small meet- 
ing were also of the unanimous opinion 
that it is much better to have an oil 
price high enough to make the refiners 
want our business in a big way, than 
to have it low enough to eliminate all 
competition. We have said it before but 
it bears repeating that our stiffest com- 
petition is not with other fuels but 
rather with other petroleum products. 


}, 
“~~ 


IT WAS AT THE Greenbrier meeting of 
the OHI Board in early September that 
we had a discussion of why all oilheat- 
ing equipment manufacturers do not 
belong to the Institute, Of course, 
many do and this includes most of the 
leading ones, but still there are too 
many who hang back and don’t seem 
to want to get in and work together for 
the good of the industry. 

The dues are not excessive. The 
smallest manufacturer pays $200 a year 
and the largest, $1,500. Anyone can 
benefit that much and more simply by 
having an opportunity every now and 
then to rub shoulders with other men 
with similar interests, swap industry 


gossip and get a chance periodically to 
look at the forest instead of the trees 

Those are not the things that the In. 
stitute claims to do for its members. 
Instead it has quite a long list of indus- 
try activities in which it engages. Each 
of these activities is very much worth- 
while, but even if there were none of 
these the manufacturer would still be 
justified in paying these modest dues 
to help hold the industry together as 
an entity against the day when we 
may be attacked as we are at times, 

Things are happening these days 
that could hurt us, so let’s bunch up 
a little tighter. 


4, 
“9° 


AGAIN IT WAS at the OHI meeting last 
month that Cy Burg, of Iron Fireman, 
raised the point of how we are all do- 
ing more selling these days. He pulled 
from his pocket a little item that he 
had clipped from an advertisement in 
the Wall Street Journal and signed by 
Erwin, Wasey & Company, of Chi- 
cago. This was the clipping: 

“THE PILLOW FIGHT IS OVER—After 
riding the crest of an unprecedented 
14-year boom, some companies and 
some sales organizations and some ad: 
vertising agencies have gone soft. They 
have drifted from the work bench to 
the cocktail table. Now faced for the 
first time with real competition, they 
are fanning the air. 

“Tt is clear now that in merchandis 
ing and promoting most items the pil 
low fight is over, The order that used 
to be taken on the fairway and over 
the extra-dry martini is going to the 
lean man with the hungry look who is 
out punching the doorbell. 

“We believe that American business 
is standing on the threshold of its 
greatest decade of development, Never 
before have the woods been so full of 
opportunity for the man who goes into 
them with an axe instead of a picnic 
basket. Never before have barehanded 
salesmen had such lush and expanding 
and dynamic markets to turn theif 
talents to—never before such a rich 
prize for the company that puts new 
thinking, new vitality and new & 
thusiasm into its selling problems.” 
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WHISTLING TANK FILL SIGNAL 


VENTALARM 


TRADE MARK REG. U. S. PAT. OFF. 


1. Over 4,000,000 VENTALARM Signals 


have been installed on household fuel tanks by more than 4,500 
major and independent fuel oil companies. 


2. Underwriters’ Laboratories Listed 
VENTALARM Signals, both Type LA and Type LA WITH coM- 
PRESSION FITTING, are the only audible tank filling signals which 
have earned the distinction of being presently listed by Under- 
writers’ Laboratories. 
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VERTALARM 
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u 1954 Scully Signal Co. 














VENTALARM” 
Signal 


INSTALLED WERE 





Just One Direction 


“Fill while 


the 


Whistle Blows”’ 


Canadian Licen eee: 


EMPIRE BRASS MFG. CO., LTD. 


London, Ontario 


for VENTALAR 
in a variety 


Contact your 
REGULAR SUPPLY HOUSE 


SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 


M® Signal 
of sizes. 


Scully Products are 
manufactured U 
and Foreign Patent 
Patents Pending. 


nder U.9. 
5 or 


3. Universally Approved by Leading Fire 
and Safety Authorities 


Such as New York Board of Standards and Appeals, Common- 
wealth of Massachusetts, Cities of Washington, Baltimore, Phila- 
delphia, Detroit, etc. Type LA listed as Standard by National 
Board of Fire Underwriters. 


4. Complete Merchandising Support for the 
Fuel Oil and Oil Burner Dealer 


Proven Oil and Burner Sales Plans utilizing VENTALARM Signal 
and supported by tested promotional literature available at cost. 


5. Full Variety of Models to Satisfy Every 
Tank Condition, New or Old 


6. FULL PATENT PROTECTION 


U. S. Patent Nos. RE22391, RE21930, 2,143,476, 2,143,492, 2,143,706, 
2,212,620, 2,227,322, 2,227,323, 2,249,180, 2,257,656, 2,276,798, 2,328,686, 
2,330,983, 2,429,280, 2,531,950, DES. 164,453, 2,617,303. Other Pats. Pend. 
Foreign Pats. Issued. 

The Scully Signal Company intends to protect its property rights 
in its patents. 
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FACTORY SHIPMENTS. in Thousands of 

90] Domestic Oilburners & Units ——— 

Domestic Gas Burners -----~ 
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0 0 
DEC JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1949 1950 1951 1952 1953 1954 
Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELoi. & Or Heat's estimates of shipments are: 

—_——_____ JUNE—_—_—_—_ —_——sIX MONTHS———— 
Percent Percent 
1954 1953 Change 1954 1953 Change 
Conversion 47,047 50,008 — 59 206,969 236,712 — 12.6 
Boiler Units 5,563 6,149 — 95 25,563 26,682 — 4,2 
Furnace Units 14,233 18,195 — 21.8 68,998 78,209 — 11.8 
All Domestic 66,843 74,352 — 10.1 301,530 341,603 — 11.7 
Commercial 3,480 3,981 — 12.6 16,471 19,614 — 16.0 
Total 70,323 78,333 — 10.2 318,001 361,217 — 12.0 
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August Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS BOILER’-BURNERS FURNACE-BURNERS 
August Aver. $318 $704 $598 
July Aver. 319 707 604 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
August 138.4 Sixmonthsago 143.2 August 129.9 Six monthsago 130.9 
July 138.9 Yearago 134.9 July 131.4 Yearago 134.9 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


OILBURNER PRICES- RETAIL CONVERSION BURNER ~ JAN. 1940 =100 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS - 1939 =100 -------------- 
CONSTRUCTION COSTS — RESIDENTIAL~ DEPT OF COMMERCE-1939= 100 ——-——-——=- 
COST OF LIVING~ BUREAU OF LABOR STATISTICS — 1935-39 = 100 
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Cilheating Trends 


ESTIMATED installations of domestic oil- 
burners and units in August were 95, 
157 or approximately 9% below the 
104,809 in the same month last year. 
In spite of the drop August was still a 
very good month. The negative com 
parison was rather expected to show 
up some time during the second half 
of the year since last year the pen- 
dulum was swinging in the other direc’ 
tion. In other words the second half of 
1953 was abnormally high considering 
the year as a whole. 

For the first eight months of this 
year installations are estimated at 425, 
648 or 1% above the 420,068 in the 
same period of 1953. 

The August installations were di’ 
vided: New Homes, 33,920; Replace: 
ments of old oilburners, 15,140; Con’ 
versions from other fuels, 46,098. 

BURNER STOCKS: At the end of Aw 
gust dealers had on hand approximate’ 
ly 87,283 domestic oilburners and 
units. This compares with 80,907 the 
previous month and with 118,551 the 
previous year. The August 31 dealer 
stocks were divided: Conversion burt 
ers, 42,819; Boiler-Burner Units, 19, 
367; Furnace-Burner Units, 25,097. 

Factory stocks on June 30, latest 
available data, were 83,531 compared 
with 91,185 the previous year. 

TANK STOCKS: Dealers had on hand 
at the end of August approximately 
56,615 consumer oil tanks compared 
with 54,395 the previous month and 
75,053 the previous year. They © 
tinue to play close to the belt on stocks 
which, in fact, is quite typical of 
American industry as a whole this ye 
Low stock levels in all lines prom 
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3400 SERIES 


RAILROADS 





YOU CAN ALWAYS DEPENDON ..... 


for unlimited flow line flexibility, greater load 
carrying capacity! 


The high standard of OPW’s Swing Joint per- ee 
formance results from expert designing, preci- 
sion machining, exclusion 
of contamination, simple 
Ny lubrication requirements, 
the soundness of load carry- 
ing principle and perfect 
alignment at all times. 
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A wide range of styles and sizes makes 

™ possible many and varied application 
for safely handling liquids of diversi- 
fied viscosity at required temperatures 
and working pressures. 
Exhaustive field research has directed 
OPW in planning a complete line of 
Swing Joints to fit all requirements. 
No. 4400 Series (STEEL) — Many 
Styles and Sizes are identical to No. 
3400 Series Swing Joints. Write for 
Catalog F-8 for application, construc- BARGE LOADING 






tion details, and engineering data. 
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OPW CORPORATION 


2737 Colerain Ave. 
Cincinnati 25, Ohio 











. . . « Oilheating Trends 


well for the future because any sub- 
stantial pickup in business will bring 
shortages and favorable prices. 

The average price paid by dealers in 
August for a 275 gallon tank was $30 
where it had been $28 a month earlier. 
This is an encouraging sign. By sec- 
tions of the country the average tank 
price was: New England, $24; Mid- 
Atlantic, $31; Midwest, $27; Pacific 
Northwest, $44. 

The August 31 tank stocks were di- 
vided by sizes: 220-275 gallon, 46,534; 
550-675 gallon, 7,110; 1,000 gallons 
or larger, 2,971. 

DO IT YOURSELF: The special study 
this month attempts to size up the im- 
portance of the homeworker in his ef- 
fect on oilheating installations and 
service. As wage rates have sky- 
rocketed in recent years, more and 
more middle income people, particu- 
larly of the clerical type, have under- 
taken to do their own work about the 
house. This is also true of the skilled 
workmen who step over into another 
field to make home installations. 

The trend has become so pronounced 
that there are now several magazines 
on the newsstands encouraging these 
activities, and we have been told that 
the large 
Time-Life, is to bring out an impor- 
tant magazine called “Do It Yourself.” 


publishing organization, 


In approaching this problem through 
the reporting dealers we first asked if 
it is possible in their communities for 
anyone to buy a burner at a heating 
supply house, take it home and install 
it himself. The answer on this was 
amazing, with 77% of the group say- 
ing that anyone can buy a burner 
through that source and 23% saying 
that it cannot be done in their com- 
munity. 

The practice of selling a burner to 
anyone is strongest in the Mid-Atlantic 
and Midwest areas where the percent- 
age is 84% and 93% respectively. In 
New England only about half of the 
dealers report that this can be done 
and in the Pacific Northwest only a 
third of them. 

In the next question we try to pin 
this down a little closer. In instances 
where the wholesale house would not 
sell to “just anyone” the dealers were 
asked if these companies would sell to 
any recognized mechanic even though 
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Oilburner* and Building Permits 
~OILBURNERS———_—— 
8 MONTHS August 
1954 1953 1954 1953 
199 Albanay, N. Y. i - 
788 Baltimore, Md. 238 128 
Binghamton, N. Y. 13 13 
Bloomfield, N. J. 27 9 
is 5 Boston, Mass. 130 47 
766 838 Bridgeport, Conn. as ne 
ee. - Buffalo, N. Y. 53 56 
146 211 Columbus, O. We oe 
Des Moines, Ia. 559 TTT 
Bye wa Detroit, Mich. 236 234 
277 297 Elizabeth, N. J. = 3 
327 229 Freeport, N. Y. ks 
Greenwich, Conn. 20 21 
Hackensack, N. J. 4 
Hartford, Conn. 
i .. Hudson County, N. J. f ana 
217 291 Irvington, N. J. 3 0 
- Lynn, Mass. 39 9 
. 302 Meriden, Conn. ee i 
3925 4683 Milwaukee, Wisc. 337 369 
110 263 Minneapolis, Minn. 140 116 
130 153 Montclair, N. J. = oat 
ae 6 Morristown, N. J. l 9 
224 233 Mt. Vernon, N. Y. 
910 1231 Newark, N. J. 
361 456 New Bedford, Mass. 
286 301 New Haven, Conn. 
‘a sic New Orleans, La. 5 a, 
156 277 New Rochelle, N. Y. 40 35 
New York City (Total) 
oe Brooklyn-Queens 
Ee 4176 Manhattan, Bronx, Rchd. As sve 
394 487 Norfolk, Va. 57 29 
sis Oakland, Calif. 7 
4 288 Omaha, Nebr. _ 380 
104 128 Orange, N. J. 1 0 
99 155 Passaic, N. J. hy 
403 Paterson, N. J. 8 
3491 Philadelphia, Pa. a2 aig 
‘is 24, Plainfield, N. J. 16 9 
362 361 Portland, Me. 11 16 
2728 2533 Portland, Ore. 121 Lez 
144 144 Poughkeepsie, N. Y. ee oe 
ae 127 Providence, R. I. 9 24 
73 ate Reading, Pa. 5 15 
218 203 Richmond, Va. 33 35 
¥ 304 Roanoke, Va. 
1247 1920 Rochester, N. Y. a oe, 
92 133. Rockville Center, N. Y. 7 5 
237 232 Salem, Mass. 10 8 
1113 906 St. Louis, Mo. 46 30 
61 159 St. Paul, Minn. 134 93 
170 137 Schenectady, N. Y. - i 
oe — Seattle, Wash. 174 126 
1290 =1247 Spokane, Wash. e os 
es ai Springfield, Mass. 141 53 
241 270 Stamford, Conn. 
Syracuse, N. Y. 
Trenton, N. J. Ae 
ws a Utica, N.Y. 16 
367 472 Washington, D. C. Be We 
re oe West Orange, N. J. 44 21 
192 199 White Plains, N. Y. 19 29 
335 502 Wilmington, Del. 2 6 
861 855 Worcester, Mass. 
447 550 Yonkers, N. Y. se ne 
12825 14386 Totals 2210 2023 
—10.9 Percent Change +-9.2 


August 
1954 1953 
19 38 
61 172 
170-143 
25 78 
42 52 
51 39 
199 
45 50 
55 45 
572 916 
14 22 
12 27 
42 4] 
167 217 
Fi aT 
>? 54 
26 43 
2261 
1693 
56 568 
53 44 
ie 42 
24 19 
18 33 
17 76 
510 
72 79 
575 470 
24 22 
114 
27 31 
7 67 
251 386 
22 23 
41 43 
347 208 
9 ea 
17 16 
265 «159 
27 31 
51 46 
32 46 
49 51 
144 129 
106 97 
2576 2782 

—7 4 


——-DWELLINGS 


8 MONTHS 
1934 1953 
1795 2696 

129° 100 

88 207 

430 253 

372 «430 
2880 2432 
2100 2177 

47 28 
286 208 
44 

14 } 
122 

2504 2398 
771 740 
39 63 
249 398 
324 464 
-. 1270 
12 14 
115 

107 102 

98 116 
1173 1468 

121.148 

27 57 

312 362 

s1 OT 

45 57 

381 228 
818 822 
1758 1189 
884 739 

. 

115 82 
206 210 
138 188 

35 


86 


14911 15042 


—0.9 


*Permits are not total sales in each market since none are reported from suburban 


areas, which normally account for 20% to 60% of total sales in each market; nor ate 
they an accurate index where enforcement is lax. Rightly used, however, they are 4 useful 


working index. 
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he may have nothing to do with the 
heating industry, When the question 
was stated this way 93% of the dealers 
said that the wholesale heating supply 
house would sell to such a person. 

In other words, he might be a car- 
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penter or a bricklayer or a machinist 
in a soap factory but if he looks and 
acts like a mechanic he can buy 4 
bufner wholesale. 

The question then arises as to burt’ 
ers sold over the counter, or by mail 
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sales advantages 


with; | | fuel oil additive 





You can stop worrying about 
operational difficulties caused by 
screen clogging when your fuel oil 
contains Santolene H. Cracked 
stocks and blends of cracked and 
straight run fuels containing San- 
tolene H will be appreciated by 
your established customers. 


















Organic Chemicals Division 
MONSANTO CHEMICAL COMPANY 
Box 478, St. Louis, Missouri 





Get new customers, too, by 
selling these other advantages of 
Santolene H: it cuts corrosion, 
keeps sludge and sediment to a min- 
imum, practically eliminates rust. 


Santolene: Reg. U.S. Pat. Off. 


Please send me the latest technical bulletin on SANTOLENE H. 











. « - « Oilheating Trends 


from such organizations as Sears and 
Wards. Throughout the country deal- 
ers estimate that 8% of the burners in- 
stalled in their markets come through 
these sources, That would indicate that 
last year about 66,000 oilheating instal- 
lations were made with equipment 
bought from such companies. This 
checked rather well with the known 
facts. 

There was not much geographic 
variation on this. New England esti- 
mated 7%; in the Mid-Atlantic it was 
7%; in the Midwest 11% and in the 
Pacific Northwest 10%. 

When an individual buys an oil- 
heating layout from one of these mail 
order houses either by mail or in their 
local stores he installs it himself in 
about one-fifth of the instances, ac- 
. cording to the estimates of the report- 
ing group. The other four-fifths of 
these burners are apparently installed 
by local companies that usually have 
flat rates for this work. 


Self-installation Jobs 


It doesn’t make much difference in 
self-installation whether the oilheating 
job is a conversion burner or a complete 
heating unit, The reporting group es- 
timates that on these homework jobs 
only 53% are conversion burners and 
the other 47% include a complete boil- 
er or furnace. There is some difference 
here from the overall industry pattern 
which we report each year in the Janu- 
ary issue. We found, for example, that 
last year only 36% of all new installa- 
tions were limited to a conversion burn- 
er and that 64% carried a new boiler 
or furnace. Thus we see that the home- 
work phase of the industry is a little 
heavier on the conversion side. 

One thing that makes possible these 
amateur oilheating installations is the 
fact that most fueloil companies have 
an oilburner service department. Sev- 
enty-nine percent of reporting dealers 
say that in their market the oil com- 
pany is glad to tune up these jobs and 
give them a few finishing touches in 
the interest of getting and holding the 
oil account, Only a fifth of the dealers 
say that this is not common practice in 
their market. Homeowners handle their 
own oilburner service to the extent of 
about 10% of total industry service 
requirements, This checks quite well 
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with another study we had made by an 
outside source a few months ago where 
they came up with a figure of 11%. 

When the man of the house services 
his own burner it is usually because he 
is a mechanic in some particular trade. 
A little more than three-fourths of 
these homework situations indicate 
that to be the case. 


Instruction Cards 


To some extent the oilheating deal- 
ers encourage home servicing. In the 
reporting group 23% say that they 
supply the owner with printed instruc- 
tions to cover most of the simpler serv- 
icing operations, Some of these are just 
cards with the obvious instructions to 
check the fuses, check the re-set button 
on the safety control, check water, 
check oil in tank, etc. Others go as far 
as furnishing a 16-page booklet which 
tells the owner a great deal about his 
equipment in a way that a good handy- 
man would find quite useful. 

In general it is probably not good for 
the industry to have either amateur in- 
stallations or amateur servicing, There 
is no particular hazard in their situa- 
tions but it’s fairly obvious that the efh- 
ciencies could be low and oilheating in 
general could be injured in public es- 
timation. On the other hand it’s pretty 
obvious as someone recently said: “A 
$75 bookkeeper can’t afford $3 an hour 
mechanics.” So we will always have 
this to contend with and we are prob- 
ably fortunate that it represents only 
about 10% of the industry. 

DEALER COMMENTS: ‘Typical of 
comments on the questions of the 
month are: “In New York City we 
have rigid control by the Fire Depart- 
ment and there is no ‘Do It Yourself.’ 
Long Island may reach 10%”... 
‘Some of our customers have been put- 
ting in small diameter, duct work and 
air furnaces for years”. . . “Our local 
fire marshal warned against advertis- 
ing ‘install your burner yourself’ at a 
meeting of the Massachusetts Oil Heat- 
ing Association” . . . “The State of 
Massachusetts requires that a licensed 
installer do the work, so the seller and 
home mechanic are breaking the law” 
... “When a man buys from Sears 
in our town the building department 
makes him use a bonded dealer to su- 
pervise the installation and get the per- 
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mit”... “They always get into trouble _ 
and we have to help them out which 
costs us money.” 

“We advertise a ‘Do It Yourself” 
plan. Using a General Electric furnace 
and Air Wall registers with 4” pipe we 
can furnish all material for a small 
house for $500. This includes setting | 












up the furnace, wiring and servicing 

the burner for one year” . . . “The ' 
owner always gets in some kind of 
trouble and someone bails him out”. 
“This being a free service area such 
half-baked jobs cause oil suppliers mul 
tiple headaches.” 


“Any jobber will sell for cash. They 
sell substantial brands at prices from 
$69 to $72 with controls and one was 
advertising in the ‘Newark Evening 
News’ at $58 without controls” . . , 
“We lost a customer because we 
charged him a service call for bleeding 
the line after he air locked it trying to 
change filter. A catalog store burner 
(good, too) was installed with tube 6" 
inside hard brick chamber and the 
chamber was placed under smoke out: 
let end of boiler and then underfired, 
We reinstalled with insulating brick 
chamber properly located, burner fired 
at proper rate and we baffled the boiler, 
all at our cost, This customer's neigh: 
bors are now our customers, too, An- 
other ‘Do It Yourself’ man blew stack 
off large boiler when he put electrodes 
in wrong.” 


























“We are in favor of giving owner 
printed instructions for simple service 
but as yet we only give him the regu: 


lar card from the burner manufactur’ J NOW you 
er”... “Service costs are so high and F™#n oil 
difficult that we are constantly educat’ ° 4 
ing the customer to do as much as he ws 00 
can but the damn service contracts pre’ ff months ha 
clude a lot of this as they feel it is paid J itilwe 


for anyhow” . . . “For the first time, 
this month we are advertising retail un” 
installed prices of equipment so cuy 
tomer can buy unit only and install it 
themselves” . . . “The supply houses 
in our area are very good about not 
selling outside the trade”... . “ ‘Dolt 
Yourself’ service on oilheating equip 
ment would be a great boom to thos 
of us who prefer to sell just fuelail’ 
... “We have no objection to the 
home mechanic—the free-service seek’ 
er is the thorn” . . . “Home work will 
become more evident as time goes 02 

















THE CROWNING ACHIEVEMENT IN OIL HEAT 








with amazing new J Iymaumti WE 


IRRITATING 


Here’ S yo U r VIBRATIONS : ‘ =a BLENDED To 
it | i 


bat oil burner : | AnD worst vi ; A SATIN-SMOOTH 


{° 2 Jal WHISPER - 5 
With DYNAMIC SILENCING, pumps 


0 & puny’ ’ , 
0| | U ni i iby poorer chen oJ y hike eats ; rossiga 
+h on a common ae g 
; ‘and 5 cenceled and’ merge "States? ‘i shed, poor aN — 


accumulated vibrations and burner noises. es akties 


NOW you can get delivery — in any quantity—on the world’s most Coronation is your answer on how to build bigger oil burner profits, and satisfy 
modern oil burner. To dealers everywhere who have waited anxiously your most exacting customers. With its ultra-modern design, incorporating entirely 
for this moment — our sincere “thank you” for your patience. new scientifically-proven principles, Coronation packs greater customer appeal 
Many months have passed since the prototype of Coronation than any other burner. Dynamic Silencing will amaze you with its hushed 
was acclaimed as “the crowning achievement in oil heat.” These smooth performance. Exclusive Variable Drive permits custom-fitting to a wide 
months have been busy ones for us, perfecting every last detail, range of installations. The compact ultra-modern Panel-Type Design permits table-top 


_ Until we could say “Coronation in every way meets both our and your accessibility for the easiest, fastest servicing — a real time and money saving 
ienents for the finest in quality and performance.” The time is NOW! feature. When you feature Coronation . . . you sell an oil burner in a class by itself. 


SALES HELPS THAT MAKE IT EASY SILENT GLOW OIL BURNER CORPORATION 
TO SELL CORONATION 850 WINDSOR STREET @ HARTFORD 1, CONNECTICUT 


Silent Glow is backing its dealers to the hilt with highly 


effective promotional material that makes it easy to tell ‘ ‘ —_ ‘ 
and sell the great customer appeal of Coronation. Rush all information on Coronation including the Dealer Sales 


Be the first in your community to cash in on Coronation, Promotion Plan. 
by using the Dealer Sales Promotion Plan. 
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STAINLESS STEEL 
EC 0 N 0 M Y INTENSIFIER TUBES 
Installation economy for you 
because the Dual 8 is easy to in- 
stall and service: the cabinet is 
installed after all piping is com- 
pleted; all controls are on the 
front of the boiler; the intensi- 
fier tubes are readily accessible. 
Economy for homeowners be- 
cause they get faster heat with 
less fuel: the intensifier tubes 
see to that by cutting chimney 
heatloss and speeding heat trans- 
fer. Then add A.S.M.E. Code 
Construction and contagious cus- 
tomer satisfaction ...that’s a 
recipe for more sales and more 
profit. 


Write for new fold- 
er: 1033 New Britain 
Ave., West Hartford, 
Conn. 





BOILER 
BURNER 
UNITS 


ACME HEATING DIVISION 
_ THE UNITED TOOL and DIE CO. 
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SEPTEMBER SAW a general stiffening of 


price levels on distillate heating oil at 
several points throughout the country. 

Among those particular cities in- 
cluded in our price table, Philadelphia, 
Harrisburg, and Des Moines showed 
advances over the previous months 
while no one of the cities on the table 
showed a drop. 

The general comment among major 
suppliers operating in the East is that 
while there is plenty of distillate to 
take care of the market it is being close- 


ly held and there are very few spot 
offerings. 


The Gulf price of 8.25¢ is rather 


theoretical than actual, because little o, 
no oil is being offered at that price 
There is a very general feeling among 
suppliers that unless we have another 
mild winter we can expect prices 
the Gulf to go probably to 9¢. 
Refinery runs have been cut back ip 
recent months to pretty well balance 
petroleum output with demand and 
the operators will be reluctant to open 
up any faster than they feel absolutely 


This is, of course, a healthy condj 
tion, because to the extent that heating 
oil can be kept profitable for refiners 
they are more inclined to want the 
business and help promote its growth, 

One major company has pointed out 
that if we should have a normal winter 
this year following five warm ones we 
can expect distillate heating oil de 
mand to be up 16% East of the 
Rockies, Such an increase can be met 
readily enough providing prices are at 
tractive. Of course the demand will ke 
met anyway, but there could be some 
temporary trouble spots. 
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No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of September 15, 1954 





Tank Tank 

Car Wagon 

Portland, Me. 9.35¢ 13.0¢ 
Boston 9.25 12.9 
Providence O25 129 
Springfield, Mass. Si 13.7 
Hartford 9.55 13.1 
New Haven 9.2 12.7 
Syracuse 10.1 13.2 
Albany 9.4 12.6 
New York a2 13.0 
Newark 9.2 1237 
Philadelphia 9.3 E27 
pen ae 13.3 
Baltimore 9.35 129 
Wilmington, N. C. 9.5 12.8 
Washington es 13.3 

*Delivered. 


Tank Tank 

Car Wagon 

Richmond 9.7¢ 12.9¢ 
Charleston, S$. C. 9.5 12.7 
Chicago 10.6* 13.8 
Detroit 11.19* 14.2 
Cleveland 10.7* 13.7 
Minneapolis 10.25 13.3 
St. Louis 10.2* 13.4 
Indianapolis 10.625* 14.1 
Milwaukee LES 14.5 
Des Moines F 13.7 
San Francisco 10.15* 127 
Portland, Ore. 10.75* 13.3 
Seattle 10.75% 13.3 
Spokane 10.15* 19.7 
Los Angeles 9.65* 12.2 


Tank wagon prices shown are for maximum one-time delivery discounts. 
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Distillate Fueloils 


PRIMARY STOCKS* 
(Thousands of Barrels) 
East of Rockies 








Sept. 10 Sept. 12 
1954 1953 
East Coast 45,085 46,174 
Midwest 38,770 36,293 
Gulf Coast 22,076 25,901 
Total 105,931 108,368 


*American Petroleum Institute. 


SECONDARY STOCKS** 
(Thousands of Barrels) 





uly 31 July 3! 

954 1953 

East Coast 9,272 9,044 
Midwest 5,245 4,81! 
Gulf Coast 661 
Mountain 499 S 
Pacific 1,152 1,16 
“a 

Total 16,829 16,35) 


**Bureau of the Census. 
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SUNSHINE HEATING... 
WARM, DRAFTLESS FLOORS 


B & G Hydro-Flo Forced Hot 
Water Heating provides 
controlled radiant heat—keeps 
homes at a uniform, comfortable 
temperature. It is particularly 
effective in homes with large 
windows or wide spread layouts. 





FUEL ECONOMY 


Automatic modulation of the 
heat supply prevents fuel waste 
—keeps heating costs at rock 
bottom. 





SUMMER COOLING 


The same foom con- 
ditioning units and 
piping system can be 
used to heat the 
home in winter and 
cool it in summer. 





"Reg. U.S. Pat, Off. 


Water is the most effective medium known 


for delivering heat into a home or carryin 
heat away. Itcan be so accurately eouttilind 
that regardless of the weather, indoor 
temperature is always at the comfort level. 


When you install a B & G Hydro-Flo Forced 
Hot Water System, you’ve laid the ground 
work for all the comforts and conveniences 
modern angiooering has devised for more 
luxurious living. You’ve provided better 
heating...uniform temperature— warm 
floors—draftless rooms. You’ve assured 
fuel economy —the convenience of low-cost, 
all-year domestic hot water...and the 
owner can add snow-melting and summer 
cooling later, if his budget will 
not permit it now. 


WATER onty i GIVE 


A HOME ALL THESE SALES FEATURES 








YEAR "ROUND HOT WATER 


Certainly no modern conven- 
ience is more desirable than 
plenty of hot water for every 
household use. The indirect 
Water Heater of a B & G 
Hydro-Flo System furnishes an 
abundant all-year supply. 









SNOW MELTING 


Pipe coils can be installed under side- 
walks and circulated with hot water 
from a Hydro-Flo System... melting 
snow as fast as it falls. 


The basic units of a B&G Hydro-Flo Heating 
System are illustrated above. They can be 
installed on any hot water heating boiler. 
1. The B & G Booster. A thermostatically 


controlled pump which circulates water 
through the system. 


2. The B & G Flo-Control Valve. Helps 
maintain a uniform home temperature 
—prevents an over-ride in heat. 


3. The B & G Water Heater. Produces an 
ever-ready supply of domestic hot water 
—winter and summer. 


For wae information on B & G Hydro- 


Flo Pr send for 


Hydre-Fis System 


BELL & GOSSETT COMPANY 


Dept. DP-7, MORTON GROVE, ILLINOIS 









by 
Milburn Petty 


WASHINGTON—A three-point pro- 
gram to bring about substitution of 
coal for residual fueloil has been pro- 
posed by the bituminous coal industry. 

The presentation was made to the 
Inter-Departmental Coal Committee 
studying loss of coal tonnage to com- 
peting fuels and what, if anything, can 
.and should be done about it. 

Results of this coal study will be 
integrated with findings of the Cabi- 
net-level committee which is develop- 
ing a national fuels policy for submis- 
sion to President Eisenhower by De- 
cember 1. 

Arthur Flemming, director of the 
Office of Defense Mobilization, is 
chairman of both the coal group and 
the overall fuels policy committee. 


Coal Seeks Residual Market 


The coal industry’s “task force” 
‘turned over to Flemming an inch- 
thick report with recommendations for 
helping them recapture tonnage lost to 
residual oil. 

While the coal men have dropped 
any pretense of limiting their attack 
to imported residual and have come out 
into the open in their fight against all 
residual—domestic as well as foreign— 
they have included a suggestion which 
they hope will win back the support 
of independent oil producers in the im- 
port fight. 


Coal’s 3-point Plan Listed 


First, the coal report recommended 
that the federal government require 
all its agencies to convert from oil to 
coal, adding about 7,000,000 tons an- 
nually to the market for that fuel. 

Coincident with this, the coal men 
want the federal government to require 
—as a condition of purchase—that all 
suppliers use coal “where feasible.” 
Also, anyone borrowing money from 
a federal agency would be urged—if 
not required—to use coal. 

Second, the coal report urged that a 
presidential directive be issued to ef- 
fect an “immediate” cutback in resid- 
ual imports—until Congress enacts 
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Government Influences on Fuels 


legislation to restrict such imports. 

Third, a “formula” on imports was 
urged (apparently in hopes of arous- 
ing oil producers and refiners against 
imports). 

The coal men noted that the Petro- 
leum Logistics Division of the Defense 
Department had told Flemming that 
residual imports should be continued, 
if for no other reason than that this 
would keep open a supplemental source 
of supply needed in case of war, 

Then, for the same reason, a propor- 
tionate amount of light products should 
be allowed to come in because such 
products would be short, too, in a war. 
But, the coal men said, total imports— 
on a crude equivalent basis—should 
not be more than needed to “supple- 
ment but not supplant” domestic oil 
production. 


Military Hits Coal Proposals 


The Defense Department’s report to 
Flemming questioned whether any sig- 
nificant reduction in the current use 
of residual by the principal federal 
agencies “could be economically ef- 
fected” because conversions to residual 
from coal “are generally due to eco- 
nomics, convenience, ease of handling, 
and uninterrupted source of supply.” 

In opposing any cutbacks in residual 
imports, the military stated: 

If imports of residual had been 
stopped as of January 1, 1954, the East 
Coast would have been short within 
twelve days. And if domestic refiner- 
ies had stepped up their runs to meet 
the demand for residual, then there 
would have been an even greater sur- 
plus of light products. 

Answering the coal men’s earlier 
suggestion that foreign refineries be 
“modernized” so that residual yields 
could be reduced, the military said 
most of the refining capacity in the 
Caribbean Area was already equipped 
to cut residual yields when market de- 
mand dictates. 


Oil Replies to Coal Arguments 


Flemming and his staff granted a 
“hearing” to opponents of restrictions 
of residual imports who had filed state- 
ments attacking the coal industry’s pro- 
posals, 


Those invited included representa. 
tives of the National Oil Jobbers 
Council, the Independent Oil Men’s 
Association of New England, and the 
New Jersey Standard and Shell-Carib- 
bean oil companies. 

The marketers emphasized how de- 
pendent were East Coast independents 
upon imports as a source of supply. 

It was pointed out that increased 
imports of residual did not begin to 
explain the coal market loss—180, 
000,000 tons, during the past six years, 

Jersey suggested that coal, oil and 
gas be allowed to “find their own rela- 
tive positions in the over-all energy 
market through the operation of nor- 
mal competition and without special 
government favors to any of them.” 


“Price Fuels on BTU Basis” 


Chairman Thompson of the Texas 
Railroad Commission, attacking fed- 
eral regulation of sales of natural gas 
by independent producers under the 
Phillips Case, urged that Congress 
clear up this situation, 

He suggested that Congress might 
instruct the FPC to consider the rela’ 
tive BTU value of natural gas—com- 
pared with coal or oil—when fixing 
prices allowed a gas company. 

Incidentally, the coal people have 
come out strongly for “another Kerr 
Bill” that would prohibit FPC control 
of gas prices charged by independent 
producers. 


Gas Price Freeze Attacked 


“Escalation” clauses in gas supply 
contracts were defended before the 
FPC as producer representatives at’ 
tacked Order 174-A freezing gas prices 
and regulating independent producers. 

With gas supplies still short of de 
mand, and gas for home heating still 
priced less than oil or coal in some 
areas, producers must protect them’ 
selves by providing for automatic price 
increases over the 20-year contract 
period, FPC was told. 

That present pipeline projects—a 
well as those in the planning stage— 
may find it difficult to line up new ga 
supplies was indicated as producefs 
said they would not enter into more 
contracts for interstate movement. 

Many producers are holding back, 
hoping that Congress will pass a law 
to exempt them from FPC’s control. 
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savings provided by 





Fuel-units and 
Transformers... 


3; 


That’s the gist of what Biddy Massaro 
of Massaro Brothers, Great Neck, Long Island, said 
in an Ekotape recorded interview 


* Biddy and his brothers have been in 
the fuel oil, oil burner sales and service 
business only since 1947 but he knows 
what can be gained by selling burners 
equipped with WEBSTER Fuel-units and 
Ignition Transformers. He summed it 
up this way: 

“We like WEBSTER equipment because 
it’s easily serviced in the field. It saves 
us money on service calls, and saves 
money for our customers too. By saving 
servicing costs for our customers we 


If you would like to reduce 


your service costs and build Customer Confidence, write for details on WEBSTER equipment 


SIMILAR FUEL-UNITS ARE MADE FOR SALE IN CANADA BY CANADIAN ACME SCREW & GEAR, LTD., OF TORONTO 
UNDER LICENSE BY WEBSTER ELECTRIC COMPANY 


establish ourselves more firmly as their 
fuel oil suppliers.” 
* ® a 

It’s the old story of building a success- 
ful business by giving customers more 
value for their money. It’s so easy to do 
that by just ordering the burners you 
buy... with... WEBSTER Fuel-units and 
Ignition Transformers, and by includ- 
ing Delaytrol, the delayed opening in- 
stantaneous cut-off valve, on every in- 
stallation. 









The Line For 
QUALITY— 

ECONOMY— 
SERVICE! 


COMBINES ALL THREE! 


WHERE PRICE ~s 
IS OF PRIME 
CONCERN— 


Molded Rubber / 

Jaw Type — Fits 
all jaw type hub 
blower wheels. 
Also available in 
Dupont Nylon. 


QUALITY STANDARD <i 
OF THE INDUSTRY @ ~ Se 





Splined Nylon Coupling. Available 
in extruded aluminum with ‘Silent 
Tension."' 


ULTIMATE IN ANGULAR AND 
LATERAL MISALIGNMENT & 


Set Screw 
|. | 54 Type Coupling 






ONLY Guardian COUPLINGS OFFER 


1. Dyna-Line Fabrication—Exclusive roll-spin- 
ning method joins all components while 
running true. 

. One Piece Design—No fumbling with extra 
parts. Easily assembled in close quarters. 

3. Flex-Rubber Element to give you TRUE 
flexibility. 

4, Precision-Machined Tolerances insure long, 
trouble-free service life. 


Guardian SERVICE 
COUPLING KITS 

Both Standard and Economy 
Sizes fill 95% of existing 
coupling requirements in 
the field. 


Write for new Coupling 
Catalog Sheet C-106. 





‘Do you know about 
Guardian's line of 
_ oil tank valves? Ma- 
chined from brass 
bar stock. Available 
‘ to meet new tank 
location. Write for 
Catalog Sheets YV- 
101 and V-101A, 
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OHI Directors review 
Problems at Greenbrier 


eeu REGULAR SUMMER MEETING of 
the Oil Heat Institute Board of 
Directors was held August 30-Septem- 
ber 2 inclusive at The Greenbrier, 
White Sulphur Springs, West Vir- 
ginia, Actually the Directors’ meetings 
occurred on only the last two days but 
there were quite a number of commit- 
tees and other activities throughout 
the entire period. 

Nearly all of the first day, for ex- 
ample, was devoted to meetings of 
commercial-industrial manufacturers. 
These meetings are reported in detail 
in the Commercial-Industrial section 
of this issue. (See page 98.) 


President’s Report 


In opening the first of the two actual 
Directors’ meetings, Institute president 
Paul K. Addams presented an inter- 
esting chart talk on the high level of 
building construction related to the 
somewhat slower buying of oilheating 
equipment, He pointed out that total 
industrial and residential construction 
in the first half of this year was up 
14% from 1953. This was an amazing 
improvement over the 1954 forecast 
made by F, W. Dodge Corporation 
wherein they estimated that construc- 
tion this year would be 5'% below last 
year. 

He mentioned that oilburner ship- 
ments in the first half of the year were 
approximately 315,000 of the residen- 
tial variety compared with 322,000 in 
the first half of last year. He sees in 
this a decline in spite of a rise in build- 
ing construction. Steel boilers in the 
first six months were down 5% for 
residences and up 7% for commercial 
buildings . . . again substantially below 
the building increase. 

Addams reported that gas burner 
shipments in the six months were ap- 
proximately 346,000 compared with 
328,000 last year. 

He then showed on a chart the rela- 
tionship between building contract 
awards and the purchase of steel boil- 
ers. The curve showed a time lag be- 
tween these two activities of 60 days 
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in residences and 120 days in com 
mercial buildings. This time lag stayed 
almost constant through the past fou; 
years up to 1954, 

Addams mentioned that since the 
end of the war. up until this year ther, 
has been very much of a “buy it quick” 
psychology, This year has seen a great 
change in that habit. He pointed oy 
that now people wait to buy a week 
or sometimes only a day, before they 
need the boiler. The new philosophy 
is “got to have it tomorrow.” He 
pointed out that some speculative 
builders are completing only the shell 
of a house and installing no fittings 

. not even buying them until they 
sell the house, then they want all of 
the mechanical equipment at once. 

This study has caused Addams to 
believe that on oilheating equipment 
going into new buildings, either resi 
dential or commercial, the industry will 
feel the impact on sales unusually late 
in the year. He expressed the view 
that there is still plenty of time to sel! 
heating equipment this fall. On the 
other hand he pointed out that statistics 
don’t make orders—only salesmen can. 
Today the salesman has to follow the 
prospect longer, chasing the order al 
the way to the finish line. 


Exposition Profitable 


Ralph Becker, managing director of 
the Institute, next reported on various 
financial and other activities since the 
last meeting at Philadelphia in May 
He mentioned that the sales of floor 
space at the big Oilheating Exposition 
in Philadelphia amounted to $142,00! 
and that profits to the Institute from 
all activities of the exposition and cot’ 
vention were $66,000. 

Since expositions are now held only 
every other year this indicates thi! 
they assist the budget by approximately 
$33,000 a year, This in turn rept 
sents just under a third of the tot 
Institute operating expense. He met 


‘tioned that the Institute at the 


of August had a bank balance of $72/ 
000 and a net worth of $82,000. He 
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Another air-moving problem solved at 





shell AIR CEN TER, U.S.A. 
tings ° 
they One of our customers called us recently with a major 
ul of problem. His new unit was operating at an objectionable 
ce. noise level, with extreme vibration, even though no 
hs t0 one component was operating beyond its design limit. 
ment Torrington engineers quickly went to work and found that 
rest the cause of the problem was resonance. They discovered 
y will that both the motor and the fan blade were vibrating 
y Tat at closely coincident frequencies, each augmenting the 
— other. The combined vibration was actually strong 
0 sel enough to fracture the fan blade in some instances — and 
1 the it certainly shortened the life expectancy of the unit. 
_— Torrington engineers promptly recommended a change in 
sir the air impeller specifications. This simple alteration 
A . gave the fan blade a different mass, and therefore a 
woes different frequency of vibration. Resonance was eliminated, 
N the sound level was reduced, and the customer was able 
; to market a far more satisfactory unit at no extra expense. 
0 Torrington has acquired a wealth of experience dealing 
‘or of with problems of air flow, sound and vibration in a wide 
rious z variety of heating, ventilating and air conditioning 
e the products. Torrington’s laboratory is completely equipped 
May. > for this work, and Torrington engineers are ready to 
floor § help solve your air-moving problems. 
sition 
2,000 o 
from - 
oor § VI 
ad 
lol fF 
that THE 
a TORRINGTON 
repre’ 
maf 4 MANUFACTURING COMPANY 
new fs TORRINGTON : CONNSSCTICUT 
end Q VAN NUYS, CALIFORNIA « CAKVILLE, ONTARIO 
$7) Leading designer and producer of air impellers for the heating, ventilating and air conditioning industries. 
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Fuel oil distributors now successfully 
use new RCA 2-Way Radio to boost 
speed and efficiency of service. 

An operations supervisor says, “When 
a customer calls for service or fuel de- 
livery, we dispatch a service represent- 
ative or driver by 2-way radio. The 
nearest truck handles the call and our 
customer gets service in a matter of 
minutes.” 

A vice-president says, “It was our 
aim to use RCA 2-Way Radio to im- 
prove service by reducing waste time 
and by increasing production time. We 
intended to effect some savings in fleet 


As soon as calls are received, central 
office radio-dispatches service and de- 
livery trucks in a matter of minutes — 
reduces waste mileage, improves effi- 
ciency of service. 


Fuel Dealers Report: 


Faster oil deliveries 


and burner service 
—more calls 

per truck 

With RCA 2-Way Radio 


operation, but we also expected that 
the radio system would be used as a 
sales tool to obtain new business. We 
are satisfied with the results in both 
instances.” 

RCA 2-Way Radio can bring new 
revenue and savings to your operation— 
by slashing telephone expenses, routing 
and rerouting trucks faster, reducing 
waste mileage, eliminating back-track- 
ing, obtaining new customers, co- 
ordinating servicemen in the field. 
Write today for full details of RCA 
2-way radio equipment—you incur no 
obligation. 


° RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT 


CAMDEN, N. J. 
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ineeri — cor | ported Becker, has several groups 
RCA Engineering Products, Communications Equipment ki he f new teal 
Dept. J-252, Building 15-1, Camden, New Jersey working on the four iy 
nae 4 ersons are 
Without obligation on my part, please send me your | manuals actually 40 pers ihe 
reprint, “Rapio SpeEps DELIVERY AND SERVICE.” I ing the writing. He then broug . 
! the matter of the Federal Hous 
mn | Administration revising its order MP 
| 500. Since the new management has 
. . . 4 n 
County | come into FHA there is an inclinatio 
a’ 
Zone State | to sweep out many of the old — 
é 
1 Have an RCA Communications Specialist get in touch with me. | tions and substitute new nts , ; 
_ ——— - | pointed out that the tentative 
October 












1954 


. . « « OHI Directors’ Meeting 


expects the income from dues in the 
current fiscal year to be at least as high 
as last year. 

He then announced that the annual 
convention of the Institute, but not 
including an exposition, will be held 
next Spring on April 19, 20, and 21 at 
the Conrad ‘Hilton Hotel in Chicago, 

George Hochstein, of The Heil Com. 
pany, Milwaukee, has been appointed 
general chairman of this convention 
and Claude Potts, Stewart Warner 
Corporation, Lebanon, Indiana, wil] 
be chairman of the program commit: 
tee. Other members of this committee 
are Cy Burg, Iron Fireman, Cleve. 
land, and Clark Hastings, Rochester 
Mfg. Co., Rochester, Becker then an- 
nounced that the next Institute expo- 
sition is tentatively scheduled for the 
week of April 9, 1956, and will prob 
ably be held at the Kingsbridge Ar 
mory in New York City. This location 
is not definite since Becker plans to 
poll the entire manufacturer and ac 
cessory membership on their choice of 
location. However, those attending the 
meeting favored the spot. 

Fenton Fisher, chairman of the Time 
and Place Committee, mentioned that 
in connection with the Oil Heat Insti 
tute of New England exposition in 
Boston next June, the Oyster Harbor 
Club on Cape Cod has offered guest 
courtesies to OHI directors in the week’ 
end preceding that exposition, The 
Directors have enjoyed the hospitality 
of that Club on previous occasions. 

Becker then mentioned that the 
Plumbing and Heating Industry Bu 
reau, Chicago, of which OHI is a sup 
porter, has asked for an OHI member 
on its board. The group re-elected 
C. E. Lewis, president of Perfex Cor 
poration, Milwaukee, to this spot. 


Training Manuals 


The Engineering Committee, © 
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to — Because clean oil improves § 
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RECTORSEAL*2 








When you use RECTORSEAL #2 on 
connections in your heating installa- 
tions you can be absolutely sure of 
“no leaks” because— 


RECTORSEAL never hardens, but re- 
tains a plastic elasticity that seals for 
the life of the joint. 


RECTORSEAL is insoluble in fuel 
oil, diesel fuel and all petroleum frac- 
tions. 


RECTORSEAL thickens in the joint— 
won’t squeeze out. 


RECTORSEAL is thin in the can for 
easy, economical application. 


RECTORSEAL is smoother, cleaner— 
requires no stirring or mixing. 


See for yourself—compare quality, de- 
pendability, service and price... 
you'll know there’s no. seal like 
RECTORSEAL. 


Available in brush-top cans in a size 
to suit your requirements. 


Try it at our expense—Write us for 
FREE SAMPLE. 


Your supply house has it 
or can get it for you. 


RECTORSEAL, Dept. O 
2215 Commerce St. Houston 2, Texas 


RECTORSEAL 


Patented. Trade Mark Reg. U.S. Pat. Off 


NUMBER TWO 
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of MPR 500, dated April 15, 1954, con- 
tains some regulations on oilfired heat- 
ing that would be hard for the industry 
to live with. He suggested that manu- 
facturers write FHA for a copy and 
then file objections if they desire. 

He stated that a Mr, Bowser is di- 
rector of FHA and that a Mr. Connors 
is in charge of the revision. 

Becker next reported on the service 
training activities of the Institute. He 
mentioned that the New England 
Chapter is now in its tenth year with 
schools in 15 cities. Then he told of 
the establishment of 16 local schools 
in New Jersey within the past year, 
4 in Michigan and 4 in New York 
State. Then there are oilburner courses 
in the public schools in Philadelphia, 
New York and Baltimore. 

Dave Bottrill, of the Institute’s staff, 
is in charge of educational activities 
for domestic oilheating and Charles 
Pesterfield, Michigan State professor 
and part-time director of the Commer- 
cial Industrial Division, is in charge of 
educational training for the larger 
installations. 


Honorary life Memberships 


One of the most interesting aspects 
of the meeting was a discussion of hon- 
orary life memberships for prominent 
Institute members who have retired 
from their businesses. Al Atwill, for- 
mer president of the Institute, and be- 
fore his retirement president of Quaker 
Manufacturing Co, in Chicago was 
the third man in the Institute’s history 
to be voted an honorary life member- 
ship. 

At this point in the meeting Wil- 
liam Allman, a member of the Distri- 
bution Div, from Gary, Indiana, intro- 
duced his concept of a new promo- 
tional organization called “National 
Oil Heat Council.” Allman brought 
in James Selvage, of Selvage, Lee and 
Chase, prominent New York public 
relations firm, who then described at 
considerable length a proposed public 
relations and advertising program to 
stimulate the sale of additional oil- 
heating. 

Because this NOHC concept seems 
particularly timely at this stage in the 
industry’s affairs, we are reporting the 
whole idea in considerable detail in 
another section of this issue. 


October 
1954 





The next person to appear before 
the directors was Fred Heaney, Long 
Island member of the Distribution 
Div., who reported on the “Treasury 
of Advertising” and told of a new 
plan for the coming season. This wil] 
embrace fewer mailing pieces, these to 
be offered to dealers three times a year 
with special emphasis on some particu. 
lar piece. The intent is to reduce the 
cost by concentrating on just a few 
pieces and printing larger quantities, 

Kirk Shivell, of the Shivell-Hall 
Advertising Agency in New York, will 
prepare the new mailing pieces as he 
did the original “Treasury of Adver- 
tising.” 

The next report to the directors 
was from Fred Beckwith, who is chair. 
man of the Institute’s group insurance 
trust. He pointed out that the trust 
is now operating within a suitable death 
structure and the personnel handling 
the trust are operating within the ex 
pense budget. There has been a slight 
reduction in rates to members. 

He then announced that the group 
insurance plan for manufacturer and 
accessory members has been liberalized 
by reducing the minimum salary re 
quirement from $6500 to $5500, This 
had to do with a special $10,000 pob 
icy which was costing the members only 
$168 a year. 

With the original higher salary limit 
the average age was too high, Under 
the new arrangement any person in aa 
administrative, supervisory or sales 
capacity is eligible but the manufae 
turer must include at least 75% of al 
those in his company who are eligible. 








Blue Cross Coverage 


Beckwith then outlined a new plaf 
to provide group hospitalization and 
surgery benefits to the members. He 
recognized that most companies have 
Blue Cross coverage but felt that if 
most cities this could not cover all 
the expense hazards. Under his ne¥ 
proposed plan the individual can 9 
daily hospital benefits of $12 for @ 
maximum of 30 days, with maternlly 
benefits of $120, surgical benefits of 
$200 and extra charges of $120—al 
of these being maximum figures, 

’ The cost for an individual is $2 # 
month but the Institute must s% * 
minimum of 1,000 individuals enrolled 
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eat Maybe glamorizing heating isn’t so funny, at 
ling that. Mrs. Buyer isn’t interested in heat ex- 
> eX changers, fan speeds, filter sizes . . . and Mrs. 
ight Buyer is a mighty important factor. 

When you tell Mrs. Buyer that here are heating 
roup and cooling units whose inner parts are ceramic- 
and coated so that they won’t ever rust or corrode, 
lized though, you'll score with her. 


When you tell her that Permaglas gas-fired 
heating has the world’s only modulated heat- 
ing—the only full-time comfort, she’ll listen— 
and probably buy. And when you tell her that 
Permaglas heating and air conditioning is made 
by A. O. Smith, makers of famous Permaglas 
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limi glass-lined water heaters, she’ll be on your side, 
nde without a doubt. 
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New Yorker 


HORIZONTAL BOILER 


... offers you top 
efficiency and economy! 





< 


/ The 
{horizontal tube boiler provides 
top heating efficiency because 
of its scientific "three-pass" de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 
by heat-absorbing surfaces. 
Beautifully jacketed in blue- 
\ and-gray hammertone finish. 





@ Oversize, large capacity 
tankless water heater. 





@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F. 


@ Fire-tubes easily accessible. 
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New Yorker Steel Boiler Co., Inc. 
Colmar, Penna. 


Gentlemen: 
Please rush me full information and prices 
on the New Yorker horizontal tube boiler! 
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before it can start on this coverage. 
In answer to a question from one of 
the directors, Beckwith made it clear 
that these benefits are in addition to 
other coverage where such exists. The 
Board voted to authorize Beckwith to 
go ahead and establish this coverage. 

Gabe Marin, chairman of the Mem- 
bership Committee, announced three 
new applications for the Accessory 
Div. and these were unanimously voted 
in. The companies are Eclipse Fuel 
Engineering Co., Rockford, Ill., Cleve- 
land Fuel Eqpt. Co., Cleveland, Ohio 
and National Visa-Clean Corp., Balti- 
more, Md. 


Two Chapters added 
The Distribution Div, through Fred 


Burroughs, national secretary, an- 
nounced two new chapters, Southern 
Tier Heating, Inc., Johnson City, N. Y. 


_| and Michigan Petroleum Assoc., De- 


troit. In addition two individual deal- 
ers came into membership in cities 
where chapters do not exist. These 
were York Oil and Appliance, Shelby- 
ville, Ind. and E. P. Nesbit Co., Char- 


| lotte, N.C. 


W. J. Smith, Jr., chairman of the 
Market Research Committee reported 
that to the end of July conversion 
burner shipments were down 6% from 


| last year, furnace-burner units were up 


and boiler-burner units down 
9%. He estimated that the total ship- 
ments of the three types in 1954 will 
be about 760,000. 


The next report was by Dave Bot- 


5% 


| trill for the Technical Div., substitut- 


ing for chairman William Sullivan. He 
mentioned that the American Petro- 
leum Institute had agreed to survey 
fueloil quality at periodic intervals in 
response to a request from the Insti- 


| tute, This survey will cover 60 key 
points, samples taken simultaneously 


and cover the five grades from 1 to 6. 
Only standard properties of practical 
use are to be surveyed. Bottrill men- 


| tioned that stratification was one of 


the chief problems, particularly on No. 
4 grade. He suggested an educational 
program on handling of residual fuels. 

Bottrill then reported in the absence 
of Ed Haugen, chairman of the Com- 
mercial Standards Committee having 


| to do with a revision of cs75. The prin- 
| cipal proposed change in the new or- 




















der, to be called cs75-56, is the incly. 
sion of smoke tests based on the 
Bacharach-Shell smoke meter. In the 
laboratory the burner must stay within 
the No. 4 smoke range and in field 
tests it must stay within No. 5. 

After considerable work by the In. 
stitute the Underwriters’ Laboratories 
have been persuaded to make these 
tests on existing burners in the field, 
or rather at the manufacturer’s plant 
at an agreed cost limit of $50 for each 
model. The laboratory will circulate 
a questionnaire to all manufacturers 
before making the tests and it asks that 
manufacturers apply for these tests not 
later than Jan, 1, 1956, so that they 
can be-completed by July 1, 1956, 
which would be the effective date of 
the regulation. 

There was considerable argument 
among some of the manufacturers over 
whether this cs75 testing work should 
be left with Underwriters’ Labora 
tories or transferred to some independ 
ent organization. There was consid 
erable feeling expressed that Under 
writers’ were extremely slow and uv 
reasonably arbitrary in some of its 
activities. 

Reporting for the Laboratory Com 
mittee in the absence of Chairman 
Charles Lang, Ralph Becker read a 
long letter from Bow Breed of UL 
showing why its performance should 
be better in the future. 

Incidents at the close of the meeting 
included an instruction to Charles 
Pesterfield to start work on a recruit 
ing booklet to attract engineers to the 
industry, a report from the Distribw 
tion Div. that the Service Managers 
group had withdrawn its application 
for membership, and a discussion favor 
ing chapters for dealers in commercial 
and industrial equipment. 

Se 

Robert W. Lang, recently retired 
vice president, American Radiator € 
Standard Sanitary Corp., Pittsburgh, 
died August 29, 1954, at his home i 
Cleveland. He had been vice president 
and general manager of branches which 
now operate as the corporation’s At 
stan Supply Division. Born in Toledo 
in 1887, the executive had completed 
40 years of service when he retired ® 
May of this year. He is survived by 
his wife and three sons 
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TACO HEATERS INC. © 1160 Cranston Street, Cranston 9, R.I. 
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OPW LOADING ASSEMBLIES 
HAVE PERFECT BALANCE 


For efficient, maintenance-free loading, 
depend on OPW counter-balanced load- 
ing assemblies. They provide perfect 
static balance with minimum spherical 
radius, and give your loading equip- 
ment these advantages: 


@ Practical Compactness 
@ Increased Convenience 
@ Greater Versatility 

@ Longer Service 


In the complete line of sturdily-built, 
accurately-balanced assemblies manu- 
factured by OPW, there is sure to be a 
type that meets your needs most 
efficiently. 
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Seavice 


Send for the R&M complete catalog 


RENICK & MAHONEY, inc. 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 
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‘National oil heat Council 


launches promotional Program 


, | \HE MOST AMBITIOUS PROMOTION- 
AL PROGRAM in the history of the 


| oilheating industry was proposed to 
| the OHI Board of Directors at its Green- 
_ brier meeting on September 1. In its 


fullest scope this is a $3,000,000 proj- 


| ect to be spread over three years for 
| intensive promotional activities. The 


OHI Board voted unanimously its en- 
dorsement of the project. 

A new organization has been set up 
to handle this promotion and is called 
the National Oil Heat Council, with 
offices at 500 Fifth Ave., N. Y. Tem- 
porarily the offices are in the space 
of the Oil Heat Institute, simply to 
save expense in the formation stages, 
but the council is definitely a separate 
entity from OHI. 


Eight originated Idea 


It was originally put together last 
May by a group of oilheating dealers 
meeting at Philadelphia. The original 
8 members were: William Allman, 
Gary, Indiana, later elected president; 
Tim Loizeaux, Plainfield, N. J., treas- 
urer; Fred Heaney, Long Island City, 
N. Y.; Hollis Albert, Baltimore; 
George Wolf, York, Pa.; E. L. Fen- 
tress, Norfolk, Va.; John W. Scott, 
Watertown, Mass.; and Stuart Pirie, 
Detroit, They appointed Fred Bur- 
roughs as managing director of the 
council. Burroughs is also national sec- 
retary of the Distribution Div. of OHI. 

After getting together at their Phila- 
delphia meeting these 8 dealers raised 
a few thousand dollars among them- 
selves to employ a New York public 
relations firm, Selvage, Lee and Chase, 
to prepare the outline of a suitable 
program after studying the needs of 
fueloil and oilheating marketers. This 
study and its presentation were com- 
pleted in time to be set before the 
OHI board at its Summer meeting. 

Quite an elaborate slide film pres- 
entation was made. 

In presenting the story, James Sel- 
vage, senior partner in the firm, empha- 
sized that our industry has been out- 
played, outpromoted, and outadver- 
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tised by the natural gas industry, 


He told the directors that the Amer}. 


can Gas Association this year in addj 
tion to its regular two and a half- 
million dollar promotional budget has 
a special fund of one and a quarter. 
million dollars for films and other 
visual presentations. In addition to that 
it also has a special fund this year of 
one and a quarter million dollars for 
outdoor advertising, 

Selvage explained that the National 
Oil Heat Council is to concentrate its 
direct activities on promotion, publicity 
and advertising. He did outline quite 
a long list of other activities which he 
felt could be sparked by NOHC and 
then channeled through OHI and other 
associations to be activated. 

In this category were such items as: 
1) develop coordinated programs for 
state and local use of dealers; 2) co 
operate with builders in all categories 
both in promotion and research; 3) 
increase participation in home building 
shows and model home projects; 4) 
work more closely with Washington 
particularly in the gathering and dis 
semination of industry facts; 5) estab 
lish a general information center and 
reference library; 6) start training 
schools for sales and service; 7) organ’ 
ize a speakers’ bureau; 8) prepare 4 
cost accounting manual; 9) encourage 
industry wide product research; 10) 
study mortgage lending policies, There 
were quite a lot of other recommenda 
tions but they all came under the head 
of making the public more familiar 
with the superiorities of our business 


Positive Selling proposed 


Selvage mentioned that all copy 
would carry a positive slant and would 
not attack gas or any other fuel, He 
told the directors that the progral 
should cover three years or not be 
started. He mentioned that the nation! 
program should not abrogate local 
regional programs. 

- He stated his observation that where 
local group activity has been under 
taken in various markets the industtY 
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———=GRANT MILLER 


\ f) of 
Shp, Fuel Oi 

\\ 
ALITY FUELS AG METERED SERVICE 


NEW STREET 
VALATIE, N.Y. 
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Shell 0il Company 
1066 Madison Avenue 
Albany, New York 


‘ - Gentlemen: 


} as: I have never received any complaints 
for from any of my customers regarding 
co Shell Furnace Oil with FOA-5X. 
exe My service men report that they are 
, 3) always amazed at the cleanliness of 
ding filters examined during annual furnace 
. 4) clean-out servicing. 
ston 
dis Very truly yours, 
stab 
and huh r 

v 
ot Grant Miller 
re a 
rage 
10) 
here 
nda’ 
head 
viliar fi 
ness. k e roe 

eeps customers happy...keeps your service calls down 
Shell Furnace Oil with FOA-5X virtually eliminates one 

copy of the main causes of frequent service calls—filter screen 
ould clogging. Dealer after dealer reports that service calls 
_ He are fewer in number and cost; that customers get more g 
gral dependable heat with this modern heating oil. E 
tbe This shows how Shell Furnace Oil with FOA-5X brings Be be 
jona! a basic reduction in expense to dealers in fulfilling G 
al of their annual oil burner service contracts. H 
phere 
ndet’ : . 
a) SHELL FURNACE OIL 42 FOA-5 
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. . « « National Oil Heat Councit 


is doing best, and this is in direct ratio 
to the duration and size of the effort. 

In the program outlined by Selvage 
the cost would be shared by all groups 
within the industry, including local 
marketers, equipment manufacturers 
and oil suppliers. 

Following the endorsement of the 
program by the OHI Directors the origi- 
nal group of dealers forming the Na- 
tional Oil Heat Council asked some of 
the directors to serve as additional 
members of the council. Eleven mem- 


bers were added in this way and an 





additional 12 individuals will be asked 
to become active as members. There 
were men who were not present at 
the time. Those who agreed to serve 
in addition to the 8 original dealers 


are: M. J. Donahue, Fluid Heat Div., 


| 


| 


| 
1 


Baltimore, Md.; G. M. Marin, Sun | 


Ray Burner Mfg. Co., Jamaica, N. Y.; 
W. J. Smith, Jr., Cleveland Steel 


Prods. Corp., Cleveland; Bruce Olson, | 


Sundstrand Machine Tool Co., Rock- 
ford, IIl.; 
Electric Co., Racine, Wisc.; Clark 
Hastings, Rochester Mfg. Co., Roches- 

































Here’s the body that takes a completely 
equipped shop to the job, and saves up to 
75 minutes per day. Using the latest 
average service base rate of 6 cents a 
minute and an average saving of 30 min- 


MAKE YOUR PICK-UP TRUCK 
A SERVICE TRUCK, TOO! 





—_ e —_— —, en I 
These easy-to-install tool and material 
compartments are finished in baked-on, 
medium-dark green enamel. Parts bins are 
built-in. Doors have slam-action catches, 
with locks keyed alike. Available with 
overhead rack. 


McCABE-POWERS AUTO BODY CO. 





“My Service-Master 
saves me up to one hour of lost time 
.. every day” 


5900 NO. BROADWAY - 






4 
OWE — 
THE IDEAL OIL HEATING INSTALLATION 
AND MAINTENANCE BODY 


utes a day . Service-Master saves 
$478.00 worth of time a year. Available 
in sizes for 1/4, 34, 1, and 114 ton chassis 
— regardless of age or make. The coupon 
below will bring complete details. 





for 2 and % ton 
pick-up trucks 





ST. LOUIS 15, MO. 
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. Please send me complete details on SERVICE-MASTER [_] SERVICE-TWINS [_] 
4 Name 

r 

z Company 

17 

: Address 

e ° 

s City Zone State 

Ly ys 


Ben Weichers, Webster 












ter, N. Y.; Robert Denny Watt, Elec- 
tro- Watt Corp., Seattle; Frank Scully, 
Jr., Scully Signal Co., Melrose, Mass: 
William Torrence, Torrence Oil Co, 
Birmingham, Mich.; George Clement. 
Modern Heat & Fuel, Philadelphia 
and Robert Gray, FUELOIL & On 
HEAT, New York. 

Several manufacturers and dealers 
present at the first meeting of the coun- 
cil subscribed upward of $10,000 for 
office expense and incidentals for the 
starting months of the effort. 

The next meeting’ of the council js 
to be held at Chicago during the week 
of November 8 to coincide with the 
annual convention of the American 
Petroleum Institute. 
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FuELomw & O11 HEAT issues 
Booklet on furnace Market 


A 16-PAGE REPORT on oilfired warm air 
heating and central cooling market 
data has been issued by FUELOIL & O 
HEAT. Among the features in the re- 
port is a state breakdown of the oil- 
fired warm air furnace sales during 
1953 and a similar state breakdown 
of oilfired furnaces in operation, Janw 
ary 1, 1954. 

The post-war curve showing the 
various types of heating plants which 
received oilburners is charted, as is an 
18-year table of integral furnace burn 
er units showing sales, retail value, 
factory value and number in use. Sizes 
of furnaces installed in 1953; price 
trends since 1944; and an outline of 
the dealer-retailer salesman’s activities 
during the year are included. 

In the cooling section a seasonal sales 
curve indicates how cooling equipment 
activities in May, June, July and Av 
gust could complement heating equip’ 
ment sales. Final features in the book 
let are “How Duct Work is handled 
by Dealers;” and ‘Profit Opportunity 
for Makers of Furnace and Aircondi 


tioning Parts and Accessories. 
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Gas HEAT estimates 
gasfired Installation® 


REVISED ESTIMATES of gas-fired central 
heating equipment operating January 
1, 1954 show a total of 6,077,200 


units. The estimates are prepared by 


October 


1954 






























A Branded Product is Easier to Remember- 
| Easier fo Sell ! 


yok 
ied One sure way to help boost your fuel oil sales 
rity is to sell a branded product...one that people 
nd know and trust. That’s Mobilheat! 
This well-known name is backed by 88 years 
of marketing and merchandising experience. 
With it you get sales helps of all kinds... 
proved plans and programs to help you meet 
ys and beat all competition. 
tral Make it warm for your customers—“hot” for 
ary your competition with Mobilheat! 





SOCONY-VACUUM OIL COMPANY, INC. 
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LOWER 
INSTALLATION COSTS 


BETTER PERFORMANCE 


with 


Kolbkast Chambers 


hfs” 


The Kolbkast Standard. This 
low cost chamber has capaci- 
ties from .75 to 2.25 gph and 
can be installed quickly as 
there are only 5 pieces t< 
assemble. 





The Kolbkast Universal. It is 
16” high, has capacities from 
-75 to 8 gph and can be fitted 
easily to most boilers and 
furnaces. 
e 


All Kolbkast Chambers have a K- 
factor equal to insulating brick 
and provide excellent perform- 
ance with high or low pressure 
burners. The Standard and Univer- 
sal are available in two types 
—for temperatures to 2100° F 
and for temperatures exceeding 
2100° F. Kolbkast Chambers are 
scientifically packed to prevent 
breakage. 
Get details today 


KOLB REFRACTORIES CO. 


MEADOW AND JACKSON STS., 
PHILADELPHIA 48, PA. 


KOLBKAST 
INSULATED 


CHAMBERS 
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Conversion Furnace 

Gas Burners Units 

Maine 460 1,725 

New Hampshire 1,795 3,240 
Vermont 105 895 
Massachusetts 27,790 25,450 
Rhode Island 1:210 2,000 
Connecticut 5,015 7,200 
NEW ENGLAND 36,375 40,510 
New York 248,145 177,740 

New Jersey 44,565 89,560 
Pennsylvania 133,945 272,505 
Delaware 900 3,720 
Maryland 29,270 75,940 
Dist. of Columbia 9,485 27,360 
CENTRAL ATLANTIC 466,310 646,825 
Virginia 13,580 31,415 

West Virginia 16,630 32,240 
North Carolina 4,180 12,160 
South Carolina 1,335 3,925 
Georgia 20,185 47,055 

Florida 3,280 13,365 

SOUTH ATLANTIC 59,190 140,160 
Michigan 117,795 145,280 

Ohio 238,035 401,815 

Indiana 86,035 93,075 

Illinois 245,115 250,110 
Wisconsin 43,940 69,410 
Minnesota 97,820 96,520 

Iowa 56,370 79,090 

Missouri 65,940 144,775 

Kansas 39,130 82,390 
Nebraska 42,015 55,460 

North Dakota 3,575 71.855 
South Dakota 6,270 11,330 
NORTH CENTRAL 1,042,040 1,447,110 
Kentucky 25,655 45,330 
Tennessee 17-155 38,715 
Alabama 16,545 28,175 
Mississippi 6,935 15,155 
Arkansas 8.4895 ZALES 
Louisiana 12,870 39.130 
Oklahoma 21,625 56,045 
Texas 39,320 174,130 

SOUTH CENTRAL 148,590 417,795 
Montana 9,005 16,915 

Idaho 230 1,860 

Wyoming 5,370 8,785 
Colorado 40,860 84,250 

New Mexico 7210 20,635 
Arizona 7,920 35.515 
Utah 21,395 38,340 

Nevada 460 1,650 
MOUNTAIN 92.450 207,950 
Washington 1,590 9,440 
Oregon 3,970 7,790 
California 238,785 527,020 
PACIFIC 244,345 544,250 

UNITED STATES 2,089,300 3,444,600 


Gas HEAT magazine and are based on 
total sales during 1953 of 800,190 
burners and units. 

This estimate of the distribution of 
gas-fired heating equipment by states 
is based on several sources of informa- 
tion and weighted accordingly. 
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1953 Burner shipment Data 
revised upward by Census 


IN A RELEASE of August 25 the Bureau 
of the Census, U. S, Dept. of Com- 
merce, revised its 1953 figures on ship- 
ments of oilheating equipment quite 
substantially upward. It has been the 


Gas-fired central heating Equipment opertaing Jan. |, 1954 


Boiler 
Units 


165 
390 

50 
9,710 
580 
2,855 
13,750 
‘48,010 
32,530 
90,820 
1,380 
10,260 
9,550 
192,550 
10,520 
3,725 
1,140 
430 
4,990 
935 
21,740 
18,725 
45,540 
11,725 
46,650 
6,960 
13,700 
7,710 
13,745 
9,760 
5,205 
970 
1,205 
181,895 
5,245 
4,470 
2,815 
2,090 
2,485 
4,290 
6,210 
14,625 
42,230 
3,170 
25 
1,380 
8,675 
ZAITO 
2,500 
2,865 
125 
20,850 
870 
770 
68,645 
70,285 
543,300 


Total 
Central 
2,350 
5,425 
1,050 
62,950 
3,790 
15,070 
90,635 
473,895 
166,655 
497,270 
6,000 
115,470 
46,395 
305,685 
55,515 
52,595 
17,480 
5,690 
72,230 
17,580 
221,090 
291,800 
685,390 
190,835 
541,875 
120,310 
208,040 
143,170 
224,460 
131,280 
102,680 
12,400 
18,805 
.671,045 
76,230 
60,340 
47,535 
24,180 
32,085 
56,290 
83,880 
228,075 
608,615 
29,090 
2,115 
15.535 
133,785 
29,955 
45,935 
62.600 
2,235 
321,250 
11,900 
12,530 
834,450 
858,880 
6,077,200 
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custom of FugLom €& Om Heat for 
many years to adjust the monthly fig 
ures from the Census Bureau to include 
the estimated output of a number of 
small companies not reporting to the 
Bureau. For example, through 1953 the 
total of the Bureau’s monthly reports 
was 789,756 domestic oilburners and 
units. After adjusting as described the 
FuELorL & Ort Heat estimate of ship’ 
ments was 831,322. 

In the newest report from the Cem 
sus Bureau, which states that in its a” 
nual figure it has included reports from 
small companies that were not in the 


monthly ones,.its new figure for the 
year is 860,416, There are some inter’ 
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Assembled Oil Horizontal 

































Gasaver DeLuxe Lo-Boy Assembled 
cae Gas Horizontal 


Assembled Oj] 
Counter-Flo 
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Assembled Assembled 















































. GRAVITY L0-BOY HI-BOY COUNTER-FLOW HORIZONTAL 
Gas Lo-Boy Oil Lo-Boy 3 Models 3 Models 3 Models 3 Models 1 Model 
OlL Available 100,000 to 100,000 to 100,000 to | 105,000 B.7.U. Gas Fi : 
ASSEMBLED Later 145,000 B.T.U. | 145,000 B.T.U.| 145,000 B.T.U. 1 model o-Warm Gravity 
available later 
GAS 3 Models 4 Models 4 Models 5 Models 4 Models 
ASSEMBLED Available 70,000 to 70,000 to 70,000 to 60,000 to 
Loter 140,000 B.7.U. | 140,000 B.7.U.| 140,000 B.T.U. | 120,000 B.1.U. 
olL 2 Models 8 Models 4 Models 2 Models 
newaan 105,000 to 105,000 to 105,000 to 105,000 to 
133,000 B.T.U. | 250,000 B.7.U. | 189,000 B.7.U.| 140,000 B.T.U. 
2 Models 7 Models 3 Models 
: Ponaeonned 105,000 to | 105,000 to | 105,000 to 
Here's the most complete 133,000 B.T.U. | 250,000,B.1.U. | 189,000 B.T.U. 
line of furnace fi ry 3 Models 7 Models 1 Model 
s, fittings aio 85,000 to 85,000 to | 85,000 B.T.U. 
GASAVER 3 Models 7 Models , 
ever offered. DELUXE 85,000 to 85,000 to ue : 
FLO-WARM 140,000 B.1.U. | 250,000 B.1.U. D : J- 
Before you place your 8 Differe 
DUO-FUEL 3 Models 4 Models si : 
next orders, compare FLO-WARM 85,000 to 100,000 to pe é gs fo 
fe W 140,000 B.T.U. | 190,000 B.T.U. . : 
. ILLIAMSON line COAL 9 Models 6 Models ompiere e 0 
Wi % 65,330 to 102,000 to Q elale 0 ° 
th the brand you are FLO-WARM | 143.375 B.1.U. | 275,000 B.I.U. Oil Flo-Warm 
now carrying. You'll find om 2 and 3 Ton Water-Cooled Hi-Boy 
in 4 styles. 
the comparison well worth —- ag 10 Models } and 3 Ton Air-Cooled 
(Duct Evaporator Style) 











your time—profit-wise. 


WILLIAMSON 
































A ee ee ee a ee 
| THE WILLIAMSON HEATER CO. I 
3552 MADISON ROAD, CINCINNATI 9, OHIO I 
| Gentlemen: : 
Yet, ruth me details on the complete WILLIAMSON Line. | 
l 
a Title 
i 
_ i 
a Duct, Pipe and Fittings 
| 
—___ Zone___ State. Air Conditioning Units 
ais cae si es eae cas aD i neg abate (Air Cooled Unit Shown) 
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esting breakdowns of this figure shown 
in the accompanying table. 


Final Estimates 
U. S. Census Bureau 


1953 OILBURNER SHIPMENTS 
Total burners and units 860,416 


Low Pressure atomizing 64,812 

High Pressure atomizing 747,466 

Pot mechanical draft 8,324 

Pot natural draft 3,822 

Rotary atomizing & vaporizing 35,992 


Burners sold separately 579,696 
Furnace burner units 246,470* 
Boiler-burner units 75,271 


Oil furnaces 421,081* 
Forced air 403,207 
Gravity 17.874 


*The 246,470 Furnace-burner units are 
included in the 421,081 oil furnaces. This 
indicates that 174,611 of the “burners sold 
separately” actually were shipped by their 
manufacturers to furnace factories and in- 
corporated into “oil furnaces.’ Additional 
“burners sold separately” also went to boiler 
manufacturers but the Bureau does not list 
residential boilers. 


The report also carried final figures 
on a number of other heating items. 
Typical were these: circulating type 
space heaters, 540,106; radiant type 
space heaters without casings, 89,365; 
space heaters with sleeve burners, 18,- 
324; unvented portable kerosene heat- 


ers, 280,124; oil floor furnaces, 35,790; 
oil wall furnaces, 15,285. Also, under- 
fired storage water heaters for oil, 25,- 
054: side arm oilfired water heaters, 
3,597; indirect water heaters, 171,962. 
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Canadian Standards moves 
Offices, Laboratories 


THE APPROVALS DIVISION, Canadian 
Standards Association, has moved labo- 
ratories and offices to Rexdale Blvd. 
and Brydon Drive, Township of Etobi- 
coke. The new mailing address is P, O. 
Box 506, Weston, Toronto 15. 

This is the Canadian testing author- 
ity for oil-burning equipment under 
the rules and requirements of the 
Canadian Electrical Code. The official 
opening of the new building will take 
place October 25, 1954. 
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Esso Standard Oil Co. uses 
Quarry for fueloil Storage 


ESSO STANDARD OIL CO, has converted 
a 56,000 sq, ft. quarry (it ranges up 





to 225 deep) into a natural storage 
tank for 42 million gallons of heating 
oil produced in the summer to meet 
peak winter demands. The quarry jg 
in Wind Gap, Pa., 75 miles from New 
York City. 

The half-million dollar project has 
been underway for more than a year 
and will be fed by a 65-mile pipeline 
that will move the oil from Esso’s Bay. 
way Refinery in Linden, N. J. Under 
full operating conditions, oil will enter 
the pit at the rate of 6,000 barrels a 
day and can be withdrawn at 8,000 
barrels. During initial stages less than 
full capacity will be employed. 

Esso has purchased or holds under 
option nine quarries in the area with 
a total potential capacity of 8 million 
gallons—enough oil to heat 225,000 
homes. Only one quarry will be utilized 
until the economics of underground 
storage under actual operating condi 
tions have been studied. 

The solid slate quarry is covered 
with a flexible, pontoon roof made up 
of 250 steel sections which protects the 
oil from airborne contamination, wild 
life and direct sunlight. The steel sec’ 
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CARTRIDGE 
CHANGES 








GET THE HABIT! 


Replace Every General 
Cartridge You Sell At 
Least Once a Year. 
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FUEL OIL FILTERS 


Preferred By More 
Than a Million Users 









Pre- Season 
CLEANING 


with CLEAN RIGHT 
SOOT REMOVER 


AN UNBEATABLE COMBINATION 


A major reason why General FUEL Ol FILTERS are profitable 
business is that fuel oil users regularly need additional equipment 






and services from the heating contractor: seasonal cartridge re- 





rate of $15 per hour). 





General Filters are approved by 
Underwriters’ Laboratories 


GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE 
CANADIAN GENERAL FILTERS, LTD. * 39 CROCKFORD BLVD. 


October 
1954 


placements, heating system cleaning service, burner maintenance, 
and so on. Performing all of these various jobs is an important 
and profitable part of the contractor’s business. 


Increase Your Profits as Much 
as $15 Per Hour! 


For example, AT LEAST ONCE A YEAR, every cartridge you sell 
should be replaced with a genuine General element — a job that 
takes about four minutes and earns you at least $1 profit (or a 


Pre-season cleaning of customers’ heating systems is equally 
important. The entire job can usually be done in a few minutes 
with Clean Right Soot Remover — often during the same service 
call in which you overhaul the burner and replace the filter cart- 
ridge. When all of these needed services are combined, overhead 
per call goes down and profits go up! 













NOVI, MICHIGAN 
(SCARBORO). TORONTO, CANADA 
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: Mode! 1C-8 
Model 1C-A-E 1.5 to 3.5 g.p.h. 
0.5 to 1.35 g.p.h. ec oe 
Model 1C-A 
0.75 to 2 g.p.h. 


Flanged Models 
for all requires 
ments. 


*Model 1C-6 
3 to 6.5 g.p.h. 


Model G 
0.75 to 2.5 g.p.h. 





housing for famous fuel 


saving ‘Shell’ Combus- e 


tion Head; 2 to 3 g.p.h. | OT —mia 
Model $-2, 3 to 6 g.p.h. —“— Late Vale 


OIL BURNERS 


FAMOUS THE WORLD OVER 
FOR QUALITY AND ECONOMY 


*Model S-1, with special i) 
aerodynamically designed v ’ | 


fr 


*Model VS (Vertical 
Flame), with special aero- 
dynamically designed 

sing for famous fuel 
saving “Shell Combus- ar 
tion Head; 0.7 to 2 g.p.h. a 2 4 4 
Model VS-1, 2 to 3 g.p.h. ia : Eat 

6 to 12 g.p.h. 





"Delayed action oil valve 10 to 25 g.p.h. 


| Mounted and wired. Avail- 
_ Sble on other models as an : | 
__ Sha. Built-in electronic controls optional on all models. Inquiries invited from boiler and furnace manutactorere S| 


SUN-RAY BUR UFAC CORPORATION 
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tions ride on the surface of the oil. 
A three-foot shelf overhangs the quar’ 
ry covering the area between the roof 
and quarry wall. 

Two quarries make up the unit, one 
acts as a water reservoir to control the 
level of oil in the other. Oil is pumped 
into the quarry at the surface while 
water is pumped out from the bottom 
to accommodate the oil at least 20 feet 
below the surrounding water table. 
Because the water pressure on the out- 
side is greater than the pressure of the 
oil in the pit, the oil is sealed effectively 





Woter Pump 


Oil Pump 
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NEW FIROMATI 


For Bottom Outlet Tanks 


ORDER BY FIGURE NOS. 


NO. 140-T 7" IPS (m) x 3%" 
IPS (f) Non-fusible 


AO. 140-TF 1." IPS (m) x 3%" 
IPS (f) Fusible 


NO. 141-T 14" IPS (m) x 3%" * 


IPS (m) Non-fusible 


NO. I41-TF '/2" IPS (m) x 34" 
IPS (m) Fusible 


FIROMATIC PRODUCTS . .. The 

Standard Of The Industry For 
Nearly A Quarter Century. 

FIROMATIC Design Can Be Imi- & 


tated—But Firomatic Quality And 
Service Can Not Be Duplicated 





THE MORSE-SMITH-MORSE CO. 


165 Dexter Avenue, Watertown, Mass. 


TANK 
VALVE 


One Piece Design Eliminates 


Chance of Leaks 
Curved For Ease Of Installation 


Handwheel Easily Accessible For 
Shut Off 


Available In Fusible or Non-Fusible 
Types 


Designed For Filter or Non-Filter 
Connections 










against leakage, Any seepage will be 
toward the quarry with the water fil 
tering into and under the oil. When 
oil is withdrawn, water is pumped 
from the adjacent quarry to maintain 
a relatively constant liquid level. 
Underground storage of this type 
requires less than 10% of the steel 
requirement of aboveground storage. 
Its maintenance and depreciation are 
lower and damage from storm or 
bombing attack would be negligible. 
* 
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Advisory Group studies 
FHA modernization Plan 


THE FEDERAL HOUSING ADMINISTRA’ 
TION has appointed eight representa’ 
tives of the home building and finance 
industries as an advisory committee to 
study the FHA’S home modernization 
and repair program, according to Nor’ 
man P, Mason, commissioner. 

From New York members will be 
Allen R, Cobb, Irving Trust Co., and 
Joseph Wood, Johns-Manville Corp. 
From Chicago: Fred W. Heitmann, 
Northwest National Bank of Chicago, 
and George P. Spicazak, Home Fed 
eral Savings and Loan Association. 

Other committee members are R. T. 
Mayfield, First National Bank of Fort 
Worth, Texas; G. Merritt Robbins, 
First Bancredit Corp., St. Paul, Minn.; 
D. Z. Albright, Security-First National 
Bank of Los Angeles; and W. L. Joh 
son, Construction Finance Co., Boise, 
Idaho, Cyrus B, Sweet, former pres 
dent of the National Retail Lumber 
Dealers Association who recently sf 
cepted an appointment to direct FHAS 
Title I program. 

Under the Title I program, home 
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be Oil Heating Men: 


r fil. 


‘hen 


ped | Make More Profits Selling and Installing the Best 
tain § Oil Burner Obtainable. 


vee THE PRIDE of FRANCE 
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are CAPACITIES OF "FRANCIA" OIL BURNERS 

= TYPE RATING IN B.T. Us/hr HP APPLICATION 
6.C. 74.00-295.00 | 1/6 | (Villas, Private Hotels, Small 
6.C.1 119.000-385.000 | 1/6 | |Buildings-8-60 radiators 


6.C.2 295.000-890.000 | 1/6 | Hotels-Blocks of flats. 
6.C.3| 750.000-1.790.000 | 1/4 | \Very large installations. 
6.C.4 | 1.390.000-3.550.000 | 1/2 | /Hotels, Hospitals, etc. 

















Write, cable or Wireless today for our prices. Tell 
us how many burners you can use. 





The highest manufacturing pr@cision of 
“ FRANCIA” is ensured by the use of the most mo- 
dern machinery by highly skilled techniciens. 


The low cost of “ FRANCIA ” Oil Burners is made 
re : i A” possible by manufacture on a large scale 
né, eneral view of Bruleurs Francia manufacture basedon the latest mass production methods. 








UNIQUE e EFFICIENT e LOW IN COST 


7) 5RULEURS FRANCIA 


e6, RUE DESSEAUX - ROUEN - FRANCE - AD. TEL. FRANCIABRULEUR 
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owners can obtain up to $2,500 from 
their local banks or FHA- 
approved lending institutions to fi- 
nance improvements. The committee 


other 


is expected to suggest methods of mak- 
ing the program available to more 
people in smaller communities. 


>, 
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Canadian oilheating Dealers 
start promotional Program 


AS THE FIRST step in countering the 
impending threat of natural gas com- 


petition, Canadian fueloil marketers 
and oilheating dealers have set up, as 
a branch of their Oil Heating Associa- 
tion, Toronto, an Oil Heat Informa- 
tion Committee, which in turn has 
begun oilheating promotion. 

The objectives of the new program, 
according to a booklet recently pub- 
lished by the Committee’s Board of 
Trustees, are to (1) “Win greater 
public acceptance of oilheat as the best 
in automatic heat,” and (2) “Combat 
natural gas competition in the greater 
Toronto area.” 











BETHLEHEM DYNATHERM BETHLEHEM DYNATHERM 
ry w - 
2 B Good f 
< DUSINESS IS WOO or < 
: : 
& 
bad ~4 
2 Belklehem z 
m m 
® rd 
= = 
; Dealers! . 
Here's Why: = 
4 = 
<x < 
aa ~ 
The Bethlehem rm 
i 
mi DYNATHERM m 
‘ HAS ALLTHE 
° FEATURES co] 
= CUSTOMERS = 
=~ ioe] 
z WANT! : 
m m 
73 *S 
z Yes, the Bethlehem DYNATHERM creates satisfied customers . . . gives them more = 
for their money in fuel Economy, in Compactness, Comfort and Convenience. The 
Bethlehem DYNATHERM offers all the features that make the sale easier—The 
. Whirling Flame, Unit Engineering, ‘Thermos Bottle’ Insulation, Beautiful Cabinet! “ 
The Bethlehem DYNATHERM is a completely welded steel heating plant with a 
revolutionary oil burning principle that squeezes more heat out of every drop of 
ws fuel... that has the same heating capacity in a fraction of usual boiler size... w 
m that is as automatic as an electric refrigerator or television. And, best of all, it costs a 
~ little more for the Bethlehem DYNATHERM than converting an old boiler! Ir 
- a 
r r 
—< ee 
2 This is YOUR OPPORTUNITY... become a member of the ? 
BETHLEHEM family! Fill out and return the coupon today! 
Se Se SS SS SE ES ES SS SS SS mee 1 
! | 
| | 
BETHLEHEM FOUNDRY & MACHINE CO. | 
225 W. Second St., BETHLEHEM, PENNA. | 
| 
| Please send us complete details concerning the Bethlehem Dynatherm Franchise. 
| | 
| sine hat pe Gk pak iis Ci Weigle Wondke uns sie quun saga peminn deeinaeetewee is 
| 
ELS RESO SE AONE OO ONESTAT EOE | 
| 
NE i pen te tioatwisicsus ree yeeed WES oisinet RE iret tiaias 
| | 
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CONVENIENCE - ECONOMY 





VALUE - DEPENDABILITY 


Participants in the program, which 
will be positive in its approach, will 
include everyone who benefits from the 
sale of fueloil or oilheating equipment, 
such as, primary suppliers, distributors, 
fueloil marketers, manufacturers, and 
oilheating equipment dealers at all 
levels of the industry. 


Ronalds Advertising Agency, To 
ronto, has been engaged to handle the 
program which will cost $120,000 for 
the year. The campaign will be timed 
to take advantage of seasonal sales 
peaks which occur within the industry. 
Advertising already has started anda 
continuing program is being worked 
out. 

Media for the program include: 
newspapers, in which advertising will 
range from 1,000 lines per week dur 
ing the peak months to 150 lines dur 
ing the off-season; radio daily spot at 
nouncements during six days of the 
week on a year ‘round basis; six paint 
ed billboards; literature; decalcom# 
nias; and dealer aids. The accompany’ 
ing picture gives an example of the 
type of newspaper advertising that will 
be used. 

The Committee chairman is A. T 
Thomson, Fueloil and Equipment Lid, 
ahd other members of the organization 
are: W. F. Wood, Shell Co. of Can’ 
ada Ltd.; B. C. Blizzard, Imperial Oi 
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in heating thermostats 
To 
the Here’s the room thermostat with sweeping horizontal lines 
for designed for today’s modern home. Its functional design and 
med horizontal ‘‘new look” are at home with modern or tradi- 
ales tional interiors. Its attractive, neutral-colored plastic cover 
try. blends with any color scheme. . . no need for repainting! 
“se But, the modern beauty of the Penn heating thermostat is 
rKe 6-4: ” , 
more than “skin deep . Under the cover, you ll find snap act- New Pean thermostat with hectzentel 
- ing contacts .. . still the very best for sturdiness and long-life Be look” h F th d 
, . dependability. Another “inner beauty” is time-tested heat an- penteaithracies 7 reoniggvesieecnese — : wanesies 
a ticipation... the Penn magic that stops Hot-n-Cold living. and traditional surroundings. 
ur’ 
dur’ Don’t settle for less. Specify and install Penn heating con- We 
ve trols... they’ll always deliver the better heating comfort ull i 4, fy \\\\\ > = 
. you séll. Penn Controls, Inc., Goshen, Indiana. Export Divi- \f Vis Ww If ‘ 
iv | On: 13 E, 40th Street, New York 16, N. Y., U. S. A. In Me tl NTL} Se 
-~ Canada: Penn Controls Limited, Toronto, Ontario. - Y is 
any’ ae / ~— 
the 
will 
.T. 

















- AUTOMATIC yon 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


Gap 43 









Ltd.; C. G. McMehen, Liquidfuels, 
Ltd.; R. D. Whiteman, Timken Silent 
Automatic Div.; C, Hillmer, Hillmer 
Ice & Fuel, Oakville; G. Donnenfield, 
Heating Egpt. & Fuels Ltd.; N. A. 
Fairhead, Lake Simcoe Ice & Fuel, Ltd. 
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Portchester, N. Y. Fueloil 
Terminal changes Hands 


A DEEP WATER fueloil terminal with a 
capacity of over a half million gallons 
in Portchester, N. Y. was sold by J. J. 
Healy to the Independent Transporta- 
tion Service. 

John F. McKay is the president of 
the new owners. David Jaret Corp. 
acted as brokers in the sale. 


eo 1601 


. ins three 
Heating, Piping Group have 

° ° ° cont 

new boiler Unit rating Code ff , .. 

THE HEATING, PIPING and Air Condi only 


tioning Contractors National Associa: Mics 
tion has published a new testing and 








rating code for boiler-burner units. The A 
Boiler Output Committee developed 
the new code after three years of re’ 
search. 
Safe limits are established for maxi- 
mum operating conditions and “Net In th 
Load Rating” determined by use of a ’ ” 
== factor for piping, pickup and possible in tu 
me Foi lle a ; . — Sepa | Overload. comf 
Pe hin 5 ering ,— 3 a — Any oilheating dealer or manufac- Th 
qr Re yi * a my, ie turer can get one complimentary copy porta 
pier ie . of the 8-page booklet describing the brn 
| performance code from the Asociation, a 
To reach out for more business, use the ‘yellow pages’ of Suite 1843, 30 Rockefeller —— temp 
the Classified Telephone Directory. — 20, Seennionalcognee vents 
That’s a sure way to build sales because surveys prove eo aa 
‘ ; h 
that the ‘yellow pages’ are used by 9 out of 10 people who i: B Pushes her ee ae a 
are ready to buy. executive vice president of the A. P. telay 
You can get new customers . . . keep contact with old Green Fire Brick for ¢ 
ones . . . by advertising under appropriate classifications Co., Mexico, Mo. 
in the Classified where prospects are likely to look for the He has been with 
: ; the company for 
advertised brands and services you sell. 
more than 35 
Scouting for business is economical and effective when yearsand has 
you use the ‘yellow pages’. served as territory 
salesman, general i 
® Get in touch with the Classified Telephone Directory iil ei tendent ¥ contr 
My Representative at your local telephone business office. aoune Gane vice president no 
-] 
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Honeywell makes control systems for any type 

















er “ j a 
heating plant, any fuel. Here’s a typical All-Honeywell 
’ 
A. 
d Control System for oil-fired hot water 
Is 
d 
ns 
J. 
ar 
of 
p- ¥ 
z tl 
y) 
L6010 Aquastat. This new fast-acting Aquastat combines 
‘ three control functions in one easy-to-install unit—low limit 
y ene ; a 
control, low limit circulator control and high limit control. 
. It is designed for installation in any hot water furnace— 
di only one boiler tapping is required. Utilizing Honeywell 
ad Micro Switches, the unit is approved for 500 mv, 24 v. and 
: line voltage circuits. The L6010 has completely enclosed 
- bellows and dials that are easy to read and set. 
e 
re 
How the system works 
XI’ 
let In this system, the TM850 Chronotherm senses the changes 
v in foom temperatures, then signals the R19 Relay, which 
ble in turn starts and stops the circulator, to maintain an even, 
comfortable room temperature. ZY Protectorelay, RA817-816-—stack-mounted relays for 
ace The new fast-acting L6010 Aquastat performs three im- either intermittent or continuous ignition oil burners. 
PY portant functions— it cycles the oil burner through the Pro- iB Honeywell Clock Thermostat, TM850 — automatically 
he tectorelay to maintain the domestic hot water temperature lowers temperatures at night for comfortable sleeping, 
on, ‘ : , : and then raises them in the morning—gives ‘round the 
% ...it prevents the circulator from operating if the water clock comfort while saving fuel. 
be temperature falls below the low limit setting. ..and it pre- . 5 £10 Sateen es Recr 
vents oil burner operation when the water temperature g oneywe owitening Welay—for controlling circu- 
f i : lator. It has a built-in transformer, and is furnished for 115 
exceeds the high limit setting. or 230 volts, 50 or 60 cycle current. 
The Prot imul- 
ed ncnreay and tie VEROE Verne epee eae [EJ New Honeywell 6010 Aquastat— (sce illustration). 
p taneously, cycling the oil burner on and off. The Protecto- 


Delayed- Opening Oil Valve, V4001A— provides smooth, 
clean starts and stops, reduces carbon deposits on heating 
surfaces — increases heating plant efficiency. 


telay is the combustion safeguard, and the V4001 is used 
for clean, smooth starts and stops which eliminate soot. 


Specify an All-Honeywell 


Control System when ordering from Honeywell 


your wholesaler or manufacturer 


For complete information on the above system, individual H 

controls or other Honeywell Control Systems, contact your = Fit We Coittol 
ent local Honeywell Office. Or write Honeywell, Department 

FH-10-199, Minneapolis 8, Minnesota. 


eloil 





112 OFFICES ACROSS THE NATION 







Industey Grouas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department, Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 
15th. 


Mythical Progress of Heating 

published in Folder by API 
AN ATTRACTIVE three-color folder has 
been issued by the American Petroleum 
Institute, New York 20, N. Y.., telling 
in whimsical style how Pandora and 
her box revolutionized the heating in- 
dustry. 

Using the ancient myth as a jumping 
off point, the folder describes the tran: 
sition from open fire to a fire confined in 
a firebox (Pandora’s box). 

The copy points out that man first 
used wood as fuel, Later, he found 
charcoal more efficient, Coal and coke 
came next. The copy says, “Finally, ne 
discovered that oil is best of all. Used 
in home heating, for example, it 
means: 


“No more soot to ruin clothes, dra- 


peries, and tempers. 
“No more ashes and clinkers to tote. 





“No more cranky drafts to regulate. 

“No more fires going out in the mid- 
dle of winter’s coldest night. 

“Complete comfort. 

“Better Health. 


“Plenty of hot water for baths and 
dishwashing. 

‘Automatic delivery to end all wor- 
ries about the fuel supply running low, 

“And all this at a very modest cost.” 

The story winds up by pointing out 
that America now has larger reserves 
of petroleum than at any time in his 
tory, and that fueloil is the consumer’; 
best buy when it comes to heating his 
home. The folder is available from 
API, 50 W. 50th St., New York 20. 
at $6 per thousand. 





Se 
Oregon Heating Industries 


meets at Klamath Falls 


THE ANNUAL Statewide meeting of the 
Oregon Heating Industries was held 
September 18, at the Wi-Ne-Ma Hotel, 
Klamath Falls, and featured a series 
of dealers’ forums on customer rela’ 


tions, advertising, service contracts, de- 
gree day, credit problems, and summer 
jobs, The panel which considered these 
topics was made up Ken Gustafson, 
president, Lane County Fuel Dealers 
Association, who presided; and Hank 
Auld, Eugene; Vern Boone, Salem; 





not to spend it. 
*PRACTICALLY NO REPAIRS 


to the customer. 
repairs. 


Repairs are always expensive to the dealer and annoying 
Seldom does any REXOIL ever need 


JOBBER AND DEALER INQUIRIES INVITED! 


* Gonclusions resulting from independent survey of oi! burner dealers. 






When We Install 


REXOIL OIL BURNERS....” 


. . that statement represents the conclusion reached by an 
independent survey organization after interviewing a representa- 
tive group of Oil Burner Dealers in two sample cities. 


You, too, can make more profit by selling and installing the 


quality oil burner—REXOIL. 


REXOIL DEALERS MAKE MORE MONEY IN 4 WAYS! 


*25% LESS INSTALLATION COST 


This is really an extra 25% clear profit for the REXOIL 
dealer. There's no easier way to make money than just 


*FREE ENGINEERING SERVICE 


For those hard-to-figure jobs—REXOIL engineers will 
specifications without cost to you. 


prepare all plans an 


*ADVERTISING ASSISTANCE 


Prepared mailing pieces, newspaper mats, point of pur- 
chase displays, etc. are supplied to REXOIL dealers 
FREE. You pocket this saving, tool 


“We Make More Profit 

































REIF-REXOIL, Inc. 
BUFFALO 3, NEW YORK 
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AUTOMATIC CONTROL 


! for space heaters with 
LIMITED CLEARANCE FLOAT VALVE LOCATION 


, The new Detroit CRC-239-PE Add-on Package provides 

with th LS new a simple means of converting any space heater equipped 

with a manual CRC-239 Float Valve to room thermostat 

: control, While it is ideal for any installation, this package 

and smaller Detro Lt is particularly well adapted for jobs where space is 

limited. That’s because the electric add-on control stands 

less than 2 inches high—can be easily installed even on 

add-on control alee te heaters where the fuel tank is located close above the 

float valve. What’s more, this add-on is so designed that 

it may be installed without removing the float valve from 

the heater and it is not even necessary to let the fire 
go out. See your Detroit wholesaler today. 









COMPLETE PACKAGE INCLUDES 


-No. 411 Room Thermostat Pi 
with separable wall mounting ‘ 
ket, Electrical Add-on, No. 


° Transformer, wire and 
staples 






» DETROIT 
CONTROLS (Corporation 


8900 TRUMBULL «+ DETROIT 8, MICHIGAN 
Division of AMERICAN RADIATOR & STANDARD SANITARY Corporation 







Representatives in Principal Cities e Canadian Representatives in Montreal, Toronto, Winnipeg—Railway and Engineering Specialties, Ltd. 


AUTOMATIC CONTROLS for REFRIGERATION 
AIR CONDITIONING +* DOMESTIC HEATING + AVIATION + TRANSPORTATION + HOME APPLIANCES + INDUSTRIAL USES 


Sewing home and indusiry 


‘MERICAN-STANDARD » AMERICAN BLOWER +» CHURCH SEATS & WALL TILE » DETROIT CONTROLS + KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 
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FUELOIL & OIL HEAT is a 
complete magazine—a jour- 
nal of discussion in which all 
the “How and Why" ques- 
tions, and current items of 
interest are examined and ex- 
plained. Our own Staff (five 
editors, three assistants) and 
competent outside writers, 
give readers everything on 
oilheating and fueloil, includ- 
ing markets, industry trends, 
technical developments, in- 
stallation and service data, 
technical procedures, new 
products, news of men, or- 
ganizations and companies, 
editorial comment, etc. Our 
men have long been foremost 
in battling for Oilheating 
Industry Progress. 


We have some plus services 
for advertisers: A Mailing 
Service for those who wish to 
send out catalog material, 
literature, etc., to augment 
their display advertising; a 
free sample list of jobbers; 
free lists of manufacturers’ 
agents and representatives; 
the monthly Merchandising 
Newsletter for executives of 
our advertisers’ organiza- 
tions; technical and merchan- 
dising advice, etc. 











FUELOIL & OIL HEAT is a member 
of ABC (Audit Bureau of Circulations) 
and BPA (Business Publications Audit of 
Cireulations — formerly CCA — Con- 
trolled Circulation Audit). 











. « . « Industry Groups 


Ben Delk, Salem; Vic Milnes, Med- 
ford; Ed Bennett, Springfield; Sam 
Stinebaugh, Grants Pass; Cal Peyton, 
Klamath Falls; and Harold Rush, 
Klamath Falls. 

Another panel was also held, with 
Charles R. Holloway, Jr., presiding, 
and included Hank Auld, Sam Stine- 
baugh, Vic Milnes, and Cal Peyton. 


Ten oilburner Men complete 


Washington, D. C. Course 


TEN MEN from various local fueloil 
and oilburner dealer companies serv- 
ing the Washington, D. C., area re- 
cently completed a 20-week training 
course for oilburner servicemen, The 
school, sponsored by the Oil Heat In- 
stitute of Greater Washington, was 
conducted at the Chamberlain Voca- 
tional Trade School with the coopera- 
tion of the District of Columbia Board 
of Education. 

Objective of the course was to in- 
crease the capabilities of the younger 
men in the industry, and according 
to A. Graham Shields, managing di- 


| rector of the Institute, will be con- 


ducted each year for the benefit of all 
local companies which wish to enroll 
their men. 

Graduation exercises were held at 


| a dinner given the class by the Insti- 
| tute at the Dupont Plaza Hotel at 
| which time Warden W. Reed, chair- 





man of the Institute’s board of direc- 
tors, presented the certificates of grad- 


uation. Instructor for the course was 
William H. Carroll of Esso Standard 
Oil Co., and others present at the din- 
ner included David Bottrill, technical 
secretary of the Oil-Heat Institute of 
America, and the graduates’ employers. 

Heading the list of those graduating 
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were special award winners Glenn 
Schefft, A. P. Woodson Co., Wash. 
ington and LeRoy Scott, E. C. Keys 
Son, Silver Spring, Md., with the high- 
est grades in the class. Others graduat. 
ing were William Bladen, G. T. Wells 
&@ Sons, College Park, Md.; Fred 
Baumgartner, E. C. Keys & Son, Silver 
Spring, Md.; Robert Cohen and John 
Santora, Central Fuel Co., Washing. 
ton; Andrew Dove, T. J. Fannon & 
Sons, Alexandria, Va.; Glenn Thomp- 
son, Griffith Consumers Co., Wash 
ington; and James E, Rose, C. J. Rose 
& Son, Alexandria, Va. 


Name Speakers for December 
Meeting of warm air Group 


THE NATIONAL Warm Air Heating 
and Air Conditioning Association, 
Cleveland 14, Ohio, has scheduled John 
Doscher, head of Life Magazine’s spe- 
cial project on Real Estate Moderniza 
tion; Edith Brazwell Evans, editor in 
chief of Living for Young Home 
makers Magazine; and Ned Cole, 
chairman of the National Association 
of Home Builders, as principal speak: 
ers at their 41st Annual Convention, 
Hotel Cleveland, Cleveland, Ohio, on 
December 1-2. 

Doscher will speak on the future of 
warm air heating and airconditioning 
in reference to real estate moderniza’ 
tion; Miss Evans will discuss indoor 
comfort from a woman’s point of view; 
Cole’s talk will be in the form of a 
progress report on the 22 aircondi 
tioned experimental homes now being 
operated by his organization in Austin, 
Texas. 

C. H. Franke, American Furnace 
Co., is chairman of the Association's 
Program Committee. Other members 

























CHAR-GALE 
PLUS! 
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Take a good 4-inch pipe system, with all its advantages 
. .. Increase the capacity by a surprising margin... top 
it off with a register-and-box unit engineered to match 


er 
it ... and you have Char-Gale’s 44-inch duct system, 


up NY eee ji : 
, the finest thing in small pipe installations. The addi- 
ng ; ‘ ? sail a 
foi tional capacity of this addition to the Char-Gale line 
lohn means more adequate handling of the furnace output 
spe and provides more BTU’s per run. 
12a’ : oo 
wet Char-Gale saves you time and labor, by giving youa 
we’ 40% MORE CAPACITY complete system, well engineered and easy to install. 
‘ole, increasing the diameter of the pipes Customer satisfaction and increased profits for you 
; in a small pipe system from 4 inches : ‘ : 
ton to 4% inches as has been done by result from this new Char-Gale system with small pipe 
eak: Char-Gale using the Char-Gale 
-ion register-and-box unit, adds more advantages, PLUS. 
re than 40% to the BTU capacity. 
, 
e of ‘ . 
on Char-Gale’s NEW register unit 
12a’ Char-Gale’s new register-and-box unit is an 
Joor integral part of this new 44-inch system, and its 
iew; use is vitally necessary for the proper performance 
of a of the system. 
indir 
eing The new Char-Gale register distributes heat 
stin, evenly in all directions, with no drafts or blasts 
of hot air. It is adjustable, permitting complete 
_ balancing at the registers, and has a positive 
ion § 





shutoff without noise. 


bers 


Designed for either dry or wet wall construc- 
tion, the new Char-Gale register box eliminates 
the need for a plaster frame. The foam rubber 
gasket provides a positive seal, with no leakage 
of air between the register and the register box. 





PAT. PEND. 


Literature on this system is now available. 


CH R .. : MANUFACTURING 
A aie Ys | ¥ COMPANY 
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include: W. J. Bailey, Day & Night 
Div., Affiliated Gas Equipment; F. S. 
Boone, Hall-Neal Furnace Co.; Allen 
Butler, Perfex Corp.; E. D. Carmien, 
Automatic Burner Corp.; Dee Cramer, 
Dee Cramer Heating and Air Condi- 
tioning; M. A. Devino, The Devino 
Heat Corp.; Frank Green, Heating 
Wholesalers Co.; B, T, Kehoe, Carrier 
Corp.; J, F. Knoff, Chrysler Corp.; 
T. Morrison, Morrison Prods., Inc.; 
W. J. Olsen, Armstrong Furnace Co.; 
H. F. Randolph, International Heater 
Co.; J. S: Robinson, A, O. Smith Corp. 


C. B. Phillips is president of the 
Association. 


Philadelphia Group sponsors 
Autumn oilheating School 


THE GREATER Philadelphia Fuel Con- 
ference has developed, as part of its 
oilheat public relations program, a se- 
ties of oilburner installation and serv- 
ice educational classes which are being 
held every Tuesday and Thursday eve- 
nings until November 25, at the Dob- 
bins Vocational-Technical School, 
Philadelphia. 








BETTER FUEL OIL FILTRATION 


eed 


"BY HONEYCOMB FILTER TUBES 


True depth filtration by the FULFLO FILTER 
repeatedly cleans fuel oil again and again during 


a single rapid flow through the Honeycomb Filter 


Tube—not merely a surface filtration. Hundreds 


of individual films of napped cotton fibers filter 


every drop of oil many, many times through the 


US PAT OFF 





full depth of FULFLO’s Honeycomb Filter Tube. 


Stock the Brand 
of Proven Demand 


COMMERCIAL FILTERS CORPORATION 


2 MAIN STREET, MELROSE 76,MASSACHUSETTS 
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Under the direction of John M 
Sibarium, manufacturers’ representa, 
tive, the classes will feature talks by 
experts from General Electric, Weh 
ster Electric, Timken, Sundstrand, De. 
troit Lubricator, Minneapolis-Honey. 
well, and other equipment manufac. 


turers. 

Cost of the courses is ten dollars, 
and all members of the oilheating jn. 
dustry are eligible. 


Indiana Heating Contractors 
to have Meeting at Richmond 


TUESDAY, October 19, has been sched: 
uled for the Richmond District meet- 
ing of the Sheet Metal and Warm Air 
Heating Contractors Assoc. of Indiana. 
The meeting will start at 8:00 P.M. 
with a speaker on a subject of interest 
to the industry. 

It will be followed by a buffet lunch 


ton and the awarding of door prizes. 


Oilheat promotion Campaign 


launched by R. I. oil Men 


‘TO BE SURE, Insist on Oilheat” is the 
theme of an oilheat promotional cam 
paign started by Rhode Island oil men. 

The program, originally conceived 
several years ago, will utilize news 
paper layouts and radio copy to em 
phasize the fact that in the Providence 
area, fueloil is 40% cheaper than gas, 
and that in the Blackstone Valley sec 
tion, 38% more economical. Other ad 
vantages to be stressed are cleaner, 
safer, more convenient, dependable, 
and obtainable from a variety of deal’ 
ers, and in many different brands. 
Bumper strips for trucks and service 
cars will be used. 

Planned and directed by Frank Mc’ 
Cabe and Associates, Inc., Providence 
advertising agency, the campaign is 
under the auspices of Advertising and 
Finance Committees, organized this 
past June. Although radio advertising 
is being used, the bulk of the budget 
will be expended in newspaper inset’ 
tions. 

Members of the Finance Committee 
are: Joseph Olney, Eastern Coal and 
Oil Co.; Francis Gilbane, F, Gilbane, 
Inc.; James Leary, Lamson Oil Co.; 
and Fred Wetstine,, Kallaher Coal @. 

_ The Advertising Committee is mad? 
up of Arthur J. DeBlois, Jr., DeBlois 
Petroleum Service Co.; Reid Westmor 
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NOW DESIGNED For HorizonraL ROTARY BURNERS 
x. 


Relanced fire travel as- 

































2 


Large waterways perait 
quick, efficient water cir- 
culation through boiler. 


« 


Large primary combus- 
tion area for better burn- 


sures equal distribution 
of heat fo all vital heat- 


a6 


Curved extra primary 


ing surfaces. 


heating surface extends 
from crownsheet to 
greatly increase area 


directly above the fire. ing conditions and 


4 


individual short tie-rods 


maximum heat release 
from fuel. 


* 


Special steel front plate 
and section provides for 


foreasier assembly and 
onger boiler life. 


4 


easy installation of ro- 
tary burner. 


Rugged cast iron con- Low concrete or brick SERIES 40 ann 44 
struction for durability base cuts installation j 

and trouble-free per- time and cost. HEAVY DUTY BOILERS 
formance. 648,000—2,712,000 BTU 


WEIL: McLAIN 


ITIS MORE PROFITABLE TO SELL A EXTRA VALUE 


Weil-McLain presents an important new development in its Series 40 
and 44 Boilers. Special features have been added to these heavy duty 
boilers which adapt them for operation with the leading makes of hori- 
zontal rotary oil burners. 

Series 40 and 44 Boilers provide a highly efficient installation when fired 
with heavy oils. A large primary combustion area and a fire travel through 
flueways designed to provide complete utilization of secondary heating 
surfaces are important reasons for the economical operation of these boilers. 


SPECIAL STEEL FRONT PLATE AND SECTION 
for simplified Rotary Burner installation 
Furnished as standard equipment is a specially designed steel front plate. 
The size and location of the various openings in this plate are in accord- 
ance with the specifications of the rotary burner to be installed. The plate 
is bolted to the front section of the boiler, permitting easy attachment of 
the burner! 
EASIER, FASTER ERECTION 

Series 40 and 44 Boilers are assembled with individual short tie-rods, which 





The standard Series 40 and 44 Boiler permit rapid erection without special equipment. Sectional construction 
Frese heavy duty boilers.have built an enviable reputation makes it easy to add capacity, should future additional heating loads re- 
t economy and service-free operation in schools, com- quire it. In existing buildings, Series 40 and 44 Boilers can be installed 


mercial and industrial buildings. Wide range of capacities 


—easily converted from one fuel to another. without structural alterations. 


Full information is given in Bulletin C-157 . . . send for your copy. 


WEIL: McLAIN IL-McLAIN COMPANY 


BOILERS: RADIATORS MICHIGAN CITY, INDIANA 





Address literature requests to Dept. B-104 
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land, Lamson Oil Co.; Ted Beehr, 
Maynard & Co.; and John Gill, Petro- 


leum Heat and Power Co. 


Washington continues 

“Cost Study Program” 
ADMINISTERED in conjunction with the 
University of Washington, the Oil 
Heat Institute of Washington (State) 
is continuing its “Cost Study Pro- 
gram,” a plan aimed at providing a 
guide for management in showing op- 
erating costs in each department of an 
oilheating distributor. 

The Study also offers comparisons 
with previous years’ operations, other 
companies’ operations, planned budg- 
ets for principal accounting depart- 
ments (“Sales,” “Cost of Sales,” “Sell- 
ing and Operating Expenses” and 
“General Administrative Expenses”). 


I.H.E.A. presents three 
special panel Sessions 


THE INDUSTRIAL HEATING Equipment 
Association, Washington, D. C., under 
the auspices of the American Society 
for Metals will present three panel 


sessions on furnace atmospheres, fur- 
naces, and induction heating during 
the National Metal Congress and Ex- 
position in Chicago on November 2 
and 3, 

The first of these three sessions will 
be held in the morning of November 
2 at the Palmer House, while the sec- 
ond and third will be presented in the 
afternoons of November 2 and 3 at 
the International Amphitheatre. 


Service School Instructors 


named by New England OHI 


CONTROLS, COMBUSTION, testing equip 
ment and low pressure burners will 
be the four subjects covered this fall 
by the Oil Heat Service School spon- 
sored by Oil Heat Institute and the 
local Oil Heat Industry committees. 

The ten-lecture course will devote 
the first four sessions to a presentation 
of control installation and servicing 
given by Aaron I. Curtis, National 
director of dealer education, Minne- 
apolis- Honeywell Regulator Co., Min- 
neapolis, Minn. 

Combustion, air patterns, combus- 
tion chambers, draft and chimney will 


be discussed by Robert W. Hundley, 
William Steinen Manufacturing Co, 
Newark, N. J., during two lectures, 
One of the engineers from Bacharach 
Industrial Instrument Co., Pittsburgh, 
will explain testing equipment. 

Two companies will send repre: 
sentatives to cover problems of servic. 
ing low pressure burners. Victor 
Krouse, Eureka Williams Division, 
Bloomington, IIl., will lecture twice at 
each of the participating schools; and 
Walter R. Leander, regional man 
ager, U.S. Machine Division, Lebanon, 
Ind., will give the final lecture. 

The executive committee of the 
school committee is: Marcel Fugere, 
Manchester, N. H., chairman; Frank 
Scully, Melrose, Mass.; Everett Kim- 
ball, Malden, Mass.; Don Edwards, 
Newton, Mass.; Harold Davies, Salem, 
Mass. 

The school began Monday, Sept. 13, 
at Salem, Mass., and is scheduled to 
meet Tuesdays, Manchester, N.H; 
Wednesdays, Dover, N.H.; Thury 
days, Portland, Me.; and Fridays, Aw 
burn, Me. Ivan Sutherland is the dv 
rector, 





the right filter for every use 


on ©] 9 Bo) TS 


FF-530V 
(Metal Bowl 
with Shut- 
Off Valve) 


@ 16 MODELS=-ONE FOR EVERY 


APPLICATION 


@ CHOICE OF GLASS OR METAL BOWLS 


@ BUILT-IN SHUT-OFF VALVES 


AVAILABLE 


@ EXCLUSIVE CHEMISTONE FILTER 


ELEMENTS 


No matter what kind of an oil burning installation you're 
selling or servicing, there’s a time-proved, customer- 


satisfying Klemm Fuel Oil Filter to keep 
it running . . . and running right. That’s 
why it pays to insist on genuine Klemm 
Filters — ‘Millions Since 1932.” 


CHEMISTONE 

ELEMENT... 

True Filter, 

not a strainer; FF-430G 
long-lasting, cd ERS 
cleanable... enna Bowl) 


exclusive with 
Keemm PRODUCTS 


Klemm. 
MURR 4 Leen) keheh's tJ -le)lelena- mete) |-7-V hg 


1718 North Damen Avenue, Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 * CANADA: Elgee, Ltd., Toronto 


fps \ 
oy APPROVED MODELS AVAILABLE 


October 
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NOW 
IT’S EVEN 
BETTER! 


lways the best, Galomgage is now better than ever, because 


rdalemeltteslolaccer-lacte- llc ance mae el: 


Still has appearance of highest quality. 
Still easy to install in tight places. 
Still less expensive to ship. 


Still fits easily into serviceman’s kit. 





A product of 
APPLIED MECHANICS COMPANY, 381-389 CONGRESS STREET, BOSTON, MASS. 
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GOOD PROFIT 


for the dealer! 


DEALER ADVERTISING 
ALLOWANCE 














.- a good PRODUCT for your customers 


FUEL-TRON really works 
cause it removes the cause of trouble 
in oil burners, tanks and lines. 


e Removes water and sludge 

e Prevents rust, corrosion 

e Keeps burners and tanks clean 
e Saves fuel and servicing 








TTB) ies 


the amazing new product that 


REMOVES the CAUSE of —_ 
FUEL OIL-TROUBLES — dye 


NEW..- jMPROVEO 


. . de- 












_ CHECK 
YOUR COST AND YOUR PROFIT 
Size To Case LIST Dealer Dealer 
Price Cost PROFIT 
Pint 24 1.19 ec. 17.14 11.42 
Gal. 6 6.50 ea. 23.40 15.60 


PLUS 


FREE LOCAL ADVERTISING 
a” 


of dealer’s own choice! 


¢ THIS CERTIFICATE, WORTH $1.50 
in advertising, is packed with every case of 
FUEL-TRON. Dealer may use it in either 
individual ads, or in combination with other 
items in his regular local advertising. 


Manufactured by 
RADIATOR SPECIALTY CO. 
1700 Dowd Road « Charlotte, N.C. 


In Canada: Radiator Specialty Co. Ltd., Toronto 


October 
1954 








185 men attended the first of five oil- 
burner servicing school sessions spon- 
sored by the I, Burack, Inc., Westches 
ter, N. Y. distributor, on Sept. 7. The 
school was primarily for heating con: 
tractors and their men, and instruction 
in proper installation, servicing and 
combustion testing of oilburners was 
covered by industry speakers from De- 
troit Controls, Minneapolis-Honey- 
well, White-Rodgers, Sundstrand Ma: 
chine Tool, and Webster Electric. The 
meetings were held at the Eaton Inn, 


Hastings-on-Hudson, N. Y. 





































Walter J. Levy Addresses 
ESPA fall Meeting, Oct. 10-12 


AN ADDRESS by petroleum economist 
Walter J. Levy was among the few 
tures of the Empire State Petroleum 
Association’s fall meeting on October 
10-12 at Whiteface Inn, Lake Placid, 
N. Y. In addition to Levy’s talk, which 
was on the subject “Are oil Imports 
responsible for the coal industry’ 
Problems,” there were sessions on 
trucking, the new federal tax law, 
accounting, and credit administration. 
Other speakers included Sam 
muel Niness, president, Leaman Trany 
portation Co., Downington, Pa.; J.B 
Plumb, marketing coordinator, Sut 
Oil Co., Philadelphia, Pa.; David 
Zack, N. Y. State Society of Certified 
Public Accountants, New York; 0. ?. 
Thomas, assistant comptroller, Sinclait 
Oil Corp., New York; and R. W. 
Weiler, assistant treasurer and credit 
manager, The Texas Co., New York. 


Group changes name 


to O.H.I. of Oregot 


A RESOLUTION calling for a change ™ 
the name of the Oregon Heating . 
dustries to the Oil Heat Institute ° 












The best treat a furnace dealer can have is to turn sales opportunities 
into money in the bank when they knock on the door. 


Perfection can help you turn this trick with: 


> Regulaire*. .. the only real exclusive in the heating business. 
3 On-the-spot” sales assistance by experienced Perfection men. 
Protection from cut-rate or factory competition in your territory. 


<°Mpanion air conditioning unit helps you sell a complete 
comfort” package. 


Write us. Perfection Stove Co., 7535-F Platt Ave., Cleveland 4, Ohio. 


A, .x0ur nome oesenves 
Perfection 
=] | ne 7 


FURNACES » HOME HEATERS - RANGES + AIR CONDITIONERS - WATER HEATERS 
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Oregon, was passed by the associa- 
tion’s Board of Directors at Eugene, 
Ore., on July 24, 1954. In accordance 
with the association’s by-laws, the 
proposition will be presented to the 
membership at the State-wide meeting 
September 18. 

At the same time, it was revealed 
that the organization’s Board also had 
approved the establishment of an Oil 
Heat Promotion Campaign pointed at 
meeting the approaching entry of nat- 
ural gas into the Northwest heating 
market. Of those named by the direc- 


tors to a five man Board of Trustees 
to be responsible for the administration 
and execution of the advertising cam- 
paign, three men have accepted. They 
are Chuck Rickabaugh, Eugene; Len 
Gehrke, Portland; and Ken Goodall, 
Jr., Portland. An advertising agency 
to handle the program is to be selected. 


Bergen and Union County 
oilheating Classes start 


THE BERGEN, N, J. Fuel Oil Associa- 
tion has arranged eight evening classes 








An Important Extra 
that means Extra Sales 






..-And Only Sinclair has tt! 


SuperFlame containing RD-119®, Sinclair’s amazing 
rust inhibitor, helps prevent rust-clogged filters and 
burner nozzles when used regularly, reduces service 
calls... builds good will with your customers. 
Sinclair SuperFlame, the Anti-Rust Fuel Oil with 
RD-119 is really different — so different it’s patented. 


(U.S. Pat. No. 2,594,266) 


SINCLAIR 
Fuel Oil with RD-119 
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in advanced training in automatic gjj 
heating and servicing in cooperation 
with the Bergen County Vocationa| 
& Technical High School. The courses 
which began on September 10, are 
being held on Friday evenings. For regi. 
dents of Bergen County, a fee of $5,09 
is being charged, while out-of-county 
residents pay $6.00. 

Also opening during the month of 
September, on the 15th, was Union 
County’s Oil Heat School holding 
classes at the Thomas Edison High 
School. The School is part of the ac 
tivities of the County Association of 
the Oil Heat Council, Fuel Oil Dis 


tributors Association of New Jersey, 


OIIC elects W. R. Huber 


national Chairman for 1955 


THE OIL INDUSTRY Information Com 
mittee, at a recent meeting at the Con 
rad Hilton Hotel, Chicago, elected 
W.R. Huber, general manager of pub 
lic relations for Gulf Oil Corp., Pitts 
burgh, Pa., as its national chairman 
for 1955, Huber has been a member 
of the national committee since its in 
ception in 1947, and during the past 
three years, chairman of the subcom 
mittee on advertising. He will take 
ofice in December, succeeding 6. 
Stewart Brown, manager of public re 


lations for Standard Oil Co, of Calif. 


Elected to vice chairman positions 
were: J. H. Sembower, Shell Oil Co, 
San Francisco, Calif.; Roy M. Stevens, 
Humble Oil & Refining Co., Houston, 
Tex.; L. R. Kamperman, Leonard Re 
fineries, Alma, Mich.; Kerryn King, 
The Texas Co., New York; Richard 
Rollins, Atlantic Refining Co., Phila 
delphia, Pa. 

John S. Cooke, American Petroleum 
Institute, N. Y., was re-elected secte 
tary. 


OHI of Washington State 
Picks Stephens as Counselor 


THE OIL HEAT INSTITUTE OF WASH 
INGTON, Seattle, has added to its com’ 
sulting staff the firm of Roderick 


Stephens and Associates, New York, | 


to assist in its promotional activitit 
for oil heat. Stephens for some yea 
has been a specialist in the natural g@ 
field and has had a great deal of & 
(Please turn to page 144) 
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| make Servicing profitable! 


Three Men service 1,900 Burners and prove oilburner Service can stand on its own Legs 


by 


Lawrence Bennetzen 


HAVE 1,904 salesmen! 

If you think that’s a joke, let me 
explain what I mean. I can tell you 
why I have a successful oilburner serv- 
ice business. 

Every job in the world is a selling 
job. The more people I have selling, 
the more sales I make, So, I use the 
greatest potential I have to sell for me. 
My customers—1,900 of them—work 
for me, sell for me, all the time. I have 
four more salesmen: my wife who han- 
dles the phone and the office work, two 
servicemen who work for me, and 
finally me. 

A good reputation is built by creat- 
ing satisfied customers. I see to it that 
we do everything in our power to make 
our customers happy. Then they go out 
and tell their friends and neighbors 
about our oilburner service. 

How do we make our customers 
happy? Well, for one thing, I can as- 
sure you that this is not a one-call 
proposition. We constantly do the 
things that our customers will appre- 
ciate and remember—the things that 
Create customer confidence and de- 
pendency on our advice and service. 

Our knowledge of service technique 
starts basically with my experiences 
which date back to the nineteen-twen- 
ties, Those experiences were varied 
and sound. Academic study added to 
them to form my knowledge of oil- 
heating. That knowledge I am passing 
on to my two service representatives. 

My two servicemen come from good 
families, have honesty written all over 
them, and know how to act in the 

mes of our customers, You might say 
that in addition to being top-notch 
etvicemen, they also are top-notch 
public relations men. 

Our Customers, all 1,900 of them, 


ol 


know that when a service representa- 
tive of our company enters their homes, 
they can rely upon our ability and in- 
tegrity in working out heating prob- 
lems. 

These customers know that when a 
Bennetzen serviceman is on the job, 
they will get courteous attention, hon- 
est and efficient service, and charges 
which are fair. They know that if the 
problem proves to be simple, the ex- 
planation will be simple and the fee 
will be light. 

They also know that they must pay 
for service. Fees are not cut. If our 
services are good, we should be paid 
for them. If they aren’t good, we 
should not be in business. As long as 





Smile almost never leaves Mrs. Ben- 
netzen’s face while she has customers 
on phone. Best part of her job, she 
says, lies in helping out newly married 
young couples who have just bought 
new homes and are bewildered by the 
complications of having their oilheat- 
ing plants serviced properly. “We've 
got just what they need,” she says. “I 
tell them so. And I can give them the 
assurance that it won’t cost them a 
fortune every year to keep their oil- 
burners running dependably and effi- 
ciently. I end their fears about big ex- 
penses they hadn't figured on before.” 


an organization serves its public hon- 
estly and faithfully, the organization 
should be paid adequately. 

As a matter of fact, most people in 
need of service are happy to pay ade- 
quate fees for high type work. They 
know that cheap service is inadequate, 
inefhcient and costly in the long run. 

Mrs. Bennetzen is the key to our 
success. Because she answers the phone, 
she is the first contact with our new 
customers, and the impression she 
makes must be good. She has the busi- 
ness ability and the personal quality of 
tact which are necessities in good office 
management. 

She keeps the books, she handles the 
finances, and she does all the schedul- 
ing of jobs. As most of you already 
know, good bookkeeping is often the 
difference between profit and loss. Pay- 
ing and collecting bills is often the 
difference between profit and _ loss. 
However, I wonder if most of you real- 
ize how much good scheduling means 
to profit and loss! 

This may sound a bit queer, but ac- 
tually each day starts off a day in ad- 
vance. Mrs. Bennetzen schedules our 
calls basing them upon geographic lo- 
cations, timing of the job, and other 
factors, She lays out the route for me 
and the man who usually works with 
me, and for the senior serviceman who 
uses the second of our modern and at- 
tractive trucks. 


Actually the only time I see this 
senior serviceman is at our weekly con- 
ferences when we discuss problems 
which have arisen during the week, and 
new methods for giving better service 
to those who depend upon us. He works 
independently and receives his sched- 
ule daily by telephone. 

Naturally we schedule to conserve 
time and travel, for time and travel are 
expensive. Believe me, we don’t leave 
time for loafing. We work at working, 


6! 









No frenzied day-and-night servicing 
of oilburners keeps the Bennetzen out- 
fit from grooming these two trucks! 
Not brand-new though they look it, 
the trucks provide important advertis- 
ing. Each is specially fitted throughout 
its interior for speedy, efficient servic- 
ing of every make pressure burner. 


conforming to the old adage of work 
hard and play hard. When we are on 
the job—it is work, When we are off 
the job—it is play. 

We start the day with shaves and 
clean uniforms, Nothing is more re- 
pulsive to the customers than a sloppy 
appearance. The fellow who says that 
you can’t make a good appearance, is 
out of his mind and should not be in 
this business. 

I’ve heard mechanics moan that they 
can’t keep themselves clean and neat 
working on oilburners and furnaces. 
Believe me, that is the first considera- 
tion in hiring a workman. Ordinarily, 
if a man is neat, he is also an efficient 
worker. 

Certainly I realize that we can't 
wear white gloves and keep them spot- 
less during the day. We must dirty our 
clothes and our hands. Remember, 
though, that we can wash our hands 
after each job and brush ourselves off 
a bit. 

Remember too, that if a man is per- 
sonally neat, he is neat on the job, He 
cleans up any messes that he makes. 
He keeps his tools well. A man who 
keeps his tools well—who treats them 
as a part of his family—is a good 
mechanic. 

This neatness is part of the selling 
game. A customer gets the impression 
that the serviceman is neat in his house, 
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and that the serviceman is personally 
interested in the people who occupy 
the house. If he is neat on the job, he is 
interested in the job, and will leave the 
heating equipment in excellent oper- 
ating condition. 

This is good public relations, This is 
good selling. This is the type of work 
which makes for backyard chatter 
from Mrs. Jones to Mrs, Smith that 
runs, “Oh, let my oilburner man help 
you. He’s so neat and clean—and so 
friendly. He’s as honest as the day is 


long, and you can be sure that he'll do 


the best job you have ever seen!” 

We cover Bergen and Passaic coup, 
ties in New Jersey, and as I’ve said be. 
fore, we have about 1,900 customers 
These keep us busy most of the year 
March, April, and May are the slack 
months during which we take our vz 
cations. 

Scheduling during this period als 
takes into consideration those folks 
who have yearly service contracts, Our 
contracts are of two types. The first js 
simply a clean-out contract; the second 
is an annual service contract. 

On the first we, of course, clean and 
adjust the burner and its operating 
mechanisms, and clean the furnace or 
boiler. Last year we had 821 clean-outs 
in 1,700 accounts. This year we have 
1,100 clean-outs in 1,900 accounts, 

Clean-outs are a fine source of in 
come, and we have educated our cuy 
tomers to the fact that it is more eco 
nomical, more convenient, and safer to 
have burners and furnaces or boilers 
cleaned yearly. 

On the second service contract, we 
take care of the heating equipment for 





Mileage counts, for the success of three servicemen handling 1,900 accounts does 
not lean on short trips in densely populated areas! Traveling time is minimue 
by scheduling all work a day ahead of time as far as possible—and by keeping 
the two service trucks far from each other so that one or the other can rest 
a broken down burner quickly without having to travel too many miles, Ami 
ingly low number of no-heat calls per year for the 1,900 oilburners also helps 
keep down mileage and time spent traveling. Here Mr. and Mrs. Bennetzen 
study street maps—such study forms an important part of each day's wom 


October 


1954 





. . . » Profitable servicing 
















Explai 
ry 
at leg 






also 
Folks 
Our 
St 1s 
cond 


and 
ting 
e OF 
Outs 
have 


er to 
ilers 


we 


’ 


t for 





does 
zed 
ping 
each 


maz’ 
lps 
taen 
rh. 





the entire year at a contract price. I 
inspect each system before I accept it 
on this contract basis. Burners must be 
standard, high-pressure type in fairly 
decent condition. 

When we start servicing the burner 
of anew customer, we clean it and put 
it in perfect operating condition. We 
recheck it within six months. When 
we have slack periods we work on these 
burners so that we won't have service 
calls nights or when we are busy days. 

Our 250 year-round service ac- 
counts, give us less than twenty break- 
down calls or no-heat calls per year. 
That means that servicing these burn- 
ers at slack times pays off for us. It 
also keeps the customers happy, for 
customers who go through a season 
without an emergency call are more 
than satisfied. 

I personally attend to the initial 
work on all new accounts, Seventy- 
five percent of the oilburners that I see 
for the first time need correction— 
new fireboxes, new nozzles, smoke- 
pipe replacement, chimney cleaning, 
different controls, replacement of noisy 
or defective fuel units, motors, etc., or 
simply tightening up of stubborn oil 
leaks. 

After checking over a burner that 
I'm looking at for the first time, I care- 
fully list for the owner the steps I 
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Controls and wiring work out to need truly expert attention—receiving this, 
are not major causes of no-heat calls. An expert at servicing all makes of con- 
trols, Bennetzen has made a big point of making his two servicemen good at 
control adjusting and servicing. To ward off possibilities of no-heat calls, knowl- 
edge of controls and wiring comes first, he finds. To ward off possibilities of 
complaints about excessive fuel consumption, he finds, servicemen must know 
combustion from A-to-Z, must make daily use of Bacharach testing instruments. 


should take to put it into all-right con- 
dition. Practically every owner insists 
that I do at once the work I say is 
needed to make the burner safe, de- 
pendable in operation, and fairly efh- 
cient. I gain a new account. 

These new accounts mean service ac- 
counts. We do no new installation 





Explaining difficulties and efficiencies to a burner owner is not “Time Out” for 


try B 


ennetzen—who finds that to get along with each of his customers is 


a , ieee? 
t least as important as getting along well with his oilheating equipment. 


work for several reasons, The fueloil 
companies, to get the oil business, 
usually install new equipment at far 
lower prices than we can. To sell new 
oilburners, oil-boilers, and oil-furnaces, 
I would have to go out nights on sell- 
ing expeditions, for equipment is sold 
to “the man of the house” who is 
usually not at home daytimes, I do not 
want to be out selling equipment night 
after night, for I work all day servicing 
burners. Moreover, like the other men 
in my organization, I aim to be avail- 
able nights for emergencies related to 
the oilburners we service. Yes, servic- 
ing comes first with me and my organ- 
ization! 

Night-time emergency calls, while 
irksome at times, are most important 
to those who phone for help. A sick 
child may be in a home which is with- 
out heat or some other vital situation 
may be involved. 

We are diligent in the coverage of 
these emergencies. Many so-called 
emergencies are, of course, not emer- 
gencies. Consequently, when a call 
comes in we ask questions and try to 
determine the trouble over the phone 
in that way, permitting the owner to 
save an emergency call fee if we can 
help him that way. The customer al- 
ways appreciates this. (Cont. pg. 64) 
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We are on call 24-hours a day with 
three phones available. One phone is 
in my home which is headquarters, one 
phone is in the home of my senior serv- 
iceman, and one phone is at a telephone 
exchange. 

I am not interested at the present 
time in selling oil. My objective is to 
save fuel for my accounts wherever 
possible. The time may come when I 
may change my mind about this, but 
for the present, my knowledge of the 
business tells me “‘no oil selling.” 

One major oil company does use my 
service. This company finds it more 
economical to have me service its ac- 
counts than to employ a year-round 
crew of service men, This arrangement 
because, 


happier customers 


frankly, we do an excellent job, 


makes 


In each truck we carry complete 
combustion testing instruments, And 
we use them! I find it is a good sale 
promotion idea to definitely show the 
customer how his equipment can be 
improved so as to cut down his fuel 
consumption. 


In a vast number of cases I have been 
able to cut fuel consumption as much 
as 35% by the proper installation of a 
good draft regulator, a properly sized 
firebox, proper baffling, and sealing up 
air leaks in the boiler. We often are 
recommended to other customers for 
similar work. 

Many burner owners who need serv- 
ice think, “The oilburner man will 
soak you if you don’t watch out.” The 


minute you start to remove something 
and say you have to take it away for 
repair, they become suspicious. Because 
we know the business as we should, we 
can correct many equipment faults on 
job. When shop repairs are absolutely 
necessary, we explain fully and demon- 
strate what we mean so that the cus- 
tomer is not suspicious. 

I have studied other types of busi- 
ness and I have studied my own, I feel 
that I have something which is giving 
me a good living. My men and I take 
good vacations. I recognize the needs 
of my men. They are happy because 
they are assured of full-time employ- 
ment. One recently bought his own 
home and is raising a family. The other 
is about to get married. We work hard, 
but we have confidence in ourselves, 
and have tremendous pride in our 
work. 

Some men think that they cannot 
survive on oilburner service alone. I 
have proved that this is false and nega- 
tive thinking. 

There are many kinds of men in the 
oilburner service business, Some are 
honest and conscientious. Others are 
dishonest and a disgrace. We need 
more good men in this field which of- 
fers great opportunities. 

With more good men we can serve 
the public better. We can, through 
honesty, friendliness, and efficient serv- 
ice, make the public understand our 
desire to be of service. We can make 
them want to say to their neighbors 
“Call my service man. He’s a peach!” 


eleeeeeeoeveeeeeoeeeeeeeeeeeeeeeeseeseeveeeeeeeeeeeeeeeeeeeeeeseseeeeeseees 


“All our customers are warm friends,” 





is the registered advertising slogan used 


by the Woods Fuel Oil Co., Orlando, Fla, It was originated in 1945, and is used 
in all newspaper, radio and TV advertising as well as on trucks. According to 
L. A. Johnson, owner of the company, customers calling for home deliveries fre- 
quently refer to themselves as ‘“‘one of your warm friends who wants to stay warm.” 


October 


64 





1954 


Standard of Indiana leases 
Chicago river oil Terminal 


ARROW PETROLEUM CO., Chicago, has 
turned over the leasehold rights to ap 
oil products river terminal on the west- 
ern edge of Chicago to Standard Oj! 
Co. (Ind.). The assignment of leases 
was approved by the Chicago Sanitary 
District, owner of the 30 acres of land, 

The transaction includes all im 
provements consisting of 24 storage 
tanks, office building, and facilities to 
load trucks, barges and tank cars, 

Standard plans to build a 30-mile 
link from the terminal to Manhattan, 
Ill., that would connect with its Whit: 
ing, Ind.-Mandan N. D., products 
pipeline. 

Arrow Petroleum will sublease a 
portion of the terminal for about a 
year. P. J. Healy, president said, “Ar 
row will continue to operate as an 
independent fueloil distributor from 
its five Chicago and suburban bulk 
depots as well as direct from refinery 
and pipeline terminals, The oilburner 
equipment division, bituminous road 
construction division and Arrow’s gay 
oline service stations will remain un 
affected by the sale.” 

Only gasoline will be handled at the 
terminal during the first year. 

oe 
July Commercial-Industrial 
Shipments show increase 


ALTHOUGH FACTORY shipments of com 
mercial-industrial burners were of 
18% for the first seven months of 
1954, July is up 25°% over June of this 
year. According to the Oil-Heat Insti 
tute of America, Inc., July shipments 
were down 7% as compared to the 
same month a year ago. 

July shipments were divided: Hori 
zontal rotary cup oilburners, 1,00; 
high pressure and low pressure gue 
burners, 1,830; mechanical air and 
steam atomizing, 38; total oilburnets, 
2,877. 

Combination oil and gas modes 
shipped during July totaled: Horizow 
tal rotary cup, 157; high pressure and 
low pressure gun, 147; air or steam 
atomizing type, 20; total combination 
models, 324. Grand total for July 
1954, 3,201; June 1954, 2,556; and 
July 1953, 3,441. 
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Connecticut Oil Marketers 


hit the 1vy Trail 


NE OF THE MOST interesting and 
O significant gatherings of oil mar- 
keters in many a day occurred at Yale 
University at New Haven, Conn., 
September 13-15. The occasion was the 
frst Oil Marketers Management Insti- 
tute under the auspices of the Conn. 
Petroleum Assoc. The Institute was 
limited to 50 oilmen, all from within 
the state. They each paid $50 as a fee 
for the privilege of attending but this 
included their lodging in the dormi- 
tories of Silliman College and all meals 
served at St. Elmo fraternity house. 

The sessions were packed with in- 
dividual speakers and panels. In fact 
there were 23 speakers in the three 
days but the whole atmosphere was 
less that of a convention, more that 
of a symposium, The men in the audi- 
ence of 50 took considerable part in the 
discussion and asked a great many 
questions of the speakers and special 
panel members. 

Again this Institute was greatly dif- 
ferent from a typical convention in the 
nature of the accommodations for 
meetings. Two different meeting rooms 
were used but each of them was a 
typical large club room with high ceil- 
ings, paneled walls, and deep-cushioned 
leather club chairs or couches. It seemed 
avery painless way to take in learning. 

The first session started with a so- 
cial hour and dinner on the 13th and 
this was followed by a discussion group 
on “Building the Future of the Oil 
Market.” The participants were W. 
Chalmers Burns, pres., Hartol Petro- 
leum Corp,, Rush F, Carrier, manager, 
distributor sales, Tidewater Associated 
Oil Co., F, Raymond Kraemer, busi- 
ness Management consultant, Samuel 
B. Wilkes, Crown Petroleum Corp., 
W. D. Roth, Dahl Oil Co., Herbert 
A, Yocom, editor, National Petroleum 
News, who was moderator. 

The session was opened by a short 
address of welcome by Thomas T. 
Holme, Professor of Industrial Engi- 
neering, at Yale. This was followed by 
an address by L. T. White, of Cities 
Service, who had been quite instru- 
mental in stimulating the interest of 


the Connecticut group to hold this In- 
stitute meeting. 

Typical paragraphs from White’s 
paper are these: 

‘Petroleum marketers move, warm, 
and ease the world. Oil jobbers have 
been called the belt line of our distri- 
bution system. This is the miracle 
which makes our industry’s products 
available to every man, woman and 
child whether they live in remote spots 
or great cities. This could not be possi- 
ble without independent, private en- 
terprising distributors.” 

“The independent distributor will 
play a more essential role in our na- 
tion’s future. We are preparing to de- 
centralize. People want suburban liv- 
ing. They want more room for chil- 
dren to grow. They want to be safer 
should we be attacked.” 

‘Factories turn out millions of trac- 
tors, automobiles and oilburners. Un- 
der the paint, any unit of a brand is 
alike to the last detail.” 

“Great refineries turn out millions 
of gallons of gasoline and fueloil, each 
drop like the other. However, burners 
and oil are used by people—no two of 
whom are alike.” 

“In the use of such standardized 
products—someone must fit them to 
individuals, Petroleum marketers are 


Lewis Sheketoff of American Coal Co., 
arrives at Yale University for three- 
day meeting of Connecticut marketers. 


the fitters, the cushions, the spring be- 
tween mass production and human 
satisfaction. Mass production would 
never be possible without flexible mass 
distribution.” 

“The oil man of tomorrow will be 
an instructor of men; instead of trying 
to do all the work himself, he will train 
others. He will be a management con- 
sultant to those who purchase from 
him and retail gasoline or fueloil.” 

“He will be a forecaster of the needs 
of the people of his community five or 
ten years ahead. He will not be sur- 
prised at changes in use or competitive 





Adam Rumoshosky, director API's Division of Marketing, left, and L. T. White, 
Cities Service, center, chat with James A. Dorsey, Conn. Dept. of Education. 








strategies. He will anticipate them.” 

“As one man puts it—this occasion 
closes one period in the history of Con- 
necticut marketers and opens another. 
Up to now, the problem has been work 
and operation to meet demand, The 
new period is the management age 
which some have described as the study 
and thinking period.” 

“If you don’t take the time for these 
ingredients of management you can't 
keep up with the changes which must 
come in any business.” 

“When any business man stops get- 
ting better, he stops being good.” 

Burns remarked that independent 
oil men are the most prosperous group 
in the country. “They consistently pay 
income tax.” He explained how it had 
taken most of the years since the close 
of the war first to get shortages and 
then surpluses under control. He now 
believes that with refinery runs reduced 
and imports cut back the industry is 
well in balance. 

He feels that many of the things 
marketers complain about in the way 
of big company practices have been the 
result of over supply, a situation which 
has now been removed. 

In discussing the growth of fueloil 
and natural gas he remarked that if 
oil had grown as fast as gas or 108% 
in the past seven years the industry 
could not have supplied the product. 
Burns believes that the toughest com- 
petitor of any fueloil man is the oil 
man who does not supply adequate 
service to the customers because such 
men lose stature for the industry. 

Kraemer discussed briefly his eco- 
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A typical mealtime gathering during Institute at Yale 





wy , 
University. 


nomic thinking but primarily pointed 
the group forward to his larger pres- 
entation of the following night. 

Carrier likened the oil industry with 
its small and large companies to the 
situation in college sports. A small 
school often shows great power against 
a large one and this same situation has 
caused the independent oil marketers 
to take over 40% of all sales, with the 
major supplying companies handling 
60%. Here he had reference primarily 
to gasoline which was true throughout 
his talk, Carrier pointed out that oil 
marketing has grown like Topsy in the 
past seven years but today construction 
costs are so high that only projects of- 
fering a much better than average re- 
turn should be considered. 

Speaking of the advantages in larger 
truck units he pointed out that where 
the major companies had used trucks 
of an average size of 1,400 gallons in 
1941 they now use an average 4,000 
gallon size. These large units have re- 
duced delivery expense to the level of 
1932 while labor costs since then have 
been doubled, In conclusion Carrier 
urged the marketers to personalize 
their businesses pointing out that the 
strongest asset they have against the 
big companies was local standing in the 
community. 

Wilkes appealed for greater toler- 
ance and understanding between ma- 
jor and independent marketers point- 
ing out that there will always be 
wrongs but you can never cure them 
by vitriolic attacks, only by education. 
He feels that one of the great needs in 
the oil industry is education of the sup- 
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plying companies, He feels there has 
been too much of the passive Polyanna 
approach and that this won't for many 
years get the needed results. 

Wilkes says that he takes a dim view 
of the existing situation in the petro 
leum industry as far as marketing jg 
concerned unless the supplier attitude 
is considerably changed through edy 
cation. He feels that what we need ig 
“National Oil Suppliers’ Council.” 

Roth mentioned that he had first 
been 18 years with a major company 
and then 10 years with his own jobbing 
business. He doesn’t view the industry 
problems with any degree of despair, 
feeling that they can definitely be 
solved if we try. Again this speaker 
addressed most of his remarks to prob 
lems of gasoline and like Wilkes he 
urged the independent marketer to 
build his sales promotion around per: 
sonal service to the community. He also 
remarked that the local oil man should 
at all times exploit the advantage of 
quick decision which, of course, his 
major competitor cannot do. 

In the question and discussion peri’ 
od Wilkes remarked that the petroleum 
jobber is not trying to keep up with 
the Joneses . . . he is trying to pass 
the Joneses. Roth described the great 
advantages a major company enjoys in 
marketing gasoline and lube oils in 
metropolitan centers and recommended 
that the jobbers quit worrying about 
the big cities and concentrate on the 
areas where they have an advantage. 

The Tuesday morning session of the 
Institute opened with a panel discus 
sion on “Development Money.” The 
make-up of the panel was unique in 
that each of the men who participated 
had a background in oil financing and 
so was especially qualified to tell the 
management personnel assembled the 
whole story on development money 4 
applied to the oil marketer. ; 

David C. Hewitt, vice-president 0 
the Hartford National Bank, was mod 
erator and introduced the following 
speakers: George F. Sawyer, vice-pres 
dent, The First National Bank of Bor 
ton; Charles F, Wollny, assistant ge?’ 
eral credit manager, Sinclair Refining 
Co. and Edward Isaacs, The Edward 
Isaacs Co., New York. 

There followed the first of a sched 
uled series of three classes conducte? 
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by members of the staff of the Con- 
necticut State Board of Education. 
Labeled a “Human relations Clinic,” 
the sessions aimed to explain how im- 
portant people or the human element 
are to all phases of business. 

Human relations being the sum total 
of the human element and human con- 
tact, a typical oil distributor, for in- 
stance, must be proficient in his em- 
ployee relations, customer relations, re- 
lations with sources of supply, public 
and community relations, to name only 
a few. In essence, the aim of human 
relations is to induce people to do what 
we want them to do, with the success 
or failure of our efforts dependent on 
what we say and how we say it, what 
we do and how we do it. 

On the specific subject of “Employee 
Relations,” the representatives of the 
State Board of Education explained the 
importance of attitude, knowledge and 
skill on the part of the employee. Sur- 
veys have shown, it was stated, that 
80% of all human error falls within 
three categories: Don’t care, don’t 
know, or can’t do, all of which directly 
affect the three employee attributes just 
mentioned. 

By means of a forum type audience 
participation program, each of the 
negative attitudes were analyzed and 
then ways discussed to correct them. 
In conclusion, it was developed that 
each factor is affected by the over-all 
climate of any organization and the 
climate of an organization has a direct 
effect on its productivity and effective- 
ness. Hence, constructive measures that 
can be taken to better human relations 
with an organization’s contacts, within 
the company and outside, must help the 
company to operate efficiently, with re- 
sultant increases in business and profits. 

The afternoon meeting on Septem- 
ber 14 was devoted to a discussion of 
“Economical Operation by the inde- 
pendent oil Marketer,” moderated by 
Walter P. MacCauley, Wyatt, Inc., 
New Haven, Conn. He keynoted the 
meeting by stating that most marketers 
ate $0 Occupied with their own organ- 
ational problems, they often miss 
€ven obvious improvements that can 
be made in their own plants. 

The first speaker MacCauley intro- 
duced was Arthur B, Hammond, su- 
Perintendent of distribution, Shell Oil 


Co., New York Division, who talked 
on “Bulk Plant Operation and Main- 
tenance.” In a brief discussion, Ham- 
mond pointed out that the most impor- 
tant component in the oil distributor's 
operation is personnel, with the result 
that new personnel must be selected 
carefully and both new and older em- 
ployees trained in their jobs, 

He then covered the various ele- 
ments of bulk plant operation, with 
the observation that it is vital to survey 
plant facilities needed, with storage 
tanks, their size and number required 
to be analyzed separately. Proper con- 
sideration should be given to the num- 
ber of products that will be handled, 
the method of input, local weather 
conditions, sales potential and restric- 
tive or regulatory legislation that will 
have to be complied with. 

Hammond outlined present thinking 
on type and size of loading racks and 
briefly described the growing popu’ 
larity of bottom loading for tank 
trucks. Other considerations, he con- 
tinued, in bulk plant requirements are 
warehouse facilities, truck storage shel- 
ters, which now are thought to be un- 
necessary, and dock space, if used. 

If personnel is the most important 
component, Hammond said, then main- 
tenance, over-all, is the most costly. It 
is a continuing expense, too, he re- 
minded the distributors, but one that 
cannot be avoided. All in all, good 
housekeeping, which broadly includes 
maintenance, is indicative of good man- 
agement. 


Discussing program topics at the conclusion of one of the meetings. 


Hammond concluded with the ob 
servation that oil marketers today gen- 
erally operate at or below the cost of 
doing business 15 years ago in spite of 
greatly increased cost. This he inter- 
preted as a tribute to better manage- 
ment, better trained and better super- 
vised employees. 

A paper on safety was delivered 
next by J. J. Jarvis, technical consultant 
of safety, Atlantic Refining Co. He 
explored the three “E’s” of safety: en- 
gineering, education, and enforcement, 
declaring that the petroleum industry 
has pioneered engineering in all phases 
of its operations and that safety is no 
exception. 

About 98% of all injuries or acci- 
dents are caused by human error or 
failure, Jarvis stated, with the conclu- 
sion obvious from a study of these sta- 
tistics that the man who knows his job 
best is least likely to have accidents. 

Safety education, he said, can be for- 
mal training classes or the ordinary 
day-to-day contacts of supervisory per- 
sonnel, but whatever the form selected, 
training must cover both new and old 
employees. New employees have to be 
taught good safety principles for jobs 
they might never have performed be- 
fore and older employees often have 
to be nudged out of unsafe habits they 
might have acquired. 

About two-thirds of the lost time ac- 
cidents in the Atlantic Refining organ- 
ization, Jarvis reported, are slips or 
falls that result from bad footwork. 
Strained backs from lifting objects or 
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smashed feet or toes from dropping ob- 
jects are two other major causes of 
injury. 

In its vehicle operation, Jarvis said 
that Atlantic has a rate of 1.1 acci- 
dents per 100,000 miles driven in de- 
livery units. 

Driver training, in itself, is not sufh- 
cient, though, he continued, and it is 
imperative that refresher courses be 
conducted by “expert” drivers to main- 
tain a low accident rate or lower a 
high one. 

In general, he summarized, enforce- 
ment means enlisting cooperation of all 
employees, training and re-training 
and closely observing work habits to 
correct unsafe practices before they be- 
come dangerous. 

The third topic was stock loss con- 
trol. Edward L, Hoffman, manager, 
Products Loss Control, Socony-Vac- 
uum Oil Co., explained that good stock 
control denotes efficiency in bulk plant 
operation, which can mean the differ- 
ence between profit and loss. More 
than a billion and a quarter gallons of 
product are lost each year through 
evaporation, he said, both at bulk ter- 
minals and in transit. 


Bulk Plant Operation 

Hoffman recommended American 
Petroleum Institute publications on 
bulk plant stock loss control to each 
oil distributor who is operating a bulk 
plant. He illustrated his talk with a 
series of slides showing different types 
of bulk storage tank construction that 
eliminate or cut down evaporation loss 
and some of the equipment used with 
these tanks. 

In particular, he declared, careful 
and accurate gauging of tank contents 
becomes a record for future calcula- 
tions. Human error in this operation 
can be minimized with the installation 
of automatic gauging equipment, 
which also eliminates the hazard of 
men climbing storage tanks, These de- 
vices cost about $600 a gauge, he said, 
with a similar investment required for 
an automatic temperature indicator 
that is used with the gauge. Meters, 
too, he said, are valuable in that they 
are accurate and thus contribute to 
quicker and more correct inventories. 

Last speaker on the panel was Dean 
Henderson, manager of Distribution 
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Franklin L. Kundahl 


Pres., Connecticut Petroleum Association 


and Automotive Operations, Standard 
Oil of Ohio, on the subject of “Dis- 
patching.” Truck dispatching, which 
he defined as the furnishing of ade- 
quate customer delivery service at 
minimum unit expense, demands a dis- 
patcher possessing many qualifications. 
He must have “sufficient intelligence 
to understand dispatching objectives 
and principles, the capacity to make 
sound decisions, ability to achieve 
and maintain good customer, public 
and driver relations and the ability to 
get the driver to want to do a day’s 
work.” 

He briefly described the dispatcher 
training program developed by Stand- 
ard of Ohio, which consists of three 
2-day sessions for each man. One part 
of the training covers the technical as- 
pects of dispatching; the other is on 
human relations and how to get people 
to do the job. 

Henderson presented seven princi- 
ples or fundamentals of proper dis- 
patching: 

1. Generally, the largest truck size 
physically usable and not exceeding the 
area volume requirement produces 
lowest unit expense. For example, a 
500 gal, delivery from a 1,500 gal. unit 
10 miles from the plant costs .75¢ per 
gal.; the same dump from a 6,000 gal. 
unit amounts to .30¢ per gal. 

2. The larger the dump size, the 
lower the unit delivery expense, with 
the expense difference tremendously 
greater in the lower range of dump 
sizes, For example, expense difference 
between a 25 and 50 gal. delivery from 
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a 2,000 gal. unit is 1-1/3¢ per gal: 
the difference between a 1,000 and 2, 
000 gal. delivery from the same unit 
is less than 1/10¢ per gal. 


3. Routing has a significant effect on 
unit delivery expense, with best routing 
achieved when first and last stops “ 
equi-distant from bulk plant. Where 
straight line routing is necessary and 
volumes are not known, deliveries 
should be started at the farthest point 
from the plant. 

4. Advance planning, scheduling 
men and equipment a day or more 
ahead and making up loads and routes 
in advance, results in more even flow 
of deliveries. 


5. Maximum truck utilization should 
be secured through double, or triple 
shifting of drivers. Maximum hours 
and miles per unit result in minimum 
unit truck and delivery expense. 

6. Determination of unit delivery 
expense of various sized trucks, vari 
ous dump sizes, various miles from the 
plant can provide the basis for a chart 
that shows at a glance the cost for each 
item. Trip standards, driver pay rates 
and truck expense must be considered. 


7. Scheduled automotive mainte: 
nance is needed for economical opera 
tion, although this might not be com 
sidered a part of the dispatcher’s job. 

The third portion of Henderson's 
talk discussed how oil distributors can 
keep track of the effectiveness of their 
dispatching. Devices such as Tacho 
graph, or other trip recorders, provide 
information on truck operation which 
is important in attaining high produ 
tivity. Trip standards measure com 
parative performance of drivers of 
trucks. 

Other scorekeeping or control de 
vices were described as: Record of pro 
ductive driver hours as a percentage 
paid hours; record of overtime hours 
as a percentage of scheduled hours 
gallons delivered per paid driver hour 
and per mile of driving; measures ” 
dump size to indicate periodically ™ 
dividual customer dump size as 2 Pe 
centage of his storage capacity. 

F. Raymond Kraemer, business ma 
agement consultant, Mineola, N. Y, 
conducted an illustrated presentati™® 
and discussion on “Margins,” Tuesday 
evening, September 14. He used anu” 
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ber of slides to demonstrate the work- 
ings of profit requirements and finan- 
cal standards for petroleum marketing 
through percentage evaluation, so- 
called percentage margins, He empha- 
sized that such a program can be de- 
veloped only in geographical areas 
limited to similarity of petroleum mar- 
keting operation, correcting an impres- 
sion, which Kraemer said had become 
rather widespread, that the plan advo- 
cates a uniform percentage of gross 
profit for petroleum products over 
wide areas. It does not operate in this 
way, he explained, but anticipates con- 
formity with changing economic condi- 
tions. 

Briefly, percentage evaluation is 
based on these factors: Gross profit on 
product sales; gross profit on product 
sales and other income; gross operating 
profit (described as what a business 
makes before executive salaries) on 
product sales; gross operating profit on 
product sales and other income; profit 
before taxes; net profit after taxes on 
product sales and other income; net 
profit after taxes on tangible net worth. 

Kraemer, who acts as a financial con- 
sultant for a number of Nassau Coun- 
ty, N. Y., petroleum jobber-distribu- 
tors among other activities, exhibited 
several slides which traced the financial 
history of these companies since 1938. 
It showed that whereas the sales index 
during that period jumped from 100 
to 398, average sales price advanced 
from .067¢ to .13¢ per gal. and average 
costs went from .046¢ to .095¢, the 
gross profit per gal. advanced only 
from .021¢ to .035¢ and gross profit 
showed a decline from 31% to 27%. 

When contrasted with the increases 
registered from 1938 to 1953 in Gulf 
Coast prices and New York harbor 
prices, retail prices charged by these 
Nassau County firms showed that dur- 
ing period when profits should have 
been high, they were depressed. 

An analysis of sales, profits and capi- 
tal asset investments for all products 
for the same firms for two periods, 
1938 to 1952 and 1938 to 1953, 
showed: 


1938- 1938- 
1952 1953 
Sales index 502% 467% 

Total sales 100 100 
Total gross profit 20.3 21.1 
“mposite overall net profit 0.9 $2 
Capital asset investment 2at 


Demonstrating the application of 
the percentage evaluation principle, 
Kraemer presented slides to show that 
in Nassau County an oil distributor in 
1953 should have had these percentages 
of gross profit in relation to dollar 
sales: 


Retail fueloil 33% 
Wholesale fueloil 13 
Gasoline 21 


For 1954, these same companies re- 
quire: 

Retail fueloil 31% 
Wholesale fueloil 11 
Gasoline 21 

The final day’s program began with 
a session devoted to “Sales Promotion 
and effective Merchandising.” Because 
it was directed specifically at fueloil 
marketing from start to finish it is re- 
ceiving more emphasis than the reports 
of the other activities. 

Participating as members of the 
panel were: LeRoy B. Fox, manager, 
Fueloil Div., Socony-Vacuum Oil Co.; 
John Blondel, president, John Blondel 
& Son Fuel Co., Montclair, N. J., and 


Frederick C, Haab, F. C. Haab Co., 
Philadelphia, Pa. Robert Gray, editor, 
FuELoiL & Or HEAT, was moderator. 

Condensations of Fox’s and Blondel’s 
talks are contained in this issue. Due to 
space limitations and also because Fred 
Haab’s discussion merits feature status, 
we have deferred reproduction of his 
talk until the November issue. 

A short program on Wednesday 
afternoon, September 15, concluded 
the program. Highlight was a forecast 
by Dr. O. Glenn Saxon, professor of 
economics, Yale University, covering 
“Economic Trends and their short and 
long term Implications.” 

Directly responsible for the success 
of the first Oil Marketers Management 
Institute sponsored by the Connecticut 
Petroleum Association were Franklin 
L. Kuhndahl, Crown Petroleum Corp., 
Hartford, and president of the Asso- 
ciation; William Briggs, Valley Oil 
Co., Portland, and chairman of the 
group's Education Committee; Lau- 
rence C, Edwardson, New Britain, 
executive secretary of the CPA. 








Oil Marketers Management Institute 


The following oil distributors were 
registered for the first annual Oil Mar- 
keters Management Institute, spon- 
sored September 13 to 15 at Yale Uni- 
versity, New Haven, Conn., by the 
Connecticut Petroleum Association, In 
addition, there were representatives 
from three major companies who at- 
tended, after having paid the regular 
tuition fee for the three day course. 

Atlas Oil, East Hartford, Joseph 
Singer; Hardware City Oil, New Bri- 
tain, *Arnold J. Grant, Jr.; American 
Coal, Hartford, *Lewis and *Merwin 
Sheketoff; Laurel Oil, Hartford, 
*James L. McIntyre, Jr.; Danielson 
Oil, Danielson, Richard D. Banigan, 
Joseph Artiaco; Kenton Oil, Quinne- 
baug, Benjamin Snider; Hoffman Fuel, 
Stamford, *Burton D, Hoffman; Mer- 
cury Oil, Hartford, Harry Goldfarb; 
Springfield Coal, Springfield, Mass., 
Douglas W. Ronaldson; General Oil, 
East Hartford, Phillip Kaplan; B. J. 
Dolan Co., Bethel, Willis Harris; 
Derby Coal & Oil, Derby, Robert 
Goldstein, Jerry Brogin; Standard 
Cycle & Auto Supply, Winsted, 


*Joseph Dolinsky; Dahl Oil, Norwich, 
W. D. Roth, *Harold Dahl, Jr.; Val- 
ley Oil, Portland, William F. Briggs, 
George Stetson; Rackliffe Oil Co., New 
Britain, *Gene Rackliffe, Everett 
Smith; F & § Oil, Waterbury, Burt 
Stevens, Joseph Wasserback; Red 
Wing Oil, Portland, Meyer Goldberg; 
Connecticut Heat & Fuel, New Haven, 
Edward Molstein; William F. Wesson, 
Inc., Waterbury, *William H. Wes- 
son; William R. Peterson, Inc., Port- 
land, *Paul Peterson; Kay Petroleum, 
East Hartford, *Herbert Krechevsky; 
Berson Bros., New Britain, Sidney 
Berson; Rowe Coal & Oil, Bristol, G. 
V. Powning; City Coal & Oil, Tor- 
rington, *Irving R. Patterson; Con- 
necticut Refining, West Haven, *Irvin 
Shiner, Joseph Craemer; Wyatt, Inc., 
New Haven, Walter P. MacCauley, 
Maurice W. Powell; Benedict & Co., 
New Haven, *Robert Rubin; Elm City 
Filling Stations, New Haven, A. V. 
Alderman, Joseph Wehner. 


*Indicates sons of Connecticut petro- 
leum marketers who are following their 
fathers into the business. 



















Children should be 
SEEN 


HURT 








Now that Montclair youngsters are trudging 
back to school, let's all use extra care at inter- 
sections —and let's give the little white-belted 
safety patrolman the same quick obedience 
we'd give to an older officer of the law. He’s 
doing a very important job for every one of 
us... guarding the safety of our future citizens! 


JOHN BLONDEL & SON 


98 GLENRIDGE AVE. MONTCLAIR, N. J. 




















now ! 


1 BLONDEL’S 


{JOHN BLONDEL & SON) 


TAPE EL SERVICE BOTH 
EFFICIENT & FRIENDLY” 


THANKS 


MONTCLAIR POLICE! 


For the courtesy and care with 
which you guard our lives and 
our properties... for the friendly 
assistance you give to our Mont- 
clair visitors... for the unfailing 
vigilance with which you watch 
over the safety of our school 
children ... and for the million 
other things we never find time 
to thank you for... Thank you, 








70 


Advertise 
to the 
Heart 


by 
John Blondel* 


is OOD SOUND advertising is the heart 

of any sales promotion or effec. 
tive merchandising program. And 
while there is little advice I could give 
you on the most aggressive methods of 
advertising your specific products, you 
may be interested in exploring with me 
a field of advertising that is neglected 
by too many of us. . . the good will or 
public relations variety, 

Every business organization knows 
that to succeed it needs friends and 
one of the most effective ways to get 
them is through advertising designed 
with only that in mind. 

The fueloil distributor is no excep 
tion and it is apparent that he knows 
how important favorable community 
relations can be. It is apparent in his 
neat streamlined equipment, his cour’ 
teous and polite personnel and his mod: 
ern yards and attractive offices. 

An efficient, orderly organization 
soon becomes well known, acquires a 
good reputation and convinces the pub 
lic that it knows how to properly han 
dle both its products and its services. 
A community is proud of a well-run 
business and its citizens will speak of 
it respectfully and commend it to 
others without qualification. 

This I believe is a basic type of pro 
motional advertising that all of us us, 
either knowingly or unwittingly. 
There’s a wealth of public acceptance 
derived from an efficient and smooth 
running business, and it carries a lot of 
sales appeal. But what can be done 
other advertising approaches to & 


*Blondel is president of John Blondel # 
Son, oilheating and fueloil marketers . 
Montclair, N. J. This is a digest of a prese® 
tation by the author at the Sales Promotion 
Clinic, a feature of the Oil Marketers Man’ 
agement Institute at Yale University, 9 
tember 13-15. Blondel is the third gene’ 
tion head of his company and a strong 4 
vocate of personalized public relations. 
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Sales resistance 
melts away 

if you first make 
Them like You 


hance the fueloil man’s community 
standing? 

[should like to call to your attention 
the use of newspaper “pieces” to build 
and sustain general public good will. 
Thinking first of the newspaper as an 
example of just what can be done it 
will be readily seen how the field can 
be expanded to almost any local peri- 
odical such as women’s club magazines, 
school or church papers, neighborhood 
news bulletins and various programs 
we are almost forced to patronize. 

Most of us, I am sure, make use of 
the local paper whether it’s a daily or 
a weekly. In this advertising it is only 
natural that we should try to outsell 
our competitors. We will talk about 
our fine triple-filtered oils, the metered 
deliveries, our automatic keepfilled sys- 
tems, our 24 hour service, seven days 
a week, Sundays, holidays included. 

This must become somewhat repeti- 
tious to Mr. John Public and maybe 
even a bit tiresome, at least to those 
who read it. Still, we must advertise 
our product and our service if for no 
other reason than to continually keep 
our name well up front. 

So how can we vary the monotonous 
“best oil, biggest storage, biggest fleet, 
best equipment and service” line and 
at the same time sound an appeal to 
our customers and prospects alike. My 
company feels that one way is to take 
advantage of a particular event or oc- 
casion by running a story or message in 
our scheduled advertising space. 

At Thanksgiving, Christmas or Eas- 
ter a short friendly seasonal piece will 
always leave a nice impression. A New 
Year’s thought is sure to be well re- 
ceived. I personally am convinced that 
the readers like a little “de-commercial- 
ing” at these seasons of the year. 

Why not a special ad on Mother’s 
Day or Father’s Day? A Fourth of July 
or Memorial Day message is good .. . 
or maybe something timely during a 
YMCA, Community Chest or Red 


Crngg drive. 








A TOAST TO THE 


ONES 
S FIRST LADY 5 
Younflail 


@ Next Sunday, all America honors 
Mother. Not just some specific Mother. 
All of them. Yours and ours. We're 
very happy fo join in the tribute... 
because the Mothers of Montclair and 
vicinity are particularly good friends 
of ours. If you are a Blondel customer, 
it is undoubtedly the Mother in your 
home who calls us regularly when the 
coal bin is empty ... or the oil burner has 
developed a sudden and temporary disinclin- 
ation to work. Here’s to your Mother and ours 
» + with deep gratitude in both cases! 





@ JUST PHONE MO. 2-8710 


JOHN BLONDEL & SON 


98 GLENRIDGE AVE. MONTCLAIR, N. J. 
“A FUEL SERVICE — EF FICIENT AND FRIENDLY” 

































TODAY IS THE BIRTHDAY 


BENJAMIN 
FRANKLIN 


(Jan. 17th, 1706) 


Of thrift, Franklin once said: “The way to wealth is as plain as 
the way to market. It depends chiefly on two words, industry and 
frugality; that is, waste neither time nor money, but make the 
best use of both. Without industry and frugality nothing will dos 
with them, everything.” 


p. s.: Our friendly and efficient service will help you save hoth! 


JOHN BLONDEL & SON 


98 GLENRIDGE AVE. MONTCLAIR, N. J. 
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.... Advertise to Heart 


It is our wish that your hearts be 
warm with the joy of living in 
peace with those you love... 
ond that your hearth be warm 
and your home cheery this 
Christmas and for all the Chriet- 
mases to come! 

Best wishes to all of our friends 
for a Happy, Healthy and Pros- 
perous 1950. 


> A FUEL SERVICE ~ BOTH 
EFFICIENT AND FRIENDLY 


JOHN BLONDEL 
. &SON 


ms. © 98 Glenridge Ave. ] 
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. . ts coming back into its own. Folks 

we know consider it as something more 

than an opportunity to eat turkey till 
they sag on the chair. Most of them, some 
time during the day, will find their way to 
the church of their choice to say “Thank 
You” for the great good grace of being an 
American and living in a country whose citi- 
zens are taught that the best things in life 
are really free .. . as long as we continue to 
realize that our well-being comes, not from a 
Central Committee °r Comintern, but from 
Him whom we'll all thank .. . tomorrow! 


on BLONDEL «so 


98 GLENRIDGE AVENUE 
MO. 2.8710 


A FUEL SERVICE — EFFICIENT. AND FRIENDLY 








Here in Montclair, the sheer luxury of 
automatic oil heat is vitally important 
to wintertime comfort in hundreds of 
Montclair homes .. . homes which, 
we're proud to. say, depend on ys to 
provide dependable fuel oil service! 


JUST PHONE 


MO 2-8710 


Joe ae 
tC mid This is 
ig Ri eB 

Va 


Oll 
PROGRESS 
WEEK 


‘ With the great oil fields of 


tran standing idle and unused, the refineries of America, 
under the free enterprise system, are producing billions 
of barrels of the vital fluid that means better living and a 
stronger defense for Americans everywhere. 











Don’t ever miss a chance like Boy 
Scout Week, And on November elec- 
tion day insert a “be sure to vote” re- 
minder. You'll find that your com- 
munity enjoys and appreciates these 
messages and will tell you so. Don’t 
spoil the ad, however, with any plug 
for your product. 

One of the most successful pieces of 
this type that our company used was a 
Junior Patrol school crossing ad, with 
a heading, “Children Should be Seen 
and not Hurt.” It was used for a week 
early in September and loaned by re- 
quest to several companies in other 
areas. It caused more comment than 
any price reduction ad ever did. It 


72 


brought a “Thank You” from the 
PTA’s and the Board of Education. It 
was a real piece of good-will advertis- 
ing .. . public relations, we feel, at its 
best. 

You might want to use one of the 
nationally known birthdays—Wash- 
ington’s, Lincoln’s, 
Franklin’s, And never, never lose an 
opportunity to sponsor either alone or 
jointly a community appeal such as one 
we recently did for the local hospital’s 
nursing school. 

Some of you may think that this ap- 


Jefferson’s or 


proach is too historical or institutional. 
Don’t be fooled; it will bring results. 
If you don’t want to obscure your 


product entirely, try an occasional prv 
motional ad for your industry, the pe 
troleum industry. Good ads are avail 
able through the onc and they! 
always fit in when you're short o 
copy. It’s industry-wide public rela 
tions—the story of your job. 

Now don’t think it’s my advice 
curtail or extensively reduce the adver’ 
tising of your product or services. This 
is the last thing I would want you” 
do. Always your name and your line 
should be kept before the public, the 
more often the better. 

* What I do believe, however, 18 that 


there is an excellent opportunity ” 


(Please turn to page 154) 
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Promotion of heating Oil 


Health of the oilheating Industry is a three-way Responsibility 


by 
LeRoy B. Fox* 


N ANY STUDY or discussion of the 
| oilheating industry, one fact must 
be kept in mind constantly. That is: 
Customer satisfaction with automatic 
dilheating depends upon the coordi- 
nated efforts and cooperation of three 
partners. One of these partners is rep- 
resented by the equipment manufac- 
turer—the companies that make oil- 
burners, heating systems and auto- 
matic controls, Another partner is rep- 
resented by the oil supplier who pro- 
duces, refines, and transports heating 
oil. The third partner is represented by 
the retail distributor or dealer who per- 
forms the extremely important func- 
tions of selling equipment, installing 
it, servicing it and delivering fueloil 
to it. 

The unusual set-up that we have is, 
however, perfectly logical. It has 
grown up simply because most every- 
body sooner or later discovered the old 
saying, “Every shoe maker to his last.” 
That saying still carries a great deal of 
weight. Some of you may remember the 
eatly days of oilheating, when quite a 
number of the major oil suppliers (and 
my company was one) ventured into 
the business of making, selling, install- 
ing and servicing oilburners. Today 
the great majority of major suppliers 
have retired from the burner manu- 
facturing business. They have found 
that other firms are far better equipped 
to manufacture mechanical 
than they are. 

For a while, too, many of the lead- 
ing manufacturers of oilburners 
thought that they should not only make 
burners, but sell them, install them and 
service them, by means of a series of 
factory branch offices. Most of these 
factory branches have disappeared, 
simply because manufacturers learned 


that distributors and dealers can per- 
ee 


og anager Fueloil Div., Socony-Vacuum 
< 0., New York. This is a condensation 
tion Get presented at the Sales Promo- 
a inic, Oil Marketers Management In- 

ute, Yale University. 


devices 





form certain functions more efficiently 
than they can, and at lower cost, Final- 
ly it isn’t difficult for both equipment 
manufacturers and retail distributors 
and dealers to realize that the refining 
and transporting of fueloil are best left 
to companies who have facilities for 
such work. 

Apparently our rather special set- 
up is the proper set-up. At least it has 
worked extremely well since the end 
of World War II. The record shows 
that from then until now the number 
of oilheated homes in the country has 
tripled. With such a record it would 
be foolhardy to suggest any major 
changes. 

Nevertheless, I feel that it is most 
important for us to bear in mind at all 
times this one thing: The more people 
who get into the act, the greater the 
responsibility of each to cooperate with 
the others. Our success in the future 
and the future is bright—depends upon 
our continuing to cooperate as closely 
as we have in the past 8 years, 

As a representative of a major oil 
supplier I'd like to take this oppor- 
tunity to explain what has been done 
in the past and what is being done to 


cooperate with our two other partners, 
toward the goal of greater consumer 
satisfaction with automatic oilheating. 

First, I would like to talk about the 
problem of providing sufficient sup- 
plies of heating oils, I raise this point, 
which has had considerable attention 
in the past, not because we foresee any 
possible shortage next winter or in fu- 
ture winters (if proper preparation is 
made prior to the peak demand sea- 
son), but because the provision of am- 
ple supplies is the most important re- 
sponsibility faced by the producers of 
heating oils. A clearer understanding 
of what has been, and is being, done to 
meet the growing demand for heating 
oils will, I believe, be helpful in under- 
standing other problems, such as price 
and quality. 

Prior to the war, supply was pri- 
marily a problem of distribution—that 
is, getting adequate quantities to all 
consuming centers at the right time. 
The over-all production of distillates 
coincidental to the meeting of demands 
for gasoline always exceeded the de- 
mand. Surpluses were left in by-prod- 
uct residual fuels. Since the war, the 
picture has changed considerably. The 





John Blondel, Montclair, N. J., talks to sales promotion clinic of CPA at New 
Haven, while LeRoy B. Fox, Socony-Vacuum, listens. Fred Haab, Philadelphia, 
was the third participant. His paper will be published next month. 





total demand for distillates in the 
United States has increased more than 
100%, 


has increased less than 60%. 


while the demand for gasoline 


This large increase in demand for 
distillates has come primarily from two 
sources, First, the dieselization of rail- 
roads; second, the even more impor- 
tant fact that the number of oilburners 
used for heating homes has tripled. 
Many problems have been generated 
for the supplier by this change. Early 
in this post-war expansion period, the 
producers of crude oils lacked the extra 
capacity they needed to meet rapidly 
increasing demands for all petroleum 
products, The most pressing problem at 
that time, therefore, was to expand 
wildcatting operations to find more oil 
fields. The cost and risk of this search 
for oil were compounded by the fact 
that oil was generally found only at 
greater depths and in locations harder 
to get to than in the past. It was nat- 
ural, therefore, that the price of crude 
should rise, which it did. 

If this higher cost for raw material 
was not to be passed on entirely in 
higher gasoline and heating oil prices, 
it would be necessary for the refiner to 
increase the yields of these primary 
light products by converting by-prod- 
uct residual fuels which he naturally 
gets from a barrel of crude oil into 
primary products, This led to the de- 
velopment of much more complicated 
refinery processes, including the crack- 
ing process and, particularly since the 
war, catalytic cracking processes. 

Cracking does two things, It permits 





the refiner to make more light prod- 
ucts, either gasoline or heating oils, and 
correspondingly less residual fuel from 
crude; it also improves the quality of 
gasoline. It is also important to under- 
stand it gives the refiner more flexibil- 
ity as to the kind of light products he 
makes. He can, in effect, make more 
gasoline or more heating oils out of 
residual fueloils. In actual refinery op- 
eration this flexibility has been used to 
make more distillates rather than more 
gasoline because distillate demand has 
gone up faster. In the past twenty 
years the average yield of gasoline from 
a barrel of crude oil throughout the 
United States has remained at about 
the same level while the yield of dis- 
tillates has doubled. You can see from 
this that costly equipment though be- 
ing used in part to make better gaso- 
line—is also used to make more dis- 
tillates. This has been the refiner’s 
method of endeavoring to keep manu- 
facturing costs of heating oils as low as 
possible, in the face of substantial in- 
creases in the cost of his raw material. 

The seasonal pattern for petroleum 
products, which now peaks in the win- 
ter, has had other important influences 
on our actions, In many respects it is 
the demand for heating oils that deter- 
mines the size of our refineries and the 
capacity of our tanker fleets and pipe- 
lines; for it is during the peak winter 
season that all of these basic facilities 
are used to the maximum. 

Let us look now at the effect that this 
vastly increased demand for home- 
heating oil has had on its price. As you 
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Larry Edwardson, executive secretary, and Bill Briggs, chairman of the Edu- 
cation, Connecticut Petroleum Association, relax at lunch between sessions. 
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all know, no businessman can afford tp 
price a primary product, such as heat. 
ing oil has become, the way he prices 
a by-product. Since a by-product re. 
quires no additional capital inves. 
ment, you sell it at whatever price js 
necessary to get rid of it. But every 
primary product must return a profit 
in order to pay its full share of the 
load. 

I'm afraid that fluctuations in light 
fueloil prices have not always been 
fully understood, either by the individ. 
ual consumer or even by the distributor 
who sells to him. I'd like to devote a 
moment to the whole matter of prices, 
In a free market, prices in a competi 
tive industry are governed by supply 
and demand. A refiner, who has to run 
his business on the same principles you 
have to follow, will tend to put the 
push behind the product that offers 
him the best return. When he thinks 
he can do better in gasoline, he runs 
his refinery to get as much gasoline as 

ssible from each barrel of crude. 
When the distillate field looks better 
to him, he'll try to produce more dis 
tillate. 

It should be clear, then, that the sup: 
ply of fueloil available at any given 
time depends to a large extent on its 
profit possibilities relative to those of 
gasoline. Put another way, your own 
best assurance of adequate supplies of 
fueloil is the refiner’s chance to make 
an adequate profit on this product. In 
a broader context, freedom for prices 
to seek their own sound economic level, 
even when this means rising to great 
heights for the short term, is the best 
means for bringing into being the ad 
ditional supply that will in time force 
prices to back down. 

I have already spoken to you of the 
importance that the cracking process 
plays in meeting the increased demands 
for heating oils and at the same time 
keeping costs down. This process did, 
however, introduce some quality prob 
lems. While we see no real deficiency 
in the burning characteristics of thes 
catalytically cracked stocks, they do 
require some extra treatment and cafe 
in handling if the quality of fueloil is 
going to contribute to the minimum 
need for oilburner service. Frankly, W¢ 
feel that the refiners have faced this 
problem and found the answer. 
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Today, I believe you will find that 
customers’ storage tanks are actually 
jeaner than in former years. The use 
of additives as part of this processing 
tas tended to inhibit sediment forma- 
jon, to disperse in nonharmful form 
iny small amount of sediment that may 
tave been formed, and to help pass 
uch finely divided sediments through 
the screens and nozzles, A number of 
ther treating processes are used along 
with additives; we expect that greater 
we will be made in the future of the 
lydrogenation process for treating 
fuels. 


Quality Requirements 


There is another problem that we 
tave had to face in meeting quality 
requirements of fueloils, That is the 
one caused by the finding of more and 
nore so-called sour crudes—that is, 
cudes containing a higher than nor- 
mal percentage of sulphur. While a 
refiner naturally does not like to run 
sich crudes, he must in many cases use 
acertain percentage of them. We have 
found no harmful effect from a reason- 
able amount of sulphur. As you know, 
sulphur burns readily. Certain com- 
pounds of sulphur, however, may be 
found in fueloil which cause deposits 
that may prevent the proper function- 
ing of brass valves and orifices. I men- 
tion this problem only because it is an- 
other one that the refiner has to face 
and overcome in order to assure good 
fueloil quality. 

One question that fueloil distribu- 
tors everywhere seem to be asking is, 
“What about natural gas?” When 
they ask this, they generally mean at 
least two things: What can we do to 
meet this competition, and will the 
wppliers fight for oilheating? I'd like 
to take these up in reverse order. 

To review some points I made 
tarlier, many suppliers have themselves 
done a great deal of work to help build 
up oil as an automatic heating fuel. 
Some even went to the extent, in 
tatlier years, of making, selling, and 
installing oilburners. Some, while no 
longer in the burner end of the busi- 
ness, have nevertheless continued to 
onduct a considerable amount of re- 
“atch aimed at improving burner effi- 
“ency, and have passed their findings 
N to equipment manufacturers as a 


public service. Majors have installed 
the refining equipment needed to pro- 
duce adequate quantities of home-heat- 
ing oil, and they have worked to im- 
prove quality as well. They have de- 
veloped technical and sales training 
programs for their heating oil distribu- 
tors. They have encouraged public ac- 
ceptance of oil in a variety of ways. 
As a result of all these activities over 
the years, such suppliers have devel- 
oped a volume of business in heating 
oil that is of primary importance to 
them. And they expect to see that this 
volume continues to increase. 

In short, I think it can be said fairly 
that the oil suppliers have a bigger in- 
vestment in oilheating than any other 
group, and they are not likely to dis- 
count this investment easily. I think it 
is accurate to say that they intend to 
do all they can to protect their invest- 
ment along this line. But they cannot 
carry the fight alone. 

Equipment manufacturers, as part- 
ners in the oilheating business, must 
continue to make oilburners more effi- 
cient and therefore a progressively bet- 
ter buy for the customer, and they 
must continue to promote oil as a fuel. 

Retail distributors likewise have to 
carry their share of the freight. First, 
perhaps, they must sell more oilburn- 
ers. A man with an oilburner already 
installed in his home or business is not 
likely to lend a sympathetic ear to the 
siren call of gas or coal. And we cer- 
tainly can’t sell him any heating oil 
until he has a burner in which to use it. 

Distributors also must see to it that 
installations are properly engineered 
and that burners are serviced in a way 
and at a price the consumer considers 
fair. These are, of course, integral ele- 


ments in the business of selling burn- 
ers; no man is a likely customer for a 
burner unless he feels sure he will be 
sold the kind he needs and that it will 
be serviced as it should be, 

The foregoing are, I realize, essen- 
tially generalizations. They have to be 
interpreted into brass-tacks, aggressive 
selling. One of the first points that 
should be made about oil—and a point 
that should be made over and over— 
is that oil heat is clean heat. Cleanli- 
ness seems to have a very strong appeal 
to people who are pondering what 
form of heating to buy. Don’t let’s sit 
back and let any other fuel stake out 
an uncontested claim to cleanliness. 

One of the best ways to hammer this 
point home is to see to it that your 
truck drivers and trucks and anything 
else the consumer sees are as clean as 
it is possible to make them. And that 
your deliverymen and repairmen leave 
every part of a man’s home cleaner 
than when they entered it. It just makes 
no sense to talk up oil as a clean fuel 
and then have unwashed drivers come 
up in dirty trucks and spill oil on the 
customer’s property. Here again is 
where good public relations must come 
into play. Your employees must make 
and keep friends for you. 

The future for oil heating is, I am 
convinced, bright. I believe the distrib- 
utors, the equipment manufacturers, 
and the suppliers of heating oil will all 
prosper, provided each of these three 
groups accepts full responsibility for 
its share of the effort, and provided we 
all continue to work together in the 
knowledge that we stand or fall to 
gether. If we do this, then public satis- 
faction with oilheating will rise to an 
even higher level. 





General view of ‘‘coffee break” scheduled each morning and afternoon between 
speakers during the three day Oil Marketers Institute held at Yale University. 
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Atlantic’s heating oil Clinics 
for distributors’ Employees 


A SERIES of Atlantic Refining Co. 
Heating Oil and Burner Service 
Clinics have been held in the com- 
pany’s marketing area, covering New 
England, the Middle Atlantic States, 
Virginia and western Ohio. The clinics, 
developed as a result of a suggestion 
made by one of Atlantic’s heating oil 
distributors, were designed to assist the 
distributors in teaching their employees 
more about oilheating. 

The typical clinic consisted of a 
morning and afternoon session, the for’ 
mer devoted to the product story, the 
latter to a discussion of the various 
types of oilburners. In some instances, 
the program was condensed into a 
single evening meeting. 

The concept of simplicity was fol- 
lowed throughout, with simple demon- 
strations always used to illustrate im- 
portant points. Frequently demonstra- 
tions were displayed visually with a 
chart, although the number of charts 
were kept at a minimum to prevent 
losing the attention of the audience. 
Atlantic’s wholesale salesmen arranged 
the clinics for any distributor who had 
enough employees to justify a pro- 
gram; other localities were covered by 
invitations sent toa number of distribu- 
tors to have their employees attend 
one of the clinics. 

Henry Pratt, a member of Atlantic’s 
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heating oil staff, told the product story, 
explaining to the employee-driver, 
serviceman or office worker the com- 
plexities of refining as applied to every 
day use of heating oils in customers’ oil- 
burning systems, In non-technical, eas- 
ily understood language Pratt demon- 
strated the qualities of Atlantic heat- 
ing oils. He covered in succession, quick 
ignition, high burning index, low pour 
point, low carbon residue and triple 


Henry Pratt opens an Atlantic Refin. 
ing Co. Heating Oil and Burner Sery. 
ice Clinic in Philadelphia, explaining 
that customer questions on heating gj] 
no longer can be answered with g 
crystal ball, but require the facts 


refining, as applied to Atlantic fuelojl 

Pratt employed a number of props 
to show the numerous product control 
tests used by Atlantic to insure main. 
tenance of a high quality level. For ex: 
ample, a scale weighed heating oils 
with different specific gravities and 
demonstrated how this could be trany 
lated simply in terms of weight; a 
lighted kitchen match illustrated a Btu; 
a spark ignition test compared a good 
and poorly blended oil; a cigarette 
lighter showed the result of too much 
heavy blend; two kerosene lamps 
showed visually that a high burning 
index was necessary to insure clean 
burning; a high and low pour point ail 
comparison was made with two large 
test tubes taken from an ice bath and 
corrosion was discussed and demon 
strated by means of a copper plate, 
showing how an unrefined oil will 
rapidly corrode copper. 

An important point covered visually 
was viscosity, a schematic demonstra 
tion panel of an oilburner in operation 
being used to illustrate how important 
it is to control viscosity so that burners 
operate at maximum efficiency, 

The second portion of the program 





The workings of an oilburning system 


are explained by Pratt, using a schemate 
demonstration panel of a typical burner in operation. 
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was specifically aimed at equipment 
grvice. Conducted by Francis Miller, 
, member of Atlantic’s burner service 
department, this period made use of 
common burner types and accessories. 

Miller opened with the remark that 
every employee in the oilheating busi- 
ness should know something about 
burners, with his talk prepared for 
those who know only a little about 
them, as well as for burner experts. In 
all, his presentation was a review of the 
operating principles of pot type burn- 
ers, wall flame rotaries, low and high 
pressure gun models. 

He discussed how each works, fol- 
lowed with specific maintenance in- 
structions and actually dismantled the 
burners to show how parts are removed 
for'servicing. For example, he stressed 
how important flow rate is for pot type 
burner operation and explained how 
it could be adjusted. Carbon forma- 
tion in wall flame rotaries was ex- 
plained as an important indication of 
burner adjustment and the necessity 
for accurate adjustment of fuel units 
on pressure burners was emphasized. 

Nozzle and ignitor maintenance was 
covered. Also, the electrical controls 
normally used were discussed and 
maintenance for each covered in detail. 
Supplementing this, literature was dis- 
tributed with specific details on adjust- 
ments and service procedures for con- 
trols used with oilburners. 











Francis Miller begins the second portion of the Philadelphia Clinic’s program by 
discussing and demonstrating the operation and servicing of a vaporizing burner. 


Special emphasis was placed on cor- 
rective measures which tank wagon 
drivers can perform to provide at least 
temporary heat during emergency pe- 
riods when oilburner servicemen might 
not be readily available. 

During the full morning and after- 
noon program there was a period set 
aside for questions and answers at the 
conclusion of each talk. 

A valuable adjunct to the series of 
clinics is the complete set of questions 
and answers used at the sessions which 
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Miller is here telling Atlantic Heating Oil distributors how a wall flame rotary 
mer functions. His talk also covered high and low pressure atomizing oilburners. 


is being distributed now to those who 
attended. 

The clinics, held by Atlantic Refin- 
ing, emphasized Atlantic heating oils to 
provide employees with information 
about the product, On the equipment 
side, there was no endorsement of any 
specific make, but merely an effort to 
acquaint those in attendance with fac- 
tual data on all types of burners that 
are encountered in the field. 

The highly successful series perhaps 
is best described by the opening re- 
marks of Henry Pratt who starts his 
talk by leaning over a lighted globe 
into which atomized oil is sprayed and 
says, “A crystal ball has no place in the 
heating oil business. Today you need 
to know facts to answer questions by 
customers about heating oil and burner 
service.” 

As such, the Atlantic Heating Oil 
and Burner Service Clinics represented 
a concentrated effort on the part of a 
supplier to marshal facts and present 
them in easily understood language. 


o, 
“9 


Robert E, Booth has been appointed 
sales manager, C. B. Strain & Son, 
Inc., Poughkeepsie, N. Y., to fill the 
vacancy created by the death of Bruce 
C. Dickinson on June 12. Before join- 
ing the Strain firm in 1953, Booth was 
vice president in charge of heating, 


Drake-Mills Co., Syracuse, N. Y. 
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Oilheating Promotion 
1954-1955 Season 


by Calif. Standard 


Ww THE CARE, thought and 
money usually reserved for gas 
oline promotion California Standard 
has prepared a total promotion pro 
gram for its dealers in Oregon, Wash- 
ington, Nevada and Idaho. To give 
unity and over-all impact to the area 
campaign a theme has been carried 
out in each piece of advertising and 
promotion. 









a - When noses are red 
were never blue... 
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The dealers have been designated 
as “HOUSEWARMERS” and this name 
is repeated again and again in the per: 
sonal, tailor-made promotion kit. 

The key to the promotion is 
an Oversize HOUSEWARMERS calendar 
which suggests scheduling for the deal- 
er in using the kit. For instance the 
calendar introduces the heating sea 
son by saying: “Standard’s 800-line ’ 
introductory ad runs this week.” It 
also points out that 24-sheet posters 
plus taxi cards in major cities, back 
up the dealer during September. 

In the kit are sample ads that tie-in 
with the theme and the dealer is di 
rected to the local newspaper’s ad 
manager who will schedule ads on the e 
same pages in the same issues as the a 
supplier’s ads. Standard is taking space 
in more than 100 papers in the North a 
west. The calendar points out that no a 
Standard ad is scheduled for the fol t! 
lowing week and suggests that the n 
dealer run a cooperative ad. News y 
paper mats are provided for this pur 






















pose. Each ad has the headline “Stop le 
Winter Cold.” h 
The company is sponsoring the hour’ al 
long television show, “Waterfront,” 
on two stations, This weekly drama g 
stars Preston Foster, and during the 0 
four-month promotion the end com f 
mercial will be devoted to heating oils p 
The calendar points out that radio p 
and television reach a lot of people n 
Ce and the dealer might be wise to T 
a some of his budget in these medi. b 
se Special TV spots have been included 
ye and the company has prepared slides 0 
and scripts that are available to dealers. tl 





Radio spots are also in the kit. 
A large button inscribed You 
Housewarmer” is available to drivers 
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and salesmen, and the calendar re- 
minds the dealer this is a calling card. 

A good number of direct mailing 
pieces are included in the kit, and they 
all play up the HOUSEWARMER theme. 
Some of the statement stuffers and 
passout folders are shown in the panels 
on these pages. 

The statement stuffers are keyed to 
the billboard 24-sheet poster on dis- 
play for the month, The calendar re- 
minds the dealer to use the stuffer 
stressing “modern heat” in Septem- 
ber; “low cost heat” in October; 
“clean heat” in November; and “safe 
heat” in December. There is room on 


from your 


Houseulanmen 








each folder for the dealer imprint, 
address and telephone number. 

For salesmen passout folders are 
available to be given out when calls 
are made. And the calendar nudges 
the dealer with the suggestion, “Why 
not get on the phone this week with 
your hot-prospect list?” 

It also suggests that the folders be 
left with customers after their tanks 
have been filled. “—let ‘em know 
about your services and products.” 

As a friendly gesture Standard sug: 
gests that the dealer send new home- 
owners and newly-weds the double- 
folded horseshoe mailer shown on this 
page. The dealer can add to his pros- 
pect file all year long by checking the 
Newspapers, City Clerk’s office or 
Town Hall for new families, new 
building permits, and real estate sales. 

The horseshoe can either be mailed 
or passed out and the calendar reminds 
the dealer that new homeowners can 
result in new customers, A follow-up 
with Phone or personal call is a good 
idea the calendar suggests. 







STOP WINTER Cur, 


with your Housewarmer’s Safe Oil Heat 


Do you have a 


MODEL T HEATING PLANT? 













Just like anything else, oil burners are bound to show 
wear after years of faithful service. So it may be time 
to look into a modern, automatic oil burner. You'll find 
it practically pays for itself with the money it saves you ¢ 


Millions of users know modern automatic oil heot is an 
investment that pays big dividends in unequalled com- 
fort, cleanli and y. As your Stondard Heat- 
ing Oil Housewarmer, we've had years of experience 
with oil heating equipment. So give us a call and we'll 
help you improve the heating plant in your home! 













Home building Revolution 


Oilheating’s Problem for the Future is selling its Benefits to the home building Industry 


by 
Selvage, Lee & Chase* 


A REVOLUTION HAS occurred so 
rapidly in home building that 
even some who sell materials to home 
builders scarcely realize it. 

Our founding fathers brought to 
America home building styles and tech- 
niques rooted deeply in the craft tradi- 
tion of Western Europe. First they 
built houses reminiscent of England, 
France and Spain. As their children 
moved westward the craft tradition 
followed. It was first seen in the native 
log cabins, then in Greek revival man- 
sions, later in Gothic homes, and still 
later in the many revivals of the early 
years of this century. 

In the last two decades home build- 
ing has shown a trend and a change un- 
related to architectural style but tied 
to the over-all industrialization of the 
United States. House building has be- 


come an eleven billion dollar industry! 


Three milestones mark the transi- 
tion. First, the establishment of FHA 
in 1934, and its decision to make ad- 
vance commitments beginning in 1937. 
Second, the organization of the Na- 
tional Association of Home Builders in 
1942. (NAHB now has 30,000 mem- 
bers.) And third, the acute post war 


*Public relations counsel, New York. 
This firm has been exploring the oilheating 
market for National Oil Heat Council, N. Y. 
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housing shortage. After the war, when 
it became possible to build houses to 
meet the demand, home building for 
the first time in history went into large 
scale production of homes before sale. 

Home building, having taken this 
momentous step, has finally left behind 
the craft tradition and become a mod- 
ern industry. The image of a home 
builder as a man in overalls, with nails 
in his mouth and probably a foreign 
accent, is no longer valid. Today’s 
builder is a business man skilled pri- 
marily in administration, finance, pro- 
duction and merchandising. 

The correct image today is of a busi- 
ness executive who starts with a suit- 
able acreage, hires the help of skilled 
architects, negotiates favorable financ- 
ing, chooses materials and products 
with an eye to sales appeal as well as 
cost, and schedules production eff- 
ciently. He builds houses in groups on 
adjoining lots—about 25 a year on the 
average. 

These merchant builders of five or 
more homes per year constitute only 
19% of all builders in the industry, 
but they put up 78% of all profession- 
ally built houses in the United States. 

The formerly dominant carpenter 
builder, putting up one to four houses 
a year, still makes up 81% of the 
builders in America but he accounts for 
only 22% of the houses. 

Four kinds of builders are operating 
today: the custom builder, small build- 


er, medium size builder and the large 
builder. They are not related so much 
to the number of houses built as to 
basic concepts of business manage: 
ment. 

The custom builder is one who 
builds a particular house for a certain 
family, usually according to plans de- 
veloped by an architect. Custom built 
homes are less than 20% of the whole, 
but they are important beyond their 
numbers because of their influence on 
the rest of the housing industry. They 
often set the pace in new ideas, ma 
terials and equipment, including heat: 
ing—and these soon become the selling 
features for the merchant builders 
homes. 

The small builder produces about 
22% of new homes, His small opera’ 
tion typically is a matter of his own 
choice and is related more to his way 
of doing business and his own ideas of 
management than to the number of 
homes he puts up each year, He plans 
on a small scale, as a rule, and is a man 
who takes pride in craftsmanship, likes 
to work with tools and materials, and 
has no urge to build up a large operé 
tion. 

The small builder is not an innove 
tor or experimenter. He takes his m 
terials from the local dealer's stock and 
within this limited scope does somé 
picking and choosing. 

The medium size builder is so labeled 
because of his approach to busines 
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management. Typically the business is 
a partnership in which construction 
problems have been separated from fi- 
nance, with a partner specializing in 
each. Such firms normally have part- 
time accounting and clerical help. 

The large builder, again so-called be- 
cause of his concept of management, is 
a fully staffed corporate enterprise. 
Specialists are employed, as a rule, for 
land operations, selection of materials 
and construction, financing, adminis- 
tration, labor and sales. The largest 
have their own architectural design de- 
partments or use the services of the 
best architects to be had. 

The above left table from the 
Bureau of Labor Statistics gives the 
best available data on groups of build- 
ers by sizes, 

As has happened in other crafts 
when they have become true indus- 
tries, about 5% of the builders account 
for half or more of the houses. 

Oilheating’s big volume target in the 
new housing field is vastly different to- 
day from what it was at the time most 
oilburners were designed. 

To hit this changed target, oil heat 
must aim carefully and use the right 
ammunition. The latter means hard 
selling of present equipment and some 
financing plan which will make the 
builder’s cost for oilburners more near- 
ly competitive with gas. And while this 
is going on with the aid of intensive 
advertising and publicity, oil heat 
product research should be pushed by 
every possible means keyed to provable 
housing trends or needs in terms of sav- 
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ing usable floor space, lowering cost, 
and improving performance—all of 
which merchant builders are seeking. 
The remodeling market is today 
about one-tenth the size of the new 
home construction market. The De- 
partment of Commerce estimates that 
four and a half billion dollars are spent 
annually for alterations, additions, re- 
pairs and maintenance, But only about 
one billion of this goes for true mod- 
ernization, the remainder being spent 
for routine maintenance and repair, A 
change is coming fast, however. 


The leading merchant builders have, 
within the past year, gone into the re- 
modeling business. The same men who 
transformed home building from a craft 
to an industry after World War II are 
now out to modernize the nearly 50 
million existing homes. This includes 
conserving the older but structurally 
sound houses and rehabilitation of city 
slum areas. 

The importance of this development 
to oil heat is, of course, the matter of 
conversion from coal to oil or gas and 
from older oilburners to either new 
ones or gas. The rate of conversion will 
more than likely be accelerated beyond 
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anything we have seen before. And, 
ominously for oil heat, the most influ- 
ential factors in deciding for or against 
oil heat will again be the merchant 
builders—the same persons who are 
choosing more lower cost gas burner 
units over oil for new homes. 


The National Association of Home 
Builders recently forecast a potential 
demand for from 1,000,000 to 1,200,- 
000 new houses each year until 1960. 
At that time the demand is expected to 
rise sharply due to a high family for- 
mation rate resulting from the large 
number of so-called “war babies.” Ap- 
proximately five-eighths of the more 
than a million houses needed will be 
for new family formation. The re- 
mainder will be needed to replace 
houses destroyed by natural phenome- 
na, demolition, migration of families, 
undoubling and outgrowing present 
facilities, About 200,000 of the 1,200,- 
000 are expected to be well designed, 
well built small houses for lower in- 
come families. 

In addition to the new houses, 
NAHB estimates the potential market 
for remodeled houses put into new 
house condition at about a quarter of 
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a million. At least a half million other 
existing houses will be rehabilitated 
through the several types of slum re- 
habilitation and slum clearance plans. 

In 1948 the area of the average 
house was 720 square feet. By 1950 it 
was up to 980 square feet, Evidence 
gathered by the National Association 
of Home Builders indicates the average 
house in 1954 will have more than 
1,200 square feet. 

Only five to six years ago, two-thirds 
of the houses had two bedrooms and 
only one-third had three or more bed- 
rooms, In 1952 this one-third had risen 
to 37% and this year 65% are expected 
to have three bedrooms or more. In 
fact, a trend toward four bedroom 
houses has already set in. 

About 88% of today’s new houses 
have one story. Only 12% are one and 
a half or two stories. 

Of special significance to oilheating 
is the fact that about two-thirds of the 
new houses are being built without 
basements. Of this 66% without base- 
ments, one-half, or 33% of the total, 
are built on concrete slabs. Again, this 
means a strong demand for space-sav- 
ing heating systems at low cost. 

The rural market potential for auto- 
matic central heating has gone up un- 
der electrification. The NAHB believes 
it is safe to say that 100% of the new 
urban and rural non-farm housing is 
supplied with electricity. And many 
more farm homes are electrified now, 
making them prospects for central 
automatic oilheating. 
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Oil heat’s 


must, of course, include the farm audi- 


promotional program 
ence as well as the urban. 

But of the greatest fundamental im- 
portance is first to recognize the new 
influences in home building and then 
to direct sales efforts to all the groups 
concerned. The revolution in home 
building, as previously described, has 
the vast bulk of new homes being built 
for an unknown customer. In the past 
the known owner, his architect and the 
builder jointly designed the typical 
house before it was built and before it 
was financed. Appraisal and lending 
and promotion policies developed on 
that pattern, The pattern is radically 
altered today with 80% of all houses 





mass built and sold like “merchandise 
on the shelf.” All appraisal and lend. 
ing policies, as well as oil heat promo 
tion programs, must change to meet the 
new conditions. Some already have, 

But not all appraisers have recog: 
nized the value, and the increased cost, 
of the materials and equipment mer- 
chant builders must put into today’s 
homes if they are to sell them promptly 
on completion. The housing shortage is 
over. The builders must persuade peo- 
ple to move from their present homes 
into new houses. The new _ houses 
would be better houses with more 
space, better design, the best in heating 
and cooling equipment and, in general, 
more livability. But if the builder finds 
that the appraiser for his mortgage 
lender, or the Federal Housing Admin- 
istration, or the Veterans’ Administra’ 
tion, does not reflect in his appraisal all 
of the increased cost of these improve: 
ments, then the builder knows that the 
down payment will have to be higher 
and that means increased sales resist’ 
ance. 

As in the case of appliances, auto’ 
mobiles and furniture, relatively small 
increases in down payments immedi’ 
ately restrict the market. The builder 
may reason that he should put ina 
higher cost oilheating and cooling sys 
tem, that his customer needs and should 
have it; but if his lending institution 
will not include it in the loan value, 
his market will be restricted and the 


(Please turn to page 157) 
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Listen -- and learn 





How to make sure that Prospects pay attention to your sales Presentations 


by 
R. M. Marberry 


T's sAD but true! Most people just 
I aren't good listeners! 

How often do people say to you, 
“What was that you said?” or “I'm 
sorry, but I didn’t hear you” or 
“Would you mind repeating that, 
please?” On other occasions the other 
fellow doesn’t ask you to repeat, but 
you know from the blank expression 
on his face that every word you said 
went in one ear and out the other with- 
out making the slightest impression. 
All of which is rough on closing sales. 

There are all sorts of evidences that 
listening is becoming a lost art in this 
noisy, word-lathered age. 

Nowadays, many people habitually 
preface an important sales or conver- 
sational point with “Listen!” or 
“Look!” or “Get this!” Consciously or 
unconsciously, they realize that the 
other fellow is listening with only one 
ear, so they give him a verbal jab— 
a verbal kick in the shins—to bring his 
listening up to a higher, more atten- 
tive level. Like chalking a billiard cue 
before making a critical shot. 

Very often the speaker will make a 
physical listening demand by tapping 
the other fellow on the chest, or mov- 
ing around in front of his gaze when 
it has wandered away. 

In the Navy, announcements over 
the bull-horn are prefaced with “Now, 
hear this!” 

All this is despite the fact that most 
listeners’ hearing is excellent. 

Take you. How well do you listen? 
When you hear a sermon in church, a 
talk at Rotary or at a sales meeting, 
or an address at a political rally, how 
often do the speaker’s words assault 
your eardrums without making the 
slightest dent on your mind? How 
often do you come to with a start and 
ask yourself, “What's all the applause 
(or laughter) about? Say, I'd better 
pay closer attention to what that guy 
'$ Saying,” 

It is relatively easy to lead an oil- 


a 


heating prospect to a seat, but it isn’t 
easy to make him listen to our sales 
story—and, as dealers and salesmen of 
oilheating equipment, we should know 
the reasons for this and do something 
about it. 

The big reason for low-level listen- 


ing is the fact that the words I, me and. 


mine are to prospects—and to us and 
everyone—the most important words 
in the English language. Our personal 
situations and problems transcend all 
others in importance. The speaker at a 
gathering may be talking about the sal- 
vation of our souls, communist infiltra- 
tion, or Patagonian culture, all of which 
are broadly important, But the subject 
standing in the wings of our mind, 
ready to step out into the spotlight 
when the speaker eases up even a little 
bit, is why we are hooking our drives, 
what to do about serviceman Joe who 
has been goofing off lately, or whether 
the sore back we had yesterday is a 
symptom of something serious. 

And so it is in face-to-face selling. 
We may be talking to a prospect about 
an important feature, benefit or advan- 
tage, and the prospect may appear to 
be listening to us very attentively, but 
in the back of his mind are personal 
matters clamoring for attention—and 
which will get attention if we fail to 
establish and maintain prior claim. 

How can we make prospects listen 
with all their attention and under- 
stand what we say? There are a num- 
ber of ways, all familiar to successful 
salesmen. 

Speak slowly and distinctly. Don’t 
be a verbal machine-gun and don’t 





speak through a wad of cotton. When 
a person has to strain to hear you, he 
has to strain to understand you, and 
no one can endure this hearing-under- 
standing strain very long. Naturally, 
you should use simple, easy-to-under- 
stand words. 

Talk directly at the prospect. Don’t 
talk to the floor, ceiling or a corner 
of the room. Aim your body, face and 
eyes at him, aim your words at him, 
and aim your entire personality at him. 
Be a human magnet that compels his 
attention and therefore his listening 
and comprehension. 

Talk to him in terms of you and 
yours. You understand, You agree. 
Your comfort. Your family’s health. 
Your money. That’s what he is inter- 
ested in—the comfort, convenience, 
cleanliness, savings and dependability 
he and his family will enjoy—not bene- 
fits and advantages in the abstract as 
enjoyed by everybody. Direct a barrage 
of you’s and your’s at him—and at 
Mrs. Prospect too, naturally—and 
you'll hold back the I’s, me’s and mine’s 
hovering in the wings of his attention. 

Gesture. Not constantly, but enough 
to physically punctuate your words 
and hold his visual attention and the 
listening attention that goes with it. 

Use sales aids—portfolios, photo- 
graphs and demonstrators, Seeing is al- 
ways more interesting than listening, 
and a person understands more rapidly 
and completely when he sees as com- 
pared with when he hears (which is 
why we would show a savage how to 
put on a coat or tie his shoe-laces in- 
stead of telling him how). Words must 
always be used in selling—they are a 
salesman’s principal stock in trade— 
but it is fatal to depend upon words 
alone. 

Dramatize ‘your points. Clothe them 
with color and romance, Give them a 
new, attention-compelling twist. Ex- 
amples, highly condensed. 

“You will enjoy the amazing quiet- 
ness of this burner, Mr, Prospect. Even 
though you have a warm air heating 
system that telegraphs sound, you'll 
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have to listen hard to hear your burner 
operate. Do you hear your electric re- 
frigerator when it operates? No? I 
didn’t think so. Well, the average re- 
frigerator produces 17 decibels of 
sound—you know, of course, what a 
decibel is. And the remarkable thing is, 
this precision-built burner that will 
bring so much comfort and convenience 
into your home produces by actual test 
only 14 decibels in operation. This is 
a photograph of the decibel meter we 
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\\ 

\\\ 
used in making our tests. Isn’t that the 
superlative quietness you want and will 
insist on in the burner you select to 
heat your home, Mr. Prospect?” 

Notice the you’s and your’s and the 
POWER words in the foregoing. 

“Another thing you will enjoy, Mr. 
Prospect, is pride of ownership. I have 
observed that you have a Famous Name 
automobile, Famous Name refrigerator 
and Famous Name television set. I am 
sure you selected them not only because 
they are top values, but also because 
they carry trade names people know 
and respect—trade names that label 
you as having good buying judgment. 
It will be the same with your Famous 
Name oilburner. When you are enter- 
taining in your game room and your 
friends see your Famous Name oil- 
burner, you will take pardonable pride 
in their awareness that you also de- 
manded the best in an oilburner to heat 
your home.” 

It isn’t difficult to make people lis 
ten, but always keep in mind that they 
must be made to listen. No one listens 
because he should. Not very long, at 
least. The human animal simply isn’t 
made that way, He listens because the 
speaker causes him to listen through 
the use of devices. 

Think of the most interesting pub- 
lic speaker you’ve ever heard and you'll 
agree that the techniques he used cap- 
tured and held your attention as much 
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if not more than the plain, unadorned 
content of his talk. 


There is one more technique good 
salesmen use. It is this: Let the prospect 
talk and, when he does, LISTEN! Lis- 
ten to him with every fiber of your 
being. 

Prospects do want to talk and be 
understood. If you have done a half- 
way decent selling job, their minds are 
bubbling with thoughts, ideas, prob- 
lems and questions related to your 
proposition. And if they are refused 
an opportunity to give vent to them, 
to do some talking themselves, their lis- 
tening tapers off, their attention wan- 
ders, and soon you could be talking 
to a stump for all the good it is doing 
you. 

Listening not only is good business, 
but also is big business. Doctors, psy- 
chiatrists, clergymen, social workers 
and others earn millions of dollars just 
listening to people. There is even a 
comic strip character who advertises, 
“Troubles listened to— $2.00 per 
hour.” 

Why should you, the salesman, lis- 
ten?—and after that, how should you 
listen? 

First is the fact that listening to the 
prospect insures that he will listen to 
you. As you tell your sales story, ques- 
tions and problems build up in the 
prospect’s mind, And if he is not given 
an opportunity to relieve himself of 
them, they build up to the point where 
they block out the ideas and informa- 
tion you are trying to get across to 
him. 

Perhaps you have sat in an audience 
and listened to a talk you did not fully 
understand and have said to yourself, 
“If only I could ask one simple ques- 
tion right now, the whole thing would 
be cleared up for me.” But you couldn't 
ask the question and get an answer to 
it, and a few minutes later you were 
thinking of your I’s, me’s and mine’s 
instead of what the speaker was saying. 

Many salesmen are penalized by the 
mistaken idea that the prime requisite 
of effective salesmanship is overwhelm- 
ing the prospect with an unceasing tor- 
rent of words. Good salesmen do plenty 
of talking, but they tap in from time 
to time to find out whether there is a 
question, or whether there is some item 
of information the prospect wants to 
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volunteer, A few tap-in examples are: 
“Do you not agree that is so, Mr, Pros. 
pect?”; and “Have I made that suff. 
ciently clear?”; and “Isn’t that in line 
with your experience?” 

Moreover, listening to the prospect 
is “common courtesy.” For example, if 
the prospect should say, “I have a 
friend who thinks that oilburners are 
noisy. He said. . .”, and if you should 
immediately interrupt with, “But that 
isn't so and I'll tell you why,” what 
do you think the prospect's reaction 
would be? Very likely he would say 
to himself, “Oh, nuts! I can’t get a 
word in edgewise with this so-and-so! 
To hell with him!” 

The second reason for listening to 
the prospect, and by far the most im- 
portant reason, is this: He will tell you 
how he wants to be sold. Directly or 
indirectly, he will tell you what he 
fears, wants and likes most in an oil- 
burner, and which “hot buttons” you 
should press hardest to close the sale. 

Examples, with the prospect talking 
and you listening and making mental 
notes: 





‘Are you sure it won't cost a lot to 
maintain?” (An objection that will 
have to be erased). 

“A friend of mind said I ought to 
have a different type of burner for my 
type of heating plant.” (A “friend,” 
or competition? At any rate, explana 
tion is needed). 

“Yes, but I don’t see how that fea 
ture makes the burner more efficient.” 
(I'll have to go back over this point). 

“That user you mentioned a moment 
ago. Did you say his darkroom cost 
him only $200.00?” (A “hot button?’) 

“There are a lot of other things ¥¢ 
should buy before an_ oilburner. 
(More benefits-selling needed). 

“ “Do you think my present piping 
system is all right as it is?” (A hard” 
(Please turn to page 160) 
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Add NEW Dispersant FO 


(FURNACE OIL GUM DISPERSANT) 


YOU'LL GET MORE 9 —s@ your heating oil! 
BUSINESS WITH AN testes ersuenas titer sree 
q ’ INHIBITED FURNACE Oil Inhibits rust in storage tanks and lines 


Eliminates many costly home service calls 








Easy to add at any temperature—in 
storage or truck tank 


Economical —1 pint/1000 gallons 
of oil stock 





Here’s a way to beat the competition in your selling area. With new 
liquid Dispersant FO in your home heating stock, consumers will 
prefer your product, and your service calls will be greatly reduced- 
Oronite’s new Furnace Oil Additive will keep home heating systems 
clean and trouble free by checking the formation of screen-clogging 


gums and by inhibiting rust and corrosion in tanks and pipes. 


Dispersant FO is easily added to your storage tank or when filling 
your truck tank. It is also economical to use—just 1 pint to every 
1000 gallons of burner stock. 


Write or phone the Oronite office nearest you 


for complete information 


COMPANY 


ORONITE CHEMICAL COMPANY 
200 Bush St., San Francisco 20, Calif. « 714 W. Olympic Bivd., Los Angeles 15, Calif. 
30 Rockefeller Plaza, New York 20,N.Y.+* 20 North Wacker Drive, Chicago 6, Ill. 
Mercantile Securities Building, Dallas 1, Texas 
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by 
Jean L. Dupuis 


= How to avoid errors on 
commercial Installations 


Poorly planned new Jobs have same Shortcomings as old Jobs that perform poorly 


He should make a point of avoiding 
the errors often made when small- 
burner experts install their first big 


The following points are aimed pri 


marily to help domestic oilburner men 
avoid errors when they first work on 
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jain AT DOMESTIC OILBURN- burners, Service experts should know commercial-industrial installations that  ¢ 
ERS tend to make certain errors ll about these errors, which result use Nos. 5 and 6 fueloils, These points 
when they first advance into the field from trying to apply small-burner ex- may be interesting, in addition, to 
of commercial-industrial oilburners. perience to laying out big jobs that use dyed-in-the-wool enthusiasts for big 
That holds true for dealers planning _ heavy fueloil, because in servicing com- burners who want to check their ex- 
their first installations for Nos. 5 and6 —_ mercial-industrial installations a serv’ _ periences and installation and service 

fueloils, after years of installing only iceman often has to cope with oil- practices against those listed here. 

burners that use the light, domestic | burner misbehavior that’s the result of 1, FULL-SIZE OIL LINES? If, for ex: 
fueloils. It holds true also for service’ errors in the layout of the equipment. ample, a job using No. 6 oil should 
men experienced in pressure burners, That is, many big installations per- have 2” suction and return lines, make 
for example, and trying to repair and _ forming poorly can be made right only _ these lines the full 2” size right up to 
tune up horizontal rotary cup burners __ by eliminating flaws and shortcomings the points at which they connect to 
for the first time, which are in the installations because __ the oilburner or its close-by specialty 
Experts on commercial and indus- they were planned by men who do not _ fittings. Avoid the error made by one 
trial burners use many installation and know commercial-industrial practices. _ installer. He provided 2” suction and 
service procedures distinctly different | To end trouble which is the result of return lines outside the boiler room, 
from the procedures needed for do’ __ poor planning of an installation, a serv- _ but reduced the size to 1%” within the 
mestic burners. ice expert must know much about __ boiler room, reasoning he could do this 
The pressure burner specialist should proper engineering of new installa’ because the burner (which would fire 
learn the earmarks of a good commer- __ tions—proper layouts for fireboxes, 40 gph of No. 6 oil to carry its steam 
cial installation before he undertakes wiring and controls, oil piping, and _—_ load) had hinge connections for only 
to plan the details of an installation everything else that must be correct for 3%” suction and return lines, The 45 
that will use No. 5 or No. 6 fueloil. | burners to perform as they should. ft. runs of 14%4” pipe in the boiler 
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drawing, which have automatic, pump-equipped horizontal 
rotary cup burners and use fueloil that must be preheated, 
need fireboxes designed by experts. Notice both the suctio 
line and return line extend down to the bottom of the fuer 
oil tank, terminate in a suction bell. Draft regulator 
ample size, and sump pump to keep burner pit dry, 
earmarks of many thoroughly good installations. 
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Oilheating dealers, salesmen, installation men, and service- 
men naturally advance into commercial-industrial oilburner 
installations after mastering the technicalities of domestic 
installations. Success depends on more than simply install- 
ing bigger burners, tanks, fireboxes, oil lines, and electric 
lines—for problems not known in domestic oilheating must 
be faced on heavy-oil installations. Jobs of the type in this 
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Unique flame-sensitive CELL — 


Amazingly compact ScANNER 


Why fireye is the standard... 


for flame failure protection and automatic 
programming of industrial oil burners. 


Pa: sealed, lifetime construction — cuts installation costs — screws 

rk on never wears out. Sees through on end of 12” pipe. Single 

s that dit, soot, smoke. scanner detects both pilot and 
moin flames. 
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ps 9 out of 10 new package burners are Fireye FP-2 

n and equipped. Ruggedness and performance features 

room, brought about this overwhelming acceptance... 

‘in the and they’‘Il make a hit with you too! 

Jo this Proved in 50,000 installations, the FP-2 Control 

Id fir provides safe programming for any burner appli- 

steam cation —is easy to install and service — gives 

r only long-time dependability with minimum mainte- 

he 45 nance. Components are of superior industrial 

boiler quality — withstand moisture, vibration, high tem- 
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perature — give continuous peak performance. 
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Precision assembled TIMER = Laminated core Master Retay 
Map-action cam contacts — has vacuum impregnated coil, 
straight phospher bronze leaves electrolytic fine silver contacts 
thot never need adjustment. with extra-heavy contact pres- 
sy-to-read dial indicates pro- sures. Built to outlast the burner 
gramming sequence. installation. 









Readily accessible TERMINAL Piuc-IN CHassis removes in 






















Panet — clearly marked termi- seconds without disturbing wir 
nals for easy wiring — ample ing — simplifies installation, 
trough space. Allows for extra maintenance, replacement, 
operating controls and alarms. Husky guide pins, self-aligning 


sockets insure reliable contact. 





Every unit is cycle-tested equivalent to one month's 
operation before leaving the factory. 


A single, compact scanner provides positive flame 
failure protection through electronic supervision 
of both pilot and main flames. Never wears out. 
Can be used with combination oil/gas burners 
too, because it sees all flame! 


From every angle, Fireye FP-2 is designed and 
built to save you time and trouble. Write today 
for full information. Combustion Control Division, 
Electronics Corporation of America, Dept. C20-10, 
718 Beacon St., Boston, Mass. 


FIRST AND FOREMOST IN INSTANT 
FLAME FAILURE PROTECTION 








Fak TORY MUTUAL 



















Convenient Test Jacks permit Factory Mutuat and UNoerR- 
use of inexpensive DC voltmeter WRITERS’ LABORATORIES approve 
for complete system check with- al attest to excellence of design 
out interrupting operation. and ruggedness. Accepted by 





all industrial insurance organi- 
zations and the U.S. Navy. 
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room resulted in excessive suction-line 
vacuum and excessive return-line back 
pressure. The burner ran properly only 
after the undersize suction and return 
lines in the boiler room were replaced 
by 2” pipe. In the field of burners for 
heavy fueloils, the size of the pipe con- 
nections of the burner gives no cue 
what-so-ever as to the proper size of 
the suction and return lines. 


. . » « Avoiding Errors on commercial Jobs 


2. PROPER OIL-LINE VALVING? To 
permit easy air-pressure testing of the 
part of the suction line that’s inside 
the boiler room, install a shut-off valve 
in the suction line near the point at 
which the line enters the boiler room. 
At the input side of the suction-line 
strainer (which should be located as 
close to the oilburner as is feasible) 
install a shut-off valve for use when 
the strainer needs cleaning, also for use 
in testing the oilburner pump to find 
out the maximum vacuum it can de- 
velop. This valve can be globe-type; 
to play safe against its restricting the 

































DO YOU INSTALL 
INDUSTRIAL LIGHT OIL BURNERS? 


Up To 35 gallons of oil per hour 


A wise dealer AVOIDS taking chances by careful installation 
planning—and choosing good equipment. | 


Don’t guess—CHOOSE a Weatherall Industrial light oil burner 
—and GET these ADDED FEATURES. 





Smooth LOW FIRE start 
Positive HIGH FIRE operation 


Modern and foolproof control 
systems 


Electric solenoid oil valves 

No secondary air required 
Complete combustion—High CO, 
Simple and Easy installations 


Minimum service expense 











WEATHERALL Industrial light Oil Burners are specified when 
dependable, service free operation is required—for schools, 
hospitals, institutions, office buldings, factories, garages and 
greenhouses. 


MAIL TODAY 


CONVERSION BURNERS | TO: WEATHERALL ENGINEERS, INC. 
up to 35 GPH | 478 Smithfield Avenue 


| Providence 4, R. I. 
DIRECT FIRED HEATERS | Please send me the complete information 


Hi-boy, Lo-boy, suspended | on Weatherall heating equipment. 
80,000 to 5,000,000 B.T.U. | 





| NAME as Pah an sist aoe See 

BOILER-BURNER UNITS i ica 
wage EG headend ee 
water—510 to 4800 ft. Ae me ree 
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flow of fueloil, you can use a valve 
one pipe size larger than the pipe. 
opening size of the suction-line strain- 
er. These ideas apply to burners hay- 
ing integral fueloil pumps, but can be 
adapted to no-pump burners given oil 
by auxiliary: pump sets. To play safe 
against oilburners and pump sets being 
damaged as the result of running them 
with return-line valves wrongly closed, 
many installers of big burners provide 
no shut-off valves in return lines—in- 
stall check valves instead. Proper valy- 
ing of big jobs includes providing anti- 
siphon valves in suction lines—where 
fueloil stored in tanks is higher than 
the level of burners with the result that 
in case of a break in an oil line hun 
dreds of gallons of fueloil may siphon 
from the tanks to the boiler rooms, If 
up to now you have not done this, find 
out the full story of why anti-siphon 
valves are needed for jobs having fuel- 
oil storage tanks located higher than 
oilburners. 


Locating air Leaks 


3. PRESSURE-TESTING OF OIL LINES? 
Domestic oilburner specialists, particu- 
larly those who usually use copper tub- 
ing for oil lines and who work mainly 
on inside-tank jobs, generally know 
little about pressure-testing of fueloil 
lines, Entering into commercial-indus- 
trial burner work, these specialists 
should learn about using pumps and 
air pressure to ascertain if oil lines have 
leaks, Air leaks are important on big 
jobs because screwed-joint suction lines 
of relatively large size are used, and 
because suction-line leaks are an im’ 
portant cause of trouble, Many big 
burners have suction lines that work 
under 20” vacuum at times—light-oil 
burners do not involve such high vacw 
um. After installing the oil lines for a 
new installation, certain commercial 
industrial burner men use 100 lbs. aif 
pressure to test the lines for leaks 
Such air-pressure testing is excellent 
practice and is strongly recommended 
to domestic oilburner dealers installing 
their first commercial-industrial burm 
ers. Plug or cap both ends of a new 
suction line, Use a hand pump, or bet’ 
ter still a motor-driven compressor, 
put 100 Ibs. air pressure on the line 
The line passes the test if the pressufe 
is above 90 Ibs. at the end of eight 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Industrial 
Ovens 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-flow Switch protects against 
opening of fuel valve until fan is up to 

Insures purging of furnace before fuel valve opens. 
Closes fuel valve if fan slows up or stops. Flashes 


danger signal if fan or fuel stops. Safeguards agamast 
danger from gas fuel failure when used in connection 
with safety shut-off valve. 


Theusands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 
CIRCULAR | 








8 E. Baltimere Detroit 2, Mich. 








PREFERRED 


INDUSTRIAL 
ANTI-SYPHON VALVES 





Non-Adjustable Angle Type 
Heavy Bronze Construction 


A COMPLETE LINE 
TYPE A—1%4” to 3”. Maxi- 
mum capacity to 1000 G.P.H., 
even with #6 oil, 

TYPE B—34” and 1”. Maxi- 
mum capacity to 100 G.P.H., 
for #1 to 5 ol. 

TYPE C—%” and %”. Maxi- 


Sete capacity to 30 G.P.H. of 
#1 and #3 oil. 













depreved ine ihienttaed! 
Laboratories, Inc. 


PREFERRED UTILITIES. MFG. CORP. 


AU Cept. OK-2 NEW YORK 23,N. Y. 
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INDUCED DRAFT SYSTEMS 
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SELECTED STARTING DRAFT! 


A Draft Inducer is designed to provide a constant draft 
supply for maximum stack requirements. Without 
proper controls, it delivers maximum draft at all times. 
But under some conditions, this maximum draft needs 
correction—in particular during initial light off, 
whether on low-fire start, “high-low” burners or modu- 
lating burners, where excessive draft often causes 
starting failure or re-cycling. 


ascents DAMPER CONTROL 


provides the 
4 CONTROL FEATURES 
essential to safe 
efficient operation 
of 
INDUCED DRAFT 
SYSTEMS 











USTARTING DRAFT SELECTOR—providing pre-determined 
optimum draft for smooth, safe, ignition. When igni- 
tion is completed, damper control goes to full, auto- 
matic draft regulation. 

AUTOMATIC DRAFT MODULATION—maintaining ideal 
draft for proper combustion under varying firing rates 
and stack conditions. 

AUTOMATIC SEQUENCE OPERATION—providing proper 
draft for all phases of firing cycle, with proper shut-off 
of draft during “off” periods. 

LOW DRAFT CUT-OFF—providing the safety of an integral 
minimum draft switch that shuts down firing at unsafe 
low draft limits. Time-delay feature prevents nuisance 
shut-downs due to momentary puffs. 


Cnty aa wing 1 CONTROL 


iri for it information. 


The CFE line includes damper con- 
trols, steam controls, electronic smoke 
detector control units, draft, air pres- 
sure and five temperature gages. 


CLEVELAND Fue. 
Equipment ComPANY 


1111 Brookpark Road, Cleveland, Ohio 
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PUMPS an 
SEPARATORS 


for oil burner service 


Direct Drive for 
#1 to #5 oils inclusive 
Ask for bulletin A-1330 

















oe % gs © & 
Reduction Drive 


for heavy oil 
Ask for Bulletin No. A-1193 


e@e3 ®@ 
Single and Duplex 
Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacement 
costs entirely. 


Ask for Bulletin 
No, A-1214 







Single 


Duplex 






for bulk station service 


Direct Drive 













For exclusive use with 
Light oils and Solvents 
Ask for Bulletin No. A-1267 


Interchangeable Service 
Both light and heavy oils— 
tank truck and bulk station 
Ask for Bulletin No. A-1366 





NKRAISSL® 


295 WILLIAMS AVE., HACKENSACK, N. J. 
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|hours. Test the return line similarly. 
| For best testing, do not put fueloil into 
lines before pressure testing them. 

4. ADEQUATE SUCTION-LINE STRAIN- 
| ER? Because the strainer of a commer- 
| cial-industrial job needs much more 
| attention than the strainer of a domes- 
'tic job, make certain to install a suc- 

tion-line strainer of adequate size and 
‘of design that permits easy cleaning 
/using only small tools. Strainers of 
| many big jobs need once-a-week clean- 
|ing. Provide a spare basket for a 
| suction-line strainer, Then a clean bas- 
ket can be substituted quickly for a 
|dirty basket. Maintenance men and 


} 


| superintendents who tend to strainers 
| appreciate this nicety. 


Include a Vacuum Gage 


5. SUCTION-LINE VACUUM GAGE? 
| Years ago a certain domestic pressure 
burner came equipped with a vacuum 
gage, but it was exceptional. Today 
you can look over hundreds of domes 
tic burner installations without ever 
seeing a vacuum gage. But to make cer- 
tain the big installation you are plan- 
ning is complete, provide it with a 
suction-line vacuum gage. The gage 
should be at the output side of the 
suction-line strainer, as close as pos- 
sible to the burner’s suction-line pipe 
connection, With the burner running 
in its usual manner, the vacuum gage 
reports on how much vacuum the 
| burner’s pump must develop to draw 
oil from the storage tank, The gage in- 
dicates unusual difficulty in sucking 
oil to the burner—it may, for example, 
give a reading of 22” because the 
suction-line strainer needs cleaning, 
whereas usually it reads from 10” to 
15”, Run the burner motor with the 
suction-line hand-valve tight closed 
(keep the firing door open to play 
safe) and the vacuum gage will indi- 
cate the maximum vacuum the pump 
in the burner can develop. A reading 
of 25” to 27”, as a result of this test, 
proves the burner’s pump is in excel- 
lent condition—you can’t blame the 
pump for any difficulties you are hav- 
ing with the burner. 

6. ADEQUATE DRAFT REGULATOR? 
Pitifully undersize barometric draft 
regulators are found on many commer- 
cial oilburner installations. For exam- 





ple, one job has a square smoke breech- 
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ing 20” x 20”, area 400 sq. in., but the 
draft regulator is circular and 16” jn 
diameter—area only 201 sq. in, Like 
other dealers who habitually provide 
commercial jobs with undersize draft 
regulators, the dealer responsible for 
the 16” draft regulator could not bear 
to spend a few dollars extra on a com 
mercial-type draft regulator of ade- 
quate size. He could not leave off the 
draft regulator without inviting a com 
plaint from the owner; he “compro 
mised” by installing a pint-size draft 
regulator, Avoid this error by provid- 
ing a commercial installation with a 
manvsize draft regulator that has area 
equal to the area of the breeching on 
which it is mounted. If you aim to be- 
come a specialist at commercial-indus 
trial burner installations, don’t fail to 
learn all about sequence-type over-fire 
draft control systems. 


ARTCRAFT 


Direct Fired 


SPAGE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 








SERIES "A" FOR 


© INDUSTRIAL 
BUILDINGS 


© BARRACKS 


REPAIR SHOPS 
Dye HANGARS 
© WAREHOUSES 
© SCHOOLS 


7, @ RECREATION 
HALLS, 
CHURCHES, 
ETC. 


FIRED WITH GAS 
OR OIL 





Capacities: 200,000-2,000,000 8.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace 60 


9326 S$. ANTHONY AVENUE 
CHICAGO 17, ILL. 
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7, FRESH AIR FOR BOILER ROOMS? 
Whereas in the field of domestic oil- 
heating many experts say that only a 
few exceptional jobs need a direct flow 
of outside air into furnace rooms or 
boiler rooms, the need for outside air 
isimmensely greater in the commercial- 
industrial burner field. That’s because 
the ratio of gph firing rate to boiler 
room volume is much higher with big 
burners. Play safe on your big installa- 
tions by permitting outside air to enter 
the boiler rooms through openings hav- 
ing areas which are double the areas 
of the chimneys serving the boiler 
rooms, Don’t forget that on big jobs the 
flow of outside air to burners is far 
more important than it is on small jobs. 

8. PRESSURE GAGE ON OILBURNER? 
Years ago, many pressure burners were 
provided with pressure gages by their 
manufacturers. That has changed. To- 
day the typical pressure burner has no 
pressure gage—-servicing it, a careful 
mechanic makes certain it provides 100 
lbs. pressure for its nozzle, and that 
settles the problem of pressure. Things 
are different in the field of commercial- 
industrial burners, for most of these 
come equipped with pressure gages that 
spell out important facts for service- 
men. In servicing a big burner that’s 
equipped with a pressure gage by its 
manufacturer, you should know the 
full story the pressure gage is installed 
to tell. Don’t strip such a burner of 
its pressure gage. If the gage gives trou- 
ble—and a gage may be ruined by 
vibration that starts at the gears of 
a fueloil pump—make certain to re- 
place it by a new, accurate pressure 
gage. Oil pressure gages are far more 
important in the field of big burners 
than in the field of domestic oilheating. 


Fireboxes for big Burners 


9. FIREBOX DESIGN AND CONDITION? 
Big burners present far greater prob- 
lems related to fireboxes than do do- 
mestic burners. You can obtain from 
4 supply house a kit to make a fire- 
box suitable for from .50 to 3.50 gph, 
but you can’t buy a kit that builds 
4 good firebox for from 25 to 100 gph. 
Excellent commercial-industrial _fire- 
boxes start with excellent design, The 
dealer new at installing horizontal 
rotary cup burners, or gun-type burn- 
ts that use No. 5 fueloil, should if 
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“This Wing Draft Inducer is great! | don’t 
have to touch it—never have to lubricate it 
—it never requires attention” 


The new Wing Draft Inducer 

has many unique features: 

* Gas Inlet may be at top, bottom 
or any side—may easily be 
changed in the field. 


* Unit may be withdrawn from 
casing for inspection or service. 








————. 
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AUTOMATIC 
J TENSION 


di 


* No lubrication required —Pre- 
sealed bearings air-cooled. 


* No alignment required—no need 
for field alignment before start- 
up. 

* Motor belt always at correct 
tension. 
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r NO ALIGNMENT pg ed oy 
NO LUBRICATION SPRING BASE 
REQUIRED READILY / REQUIRED . BAROMETRIC DAMPER 
ACCESSIBLE 


L.J. Wing Mf.Co. 


66 Vreeland Mills Road 
Linden, New Jersey 


Factories at Linden; N.J.and Montreal, Canada 






Write for a copy of Bulletin 1-52 
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possible have an expert design his fire- 
boxes for him. At the very least, he 
should make thoroughly good, detailed 
plans of the firebox he believes is good 
for a particular installation, then 
should have these plans approved by 
the manufacturer of the oilburner he 
plans to install. The matter of fireboxes 
is simple in the field of domestic oil- 
heating, but is complicated and difh- 
cult in the field of large burners for 





heavy fueloils. For best results, big 
fireboxes should be designed only by 
experts with years of experience behind 
them. Firebox maintenance also is of 
vastly greater importance in the com- 
mercial-industrial field than in domes- 
tic oilheating. On installations having 
horizontal rotary cup burners, firebox 
fronts should be inspected regularly 
because their failures can lead to over- 
heating of boiler front plates, even to 
damage to burners. Firebox floors of 
such installations may need yearly at- 
tention, for beneath the floors are im- 
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PETROMETER 
Tank Gauges 


operate on the principle of static pressure—a prin- 
ciple that is simple and reliable. There are no 
complicated pulleys, springs, or electrical mecha- 
nisms to go out of order. This means easy installa- 
tion and trouble-free operation. 

Petrometer Gauges can be installed on tanks 
above or below the ground and up to % of a mile 
away. The tank assembly unit can be installed 
even when there is liquid in the tank. The copper 
tube line from the tank is connected to the gauge 
with one simple compression connection. No setting 
up or adjusting on the job is required. 

And the Petrometer is accurate. The divisions on 
the large vertical scale are almost twice those of 
other makes. The gauge scale has two indicating 
columns—one showing the depth in inches—the 
other calibrated to indicate gallons or other vol- 


Remote 
Reading 


ume or weight units. 


PETROMETER GAUGES ARE IDEAL FOR: 


Petroleum Bulk Storage; Industrial and Domestic 
Fuel Oil Storage; Storage of Industrial and 


Chemical Liquids. 


6 Send for Bulletin PF today. 


LIQUIDEPTH INDICATORS, INC. 
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#" Easy to Install 
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portant secondary-air openings that 
tend to plug with debris from crum- 
bling fireboxes. A typical horizontal 
rotary cup burner provides its flame 
with only about 15% to 20% blower 
air-—80% to 85% of the air needed for 
combustion ' flows by natural draft 
through secondary-air openings in or 
near the firebox floor. So that the flame 
receives enough secondary air, the fire- 
box floor and the air ports under it must 
be kept in good condition. There are 
no comparable problems to domestic 
oilheating equipment. 





Adequate combustion Air 


10. SECONDARY-AIR DOOR? In plan- 
ning a horizontal rotary cup burner 
installation, don’t be cheap and sloppy 
and omit the factory-made door and 
frame to control the flow of secondary 
air into the firebox. Domestic burners 
need no doors of this type, of course, 
but rotary cup burners need them. By 
adjusting both the over-fire draft and 
the position of the secondary-air door, 
a serviceman winds up with the proper 
flow of air into the firebox—and with 
the high efficiency and dependable op- 
eration that result from proper CO; 
and smoke-checking instrument read: 
ings. Don’t omit the secondary-air 
door and expect a serviceman to regu’ 
late the area of the secondary-air in 
take ports by sticking pieces of fire 
brick into them! 

11. CONTROLS AND WIRING? Plan 
ning the complicated control sysiem 
and its wiring js an important stum 
bling block for many a domestic oil 
burner dealer who is starting out to 
install his first commercial or induy 
trial burner, That’s particularly true 
for big installations which have ele’ 
tronic safety control systems, compli 
cated oil heating arrangements, and 
large-building heat control systems 
Complications of induced draft blow 
ers, sequence-type over-fire draft con 
trol systems, and multiple oilburners 
can add to the work of planning. A 
dealer should avoid exceedingly com 
plicated installations to start out, if 
he can, Under any circumstances, he 
should certainly read all the technical 
sales literature and_ installation and 
service instructions about every 
trol device he installs, Failing to 4 
just one important sentence about cof 
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LOOK TO THIS BOOK FOR THE 
PRACTICAL HELP YOU NEED 
ON SUCH THINGS AS: 


© Installing big boilers 
¢ New Techniques for heavy oil 
¢ Oil preheating problems 


Design of Industrial installation—computing 
load—combustion volume—firebox construction 
controls and many other informative features 


are covered in this book. 


The book, “Commercial-Industrial Oilburning,” 
contains a series of articles on the subjects that 
have appeared in the magazine FUELOIL & OIL 
HEAT, including the twelve features by Kalman 
Steiner on the “Design of the industrial installa- 


tion.” 


This series begins with a brief “introduction to 
industrial Oilburning” and then discusses in suc- 
cession, computing boiler load and_ selecting 
burner size, combustion volume, boiler types and 
firebox construction, water tube boilers, selection 
of burner and accessory equipment, boiler settings, 
function and operation of primary controls, other 
controls, function and application of fueloil pre- 


heaters. Plus other outstanding features. 


This 80-page book is available with self-cover, 
8Y) x 11 page size, profusely illustrated with 
photographs, charts and diagrams. Price: $2.00. 


Please mail remittance with order. We pay 
postage. 


Heating Publishers, Inc. 


2 West 45th St. 
New York 36, New York 
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HEATING and COOLING 
EQUIPMENT at its 


DEPENDABLE BEST! 


— CONDENSATE COOLERS —WATER CHILLERS 
— FREON CONDENSERS—FUEL OIL HEATERS 
CONVERTERS—INSTANTANEOUS WATER HEATERS 



















Top quality design and construction assure you of 
long life, plus low operating and maintenance cost 
with Manning & Lewis heating or cooling equipment. 


Standard sizes and models are available for 
most applications, as well as being furnished of 
material for normal operating service. Special 
conditions will be satisfied by M & L engineers 
upon information submitted by mail or 
directly to our field representatives. 


Heaters or coolers will be supplied to 
A.S.M.E. code requirements 
upon request, 


With Manning & Lewis Heating 
and Cooling equipment “The 
initial cost is the last cost.” 


Literature pertaining to the 
above equipment immediately 
available upon your request. 


2327 


34 Ogden Street Newark 4, New Jersey 


“ALES REPRESENTATIVES IN PRINCIPAL CITIES 





features 


these ENTERPRISE 


—are YOURS for 


BIGGER 
BURNER 
SALES 


—AND HIGH CUSTOMER 
SATISFACTION ! 








V-BELT DRIVE — 
EXCLUSIVELY 


ENTERPRISE pioneered 
V-Belt drive for Hori- 
zontal Rotary Oil Burn- 
ers. For 15 years they 
have been used exclu- 
sively, for greater effi- 
ciency, flexibility and 
economy ! 


LEAK-PROOF 
HINGE DESIGN 


New burner hinge does 
away with troublesome, 
leaky packing glands. 
“OQ” rings provide for 
positive, long-life seal- 
ing at this critical point! 


VENTURI -TYPE 
IGNITER 


Preferred for automatic 
starting, the ENTERPRISE 
igniter produces a clean, 
torch-like flame that 
eliminates carbonizing, 
provides failure-proof 
ignition. 
““ANGLE-VANE”’ 

AIR NOZZLE 

Provides full flame pat- 

tern control and efficiency 


regardless of firebox size 
and shape! 


**MEASURED-RATE”’ 
METERING PUMP 


Provides for exact deliv- 
ery of the proper quan- 
tity of oil to the burner 
— regardless of changes 
in temperature and vis- 
cosity. Another ENTER- 
PRISE first! 


















ENTERPRISE ENGINE & MACHINERY CO. 
A Subsidiary of General Metals Corporation 
18th & Florida Sts., Sen Francisco 10, California 


nterprise | 
DEPENDABLE Wty al 
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trol installation and wiring can cause 
great trouble. For example, one dealer 
wired up four big, new installations 
having electronic controls, had much 
aggravating trouble on all four, and 
finally six months later learned froma 
factory electronic control expert that 
all the trouble resulted from failure to 
install plastic-insulated wiring—which 
was specified plainly in a sentence the 
dealer overlooked in the control in 
stallation instructions. Don’t fail to put 
an oilburner shut-off main switch out: 
side the door of a commercial-indus 
trial boiler room, even though it is not 
required by the safety regulations in 
your locality. Inside the boiler room, 
provide an additional switch that per: 
mits a serviceman to start and stop 
the burner conveniently. If you area 
serviceman becoming familiar with big 
burners, learn how to reverse a poly 
phase oilburner motor, Dealers, elec 
tricians, installation men, and service’ 
men all should know this: You do 
not rev up a polyphase motor of a 
pump-equipped burner before you ay 
certain that the motor is wired to spin 
its shaft in the proper direction of 
rotation. Having wired up such a mo 
tor, you give it only a sufficient flash 
of juice to budge its shaft. Just throw 
the switch on and off. Find out if the 
motor shaft tends to turn in the proper 
direction. Running burner motors i 
the wrong direction has caused great, 
costly damage to fueloil pumps. 
(To be continued) 
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John H. Hagen was recently named 
director of industrial relations for the 
Brown Instruments Div. of Minne 
apolis- Honeywell Regulator Co., Mitr 
neapolis, Minn. Formerly special 
assistant to the divisional president, 
Henry F. Dever, Hagen joined the 
organization in 1933. Prior to his pos 
as presidential assistant, Hagen had 
charge of the order and billing depat” 
“ment in Philadelphia, and conductet 
Brown’s materials control operatiom 
during the Korean war. 
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Pir: means guaranteed economy of 
\. | fuel, increased boiler capacity, 
lations * z absolute simplicity 
much First and operating costs less 
a sentir dtc 
trom a g Ze Requires no floor space and 
rt that OO d ittle attentior 
lure to "WING'S DISC FAN, 4 Catalogue qives full. detaals 
which MANUFACTURED BY — 
ct | eS L. J. WING MFG. CO., 150 tivertyst.w.¥ 
rol in- 126 LIBERTY ST.. NEW YORK. Atter May Ist 9O West St. Cor. Cedar 
| to put CHICAGO, 96 Lake Street en 
ch out CINCINNATI, 125 E. Pearl 84 Cover of catalog listing Wing products issued in 1880 at left. In- 
-indus BOSTON, 94 Pearl Street — sert shows L. J. Wing, founder. The first advertising on turbine 
t is not sr eG blower appeared in 1907. Man in illustration is H. S. Wheller 
‘con tl (above), who has been president of the company since 1943. 
room, he | 
at per’ nies : 
id stop ag oe wp ecr ) 1879-—1954 
u are a Be icra 
ithbig 077°" 927%: Wing marks 75th Year 
4 poly: BO Ef - ge ‘ a 
s, elec Pity terme ons vow 
service’ oh _ 
fou do ; 
ba J. WING, a Yankee who built steam 
"2 ; e engines, gas generators and who 
py . pioneered in the heating and ventilat- 
Bei ing fields, brought out his first product 
ai —the Wing Disc Fan with individual- 
mee ly adjustable blades late in the 1870's. 
. he He founded his company in 1879 in 
tif the New York City, and in 1903, the pres- 
proper ent company was incorporated. 
bie: in In 1905, the first individual steam 
1 great turbine-driven fan was introduced by 
the company to furnish forced draft for 
Y boiler furnaces. It supplanted the steam 
jet blower and later largely replaced 
the centrifugal type blower. 
|, % Another history-making product 
named anne 4 & ‘xe was developed by the company in 1920 
for the | ” Cc... 3 when the lightweight, overhead-sus- 
Minne’ + z 4 " a ij pended and downward discharge unit 
., Min q ii am * a > r ; heater was introduced. Probably 95% 
special ee ee ia arm 7 of all industrial heating applications 
esident, 1) 4 ) \ 4 —, 4 constructed today use this design. 
red the | aw L. J. Wing Mfg. Co. now has its 
his pos Y “t ae factory in Linden, N. J. (center pic- 
en hae i. , . ture, left) and its officers are Harry 
depart ike * ' | S. Wheller, president and general 
nducted eo ac ‘4 ~ | manager; Walter W. Wilson, vice 
erations ee He a ™ president and treasurer; and Charles 


Wingfoil Fans Harry S. Wheller H. Smith, vice president and secretary. 


97 









COMMERCIAL & 
INDUSTRIAL 
oilburning 





. 

- 

- 

- 

— 

— 
— 

os 

ae 











Commercial-Industrial Div. 
adopts 3-year school Plan 







A HIGHLIGHT of the August 30 meet- 
ing of the Commercial-Industrial Div. 
of Oil Heat Institute was the an- 
nouncement that the Div. is cooperat- 








ing with the Navy in setting up a three- 





year course for training technicians for 





heavy oilburning. 


The meeting was held at White 










Sulphur Springs, W. Va., at the time 
of the summer board meeting of the 
Institute. Presiding was Verne Resek, 
of Cleaver-Brooks, chairman, assisted 
by Chas. Pesterfield, Michigan State 
professor who is working with the Div. 
as part-time technical secretary. 

The training school is to be at 
Springfield, Mass., and the course lasts 
three years, leading to a completion 
certificate. Students will enter the 
course direct from high schools and 
upon graduation will be reasonably 
qualified to undertake many assign- 















The Yula-trol is connected 
with a “‘probe’’ in the shell 
of the fuel oil pre-heater. 
Should the water be displaced 
from contact with the ‘‘probe’’ 
by oil or air, the Yula-trol in- 
stantly shuts off the heating 
unit and sounds an alarm. 























FUEL 


The new, improved Yula “YT” 
“U" Tube Heater precludes 
possibilities of Air Pockets. 
It is designed to pre-heat No. 
6 (Bunker C) fuel oil efficiently 
and economically by use of hot 
water as the heating medium. 


The NEW, Improved ... 


— Other Yula Products — 


Yula Straight Tube 
Fuel Oil Heaters. 


Yula Suction Oil Heaters. 


Yula Bayonet Type "B" 
Oil Heaters. 


Yula Type SS Conventional 
Heaters. 
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Approved by the New York City Board 
of Standards and Appeals. No. 367-50-s.a. 


Thousands of Satisfied 





Customers have Yula 
DEPENDABLE 


ye 


OIL 


PROTECTION 







PRE-HEATER 


PATENT 2,610,267 






Y i LA =-T R 0 L FUEL OIL DETECTOR 
and.. JY U L A “yT” “UY” TUBE FUEL OIL HEATER 








1» e Simultaneously shuts off the heating 


unit, sounds an alarm and flashes on 
a red light in case an oil leak occurs 
in the pre-heater. 


2 « « Acts as a Low Water Cut-Off. 
RESULT: Positive heating system 


protection at low cost. 


For Complete Information, Write DEPT. FO-12 


YULA WATER HEATERS, INC. 


166 WEST 225th STREET, NEW YORK 63, N.Y. 


October 
1954 





ments in the commercial-industrja] 
oilburning industry. 

The Navy’s interest in co-sp nsoring 
the school is simply to get more such 
technicians around the country—not 
for recruiting into the service. The class 
is limited to 15 students a year enter. 
ing. Pesterfield, who explained the 
project, mentioned that he is trying 
to arrange a cooperative plan with 
manufacturers in the area, whereby a 
student could work half time. Burner 
manufacturers at the meeting were 
asked to coordinate their own man 
power procurement with the school. 

Further discussing the educational 
aims of the division, Pesterfield hopes 
to have a one-week short course on 
oilburning for engineering students at 
Michigan State next spring. This 
would be the fore-runner of other short 
courses in colleges around the coun 
try, somewhat on the order of those 
he has helped arrange for the National 
Warm Air group. 


Industrial burner Standards 


There was considerable discussion 
in the meeting of relations with Under: 
writers Laboratories. Secretary Pester 
field explained that he has a promé’ 
from laboratory officials that by Octo 
ber 1 work will be started on the stand 
ard for industrial burners (No, 296) 
and that this will be completed in draft 
form and ready to mail by the end of 
the month. Some manufacturers had 
expressed concern over the long time 
taken to get new products through 
the laboratory, and what they consid 
ered a delay in getting out the new 
code which they need as a guide to 
new design. 

Lawrence Sibley, president of Com 
bustion Controls, chairman of the Ac 
cessory Section of the Div., expressed 
particular interest in the many kinds 
of requirements in city and state codes 
throughout the country, pointing this 
situation up as a considerable drag 
the industry. It is impossible, for & 
ample, to design equipment that will! 
one time meet all code requiremen 
with the result that modifications mY 
be made for individual cities or stats 
This raises the cost. He urged ™ 


~ members to employ only group acti 


in trying to correct these situation 
If individual manufacturers attempt” 
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ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... ECONOMICAL BULK TANK 
aa GABRIEL BOILERS are adaptable to all types of fuel ¢ A.S.M.E. 
Bis. code constructed National board ric tn ¢ Modern welded Heats Heavy Oils in Bulk Stor- PREHEATER 
- such X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. age to Proper Flow Tempera- REMPC 
—not STEEL BOILER INSTITUTE CAPACITY RATED ture Before They Enter the ae PT] 

(Your assurance of reserve power) Wort Spot 

e class Boiler sizes for all industries. Write for name and Suction Line. 








address of your nearest Gabriel Boiler dealer. 






















































enter: @ All steel e No moving parts @ Takes load off suction 
1 the by | pumps @ Heating medium—steam or hot water @ 
-rying OT AB I | Connections for any size - 
wit INS S| | Bulk Tank. I 
, 
N & FABRICATION 2 
reby a We COMPANY | Write for bulletin. ' : 
surner 1428 W.W. 14th AVENUE © PORTLAND 9, ORE, | a 
were | REMP: CO 340 N. SACRAMENTO BLVD. 
mary BUILDERS OF FINE BOILERS | a CHICAGO 12, ILLINOIS 
' SEMEN 
ool. 
:tional improve local codes endless confusion _ er replied that this is in the works as | committee, spoke of the course that 
hopes could be the result. a special national chapter of the Dis’ had been prepared two years ago for 
tse on Along that same line, Milton Way __ tribution Div. the use of technical schools through- 
ents at of Way-Wolff Assoc., New York, Pesterfield told of the work being out the country, Pesterfield explained 
This asked that the Division’s officers and done by a special committee within that this will now be used as the 
r short manufacturers generally get together the Div, to rewrite the Commercial- nucleus for both the Springfield course 
cour and work with the Industrial‘Commer- Industrial oilburning section of the and the proposed short courses. 
those cial Oil Burner Contractors Assn. of | ASHVE Guide. Dave Bottrill of the In- Russ Westover, Ray Oil Burner, 
ational the city in negotiating the two new  stitute’s staff then mentioned that the urged the need for some method to 
codes now in process for the city, Way domestic phase of this is being han- recruit new men with engineering 
also asked that the contractors han- dled by the Engineering Committee training into oilburning on the com- 
rds dling this heavy oil equipment be given of the Institute. mercial-industrial level. It was then 
me some sort of grouping within OHI, to Frank Sinning, Allied Oil, and agreed that a booklet or brochure 
Under which managing director Ralph Beck- chairman of the Division’s educational would be prepared setting forth the 
Pester: ~aanee 
rok? Model 53 
y Octo 
Ge4 SETTING NEW STANDARDS OF PERFORMANCE 
., peal Positive “‘Cold Starts’’ 
in draft 
hol Higher Efficiency 
en 
id Greater Economy d OHNSON & 3 
ng tae Model 
through 


METERING PUMP BURNERS 


consid’ 
he new 





This revolutionary new Johnson “Fifty Three” will give you smooth, 





puide to sure, automatic “Starts” even when the oil in storage tank and lines 
is cold and hard to pump. It is built with a positive-displacement 
if Com Metering Pump . . . a 3-Way Magnetic Oil Valve . . . and a high- 
efficiency Suction Pump that enable the “Fifty Three” to maintain 
the Ac a fixed air-fuel-ratio regardless of variations in oil temperature and 
cpressed viscosity. It will start up and operate automatically on colder oils 
tie than any other burner on the market. Never before has any burner 
Ly kinds so successfully solved the “Cold Starts” problem. 
ae ont It is available with either Direct Drive or Belt Drive in 8 sizes from 
ring this 25 HP to 500 HP .. . with all the fine engineering that have made 
drag 00 Johnson Burners famous for economy and high efficiency for over 
as. half a century. It’s built with all working parts readily accessible for 
, for e easy servicing, inspection or regulating. If you haven’t seen it yet, 
at will make it a point to investigate this revolutionary new burner. May we 
irements send you a copy of our beautiful new Model Fifty Three brochure? 
ons S " 
‘ged the 9900000 00000000000 eeeeeseeeeeees eoe2eeee® 
, activity S. T. JOHNSON CO. ; 
sasatinns Bui . ' : 940 Arlington Ave., Oakland 8, Calif. 
tuations ilders of fine Oil Burner Equipment since 1903 Church Road, Bridgeport, Pennsylvania 


tempt 1° 
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types of work done in this field, show- 
ing the skills and levels of education 
needed and then a selling job done on 
behalf of the industry. The booklet 
will be prepared by Pesterfield in co- 
operation with some of the members. 

Cy Burg, Iron Fireman, recom- 
mended that manufacturers of heavy 
oil equipment establish fellowships in 
colleges about the country for train- 
ing men for this field, mentioning that 
his company would be willing to share 
the expense. 

Finally, Bottrill alerted the mem- 
bers to the situation in FHA at Wash- 
ington where the new management is 
setting out to change all existing stand- 
ards including those for both indus- 
trial and domestic oilburning. 

The Accessory group of the Com- 
Division held an- 


mercial-Industrial 
other meeting after lunch of the same 
day under the chairmanship of Law- 
rence Sibley. The specific actions taken 
had to do mostly with codes and stand- 
ards. Sibley mentioned that there are 





presently 91 code-writing agencies of 
national or regional scope whose ac- 
tivities affect the oilheating industry. 

Many of these codes have been fos- 
tered by pressure groups to gain pri- 
vate advantages. It was recommended 
that the Accessory manufacturers 
study all of these that they can, and 
make recommendations for model 
codes. 

The Standards committee has agreed 
to do considerable work toward stand- 
ardizing symbols used in installation 
and service instruction bulletins that 
come from manufacturers. On electri- 
cal symbols they are anxious to estab- 
lish the AIEE standards and Sibley has 
agreed to send the copy to all manu- 
facturers that were present for their 
study, On hydraulic and mechanical 
symbols they are to study and prob- 
ably recommend the adoption of the 
ASHVE designations. 


The group will make recommenda- 
tions to the Commercial-Industrial 
Manufacturing Div. of the Institute 
that they standardize: 1) Pilot descrip- 
tion data; 2) Wiring diagrams and lay- 
outs; 3) Uniform definitions of various 





parts and practices; 4) Standardize 
recommendations on lighting and re 
lighting directions, using proper tags 
and other safeguards. 

This Accessory group also plans to 
set up committees or individuals to co- 
operate with the commercial-industrial 
engineering committee and particularly 
in its activities with Underwriters’ 
Laboratories, There will then be a com 
mittee to rewrite the commercial in- 
dustrial section of the ASHVE Guide, 
another one to stimulate accessory 
memberships and still another on edw 
cational activities. 

«, 


“~~ 


Charles W. Bowden, Jr., has been 
appointed market extension manager, 
Industrial Division, Minneapolis 
Honeywell Regulator Co. He sue 
ceeds D. M. Considine, who has re- 


signed. 


Stuart Edgerly has been made man: 
ager of the newly-formed industrial 
sales division, Fenwal, Inc., Ashland, 


Mass., 


temperature controls and overheat de: 


manufacturers of precision 


tectors. 
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outbella all othov.. 


REQUIRES NO SKILLED ATTENDANT 


CARRYING HANDLES FOR EASY MOVING 
LIGHTS WITH A MATCH 
ONE FILLING LASTS 10 TO 20 HOURS 


GOOD GRADE FUEL OIL 


Stock on hand in all major cities in U.S.A. and Canada 


SCHEU PRODUCTS CO. 


293 STOWELL, UPLAND, CALIFORNIA 


‘1 burn Yy 


THE HEATER OF A 1000 USES! | 


® Here’s the perfect winter product for replacing 
those summer items as they go off your floor. 
HY-LO’s are big profit makers and have un- 


Nationally advertised, the HY-LO’s are in de- 
mand the world over and are priced to sell. 


@ CONSTRUCTION 
© INDUSTRY 
@ AGRICULTURE 


USED BY | 
| 


: PRODUCES 
SJ 140,000 


TROUBLE FREE OPERATION AND LESS CLEANING 
EXCLUSIVE DAMPER FOR QUICK, SURE EXTINGUISHING 


BURNS ONE-HALF TO ONE GALLON PER HOUR OF ANY 














SA 
ing 








2510-18 S. Halsted St., 


No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Buen Na. 5 heavy fuel oil. Self- 
contained, olf electric. Self-lu- 
bricating. Many new enclusive 
features. Write for full deteils. 


GOOD TERRITORIES OPEN 





C. L. RAYFIELD CO. 


Chicago 8, II! 








BTU’s 
PER HOUR 


WRITE TODAY 
FOR DEALER 
PLAN 





Attain Greater Success 


Improve your Selling Technique with this book ‘The Selling Man” 
by W. A. Matheson of Eureka Williams Corp., long a leading 
figure in the Heating Industry. Blue Cloth Binding, 6 x 9, 260 pages 


Fueloil & Oil Heat—2 West 45 St. 


in Selling 


Price $4.00 








N. Y. 36, N. Y. 
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HM. anupacturers 
etivities 


Perfex Corp. to sponsor Dealer 
Management and Sales School 


UNDER THE DIRECTION of R. F. Horan, 
merchandsing manager, Perfex Corp., 
Milwaukee, Wis., will sponsor a two- 
session school stressing the art of sales- 
manship and dealer management. 


The first night of the school will be 


devoted to the three stages involved 
in getting sales: prospecting, presenta- 
tion and closing. The second night will 
show how to figure a job at a profit 
as well as answering other manage- 
ment problems. 


Norris Sales Co. purchased 
by Sid Harvey, Ine. 


AN AGREEMENT has been signed by 
Walter Bernard, president of Sid 
Harvey of Pa., Inc. and Vito Cian- 
cinelli, owner of Norris Sales Co., 





Unrestricted 
Flow 


PHILADELPHIA 
HOSE REEL 


proves 
leakproof 
after 

12 million 
revolutions 





Hand-wound reel for rear 


box installation 
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Electric driven reel for side box installation 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
peers gases and chemicals. Will never wear out. Ex- 
austively tested. 
No leaking, no sweating after a million revolutions at 
pressure from zero to 100 Ib. per sq. in. 
A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 
Features de light weight (85 lb.) ; holds 100 ft. of 114” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 
his hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE e¢ PHILADELPHIA 34, PA. 
Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 












Norristown, Pa., whereby Sid Harvey 
acquires the oilburner parts inventory 
of Norris Sales and leases the store for- 
merly occupied by them. Operating 
this store as a branch of their Phila. 
delphia office, Sid Harvey will further 
stock the new store with their line of 
oilheating equipment, and enlarge it 
to include a motor shop for the repair 
of all kinds of electric motors. 

In charge of the new outlet at 939 
East Main St., will be Bill Snyder, 


veteran sales engineer. 


Skuttle Manufacturing Co. 
names Sales Representatives 


SALES REPRESENTATIVES have been 
named by Skuttle Manufacturing Co., 
Milford, Mich., for three territories. 
Wayne Gift, Ft. Wayne, Ind., has 
been appointed to the Indiana and 
Kentucky territories. 

T. C. French Co., Inc., Cleveland, 
Ohio, has been assigned Ohio and 
western Pennsylvania. Paul H. Bein- 
ing, Cleveland, a member of the French 
organization, will cover northeastern 
Ohio and western Pennsylvania while 
James R. Hart, Cincinnati, will cover 
southern and northwestern Ohio. 


[GORMEG? TIME 
— 
f° 3 
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Permanent sign with a section that can 
take changes in copy has been devise 

for the Hesselman Fuel Oil Co. 
Spokane, Wash. Working on a pri 
ciple similar to that on a theater mar’ 
quee Hesselman can display prom 
nently its current specials, The display 
sign includes an electric clock, a perms 
nent neon bordered signature 4m 

trademark, Wagner Sign Service, Inc. 
Chicago, manufactures the frames, 
glass and plastic letters. 


October 
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C4 4//7'11',7' nozzles... 


filters... combustion heads 


~”* it FOR YOUR BUSINESS 
BECAUSE THEY’RE Vici: 
FOR YOUR CUSTOMERS! 


NEW HP COMBUSTION HEAD 


EDDINGTON’S PROVED BURNER FILTER 


NEW “SUPER FINISH” BURNER NOZZLE 


NEW LP SPRAY NOZZLE 


SPECIFY EDDINGTON OIL BURNER PRODUCTS 
FOR LONG SERVICE... EASY INSTALLATION 
... COMPLETE CUSTOMER-SATISFACTION! 


For information on EDDINGTON products, write 


OHI 


EDDINGTON, PENNSYLVANIA 








. « « « Manutacturers’ Activities 


Engineer Co. issues bulletin 
on modern Boiler Baffle Data 


A 20-PAGE BOOKLET has been issued by 
The Engineer Co., 75 West St., New 
York 6, N. Y., giving data on modern 
boiler baffles and how they are de- 
signed for the streamlined flow of 
combustion gases over the heat absorb- 
ing surfaces. 

More than 30 boiler plans are shown 
with an analysis of how each arrange- 
ment of tubes is baffled to meet the 
specific boiler design. One section is 


devoted to basic design principles on 
old and new boilers. 

A number of detailed installation 
problems are also discussed. Copies of 
this bulletin will be sent upon request 
to the company. 


A. P. Green purchases 
British Subsidiary 


THE A. P. GREEN Fire Brick Co., Mex- 
ico, Mo., has purchased Liptak Fur- 
nace Arches, Ltd., 63 Victoria St., 
London, S. W. I., England. 
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DELaya AE 
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Delavan "270" S22LES 


Nozzle Rack 


"Working Team" +<For THE SHOP... 


for all oil burner 





servicemen. 





Delavan "24" 


a compact nozzle rack that holds up 
to 270 nozzles in neat, convenient 
order. Nezzles are clearly marked in 
individual channels for instant selec- 
tion. 


<\( FOR THE SERVICEMAN 


a sturdy nozzle box that holds up to 
24 nozzles and fits ‘into any service- 


i man's pocket or repair kit. 






Delavan 
Nozzle 
Changer 


Canadian Distributor 


ONTOR LABORATORIES, LTD. 
111 Tycos Drive, Park Road P. O. 
TORONTO, CANADA 


2 AND A NEW EXCLUSIVE 


Delavan Nozzle Changer that makes it 
easy to take out the’ old nozzle and 
insert the new one in a jiffy. This 
modern Nezzle Changer is the fastest, 
handiest tool you've ever seen. 


The Delavan “Working Team” is a 
must for profitable oil burner service 
work. Get'the full story by writing 
TODAY for a free descriptive folder 
entitled "A Working Team for You.” 


DELAVAN MANUFACTURING COMPANY 


GRAND AVENUE AND FOURTH STREET 
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WEST DES MOINES, IOWA 








The British company has manufac- 
tured refractory specialty products un- 
der license from the Green company 
for a number of years, along with a 
suspended refractory arch and wall 
construction under license from Bige- 
low-Liptak Corp., Detroit, Mich., and 
A. P. Green subsidiary. 

As a result of the purchase, it is 
planned to make such British-made 
specialties as high temperature bond- 
ing mortars, plastic firebrick, and re- 
fractory castables available in all ex- 
port markets where dollar exchange is 
unavailable. 


Karste named Manager of 


Heil Co.’s Chicago Office 


ROLAND KARSTE, former Detroit dis- 
trict sales manager, has been appointed 
general manager of the Chicago office 
of The Heil Co., Milwaukee 1, Wisc. 
It was announced also that national 
accounts in the Detroit area, formerly 
served by a local office in that city, 
now are being handled by Milwaukee- 
based personnel who are closely asso 
ciated with engineering and manufac 
turing operations. Distributor accounts 
in Michigan are being covered by sales 
personnel from the Chicago and Cleve- 
land offices. 

It was further revealed that Gov 
ernment contract work which had been 
handled by the Washington, D. C. 
district office is now being serviced by 
Washington Engineering Co, Distribu- 
tor accounts in Virginia and Mary- 
land are served by sales representatives 
of the eastern district sales office in 
Union, N. J. Fred Wrede, former 
Washington district sales manager, has 
become associated with the Interna: 
tional Harvester Co., Industrial Power 
Division, 


Sunbeam Div. names Ellington 
Agency to handle Advertising 


THE SUNBEAM Air Conditioner Divi 
sion, American Radiator and Standard 
Sanitary Corp., Pittsburgh, has ay 
pointed the Ellington & Co., Inc., New 
York, as its advertising agency, effec 
tive January 1955, 

The Division manufactures Sut’ 
beam oil-fired furnaces for warmvaif 
heating and Mayfair cooling units 
which can be added to warm air i” 
stallations. They also make commer’ 
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GET ANY JOB 
«ANY SIZE 


with Gilbarco’s complete oil burner line 








Gilbarco oil burners handle them all... 
large, average or small homes... com- 
mercial cr industrial jobs. And Gilbarco’s 


SELL THE 
VOLUME 
MARKET — 


Get orders for aver- 
age-sizehomeswith 
Gilbarco’s easy-to- 





sell GCS oil burner. 
f A rugged model 

“7 with the patented 
Economy Clutch, 
greatest sales- 
building feature in 
the industry! 








SELL THE 
COMMERCIAL AND 
INDUSTRIAL 
MARKET — 


Gilbarco’s commercial 
oil burners with the 
patented Economy 
Clutch are available in 
3 different sizes (2 
shown here). Handle 
jobs with capacities up 
to 10,000 sq. ft. of steam 
and 16,000 sq. ft. of hot 
water. 








Sell units, too — Gilbarco offers a complete line of 
warm air conditioners, suspended furnaces and 


iler-burner units. 
ae 
atl 


































| 
exclusive ECONOMY CLUTCH helps save 
on heating bills for your customers... 
helps you make sales faster. | 


SELL THE LARGE 
HOME MARKET — 


Gilbarco’s GC 1 and GC 2 models with 
the exclusive Economy Clutch are de- 
signed for really big home heating 
jobs. The ideal burners for large 
conversions and replace- 

ments. 





SELL THE 
BUILDER'S | 
MARKET — | 


Your answer to small home 
heating is Gilbarco’s Model GBS. 
A famous name burner for the 
low price new home market. 


Gilbert & Barker Mfg. Co. 
West Springfield, Mass. 
Toronto, Canada 
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cial units in two, three and five-ton 
sizes. 
















Perfection Stove Co. expands 
marketing Operation in South 


INCREASED DEMAND for central heating 
and cooling in modern Southern homes 
has caused Perfection Stove Co., 
Cleveland, to open a new southeastern 
regional sales office at 328-334 Mari- 
etta St., N.W., Atlanta, Ga. 
Perfection has always 
its space heaters in the South, but had 


marketed 


previously concentrated its central 
heating equipment in colder areas of 
the country. Leslie Bushfield has been 
named manager of the regional opera- 
tion, and Marion Miller will become 
district manager of the expanded op- 
eration. 


Belknap to head new Penn 
Controls’ Office in Wichita 


PENN CONTROLS, INC., Goshen, Ind., 
has appointed David F. Belknap as dis- 
trict manager for a new branch office 
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Serve You 














106 





SAVE UP TO 54% 


by using 


SID HARVEY'S 


REBUILT 


WATER FEEDERS 
--UP TO 37% on 


LOW WATER CUT-OFFS 


Here's How 


Just turn in your defective unit 


and walk out with a guaranteed 
EXACT REPLACEMENT and save the differ- 
. . Also save the cost of wiring and 
piping changes. 


No need to spend extra money for new 
replacement water feeders and low water cut- 
offs when Sid Harvey’s stocks all makes and 
models already rebuilt. 


Sid Harvey rebuilt units look like new— 
work like new and are guaranteed like new— 


4,537 rebuilt in 1953. 


New and Rebuilt Replacement Parts 


OIL—GAS—STOKER 


Send for Catalog 


WD YARN WAC, 


VALLEN STREAM. REW NoRK 











in Wichita, Kan. The branch wilt 
cover all of Kansas, western section of 
Missouri, the northwest corner of 
Arkansas, the northern half of Okla- 
homa and the Texas Panhandle. 
The tour of Penn’s education show, 
“Controlorama,” will begin in South 
Bend, Ind. on Nov. 18. The show will 
travel through eight southern and 
southeastern states early in 1955. 


Spilhaus named Consultant 
for Minneapolis-Honeywell 


DR. ATHELSTAN SPILHAUS, dean of the 
Institute of Technology, University of 
Minnesota, has been retained by Min- 
neapolis‘Honeywell Regulator Co, 
Minneapolis, as a consultant in engi- 
neering and research. 

The company recently expanded its 
research personnel and facilities, and 
Dr. Spilhaus will assist in the formu 
lation of policy aimed at the continued 
expansion of development work. 


San Francisco Coleman Branch 
moves Office and Warehouse 


THE SAN FRANCISCO branch of the 
Coleman Co., Inc., Wichita, Kan., has 
moved to a new industrial building 
at 250 Sylvester St., in South San 
Francisco. The branch will occupy the 
entire building which was especially 
designed as a distribution center, 

The building includes 20,000 sq. 
ft. of warehousing and will serve 
wholesalers and dealers in Central and 
Northern California, L. G. Ingram 1s 
manager and is assisted by Arthur 
Evans. 


Seeger-Williams, Inc., buys 
Right to make Wild pumps 


SEEGER-WILLIAMS, INC., Bridgeport, 
Conn., has purchased the manufactur’ 
ing rights of the Wild line of auto 
matic fueloil pumps formerly manu 
factured by the Wild Manufacturing 
Co., New Britain, Conn. This line of 
pumps was originally designed and 
produced by the Trumbull Electric 
Co., Plainville, Conn. 
Seeger-Williams will market the 
model with adaptations of its own um 
der the name “Williams Silent Aut 
mati¢ Fuel Oil Pump.” Distribution 
will be exclusively through distribu 
tors, and sales representatives will be 
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“Hunters” don’t have to hunt very long for AMER-glas FILTERS. They're now 
available everywhere. National distribution from a standing start three years ago 
didn’t just happen. It came about because one manufacturer after another selected 
AMER-glas FILTERS as Original equipment for furnaces and air conditioning units. 


Behind this new product —AMER-glas—stands an old and reliable concern — 
American Air Filter Company. For thirty years AAF has been exclusively con- 
cerned with air filtering problems. Today AAF is the acknowledged leader in 
air cleaning equipment. 


So, stop “hunting”! Write today for complete information on AMER-glas 
FILTERS. 


AMER-Y//iS FILTERS 


FOR FURNACES AND AIR CONDITIONING UNITS 


: Ai Litter COMPANY, INC., 134 Central Ave., Louisville 8, Ky. 
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appointed nationally. All parts will 
continue to be available for Wild and 
Trumbull pumps, 


A coupon in a year-old magazine de- 
veloped a Japanese sale for Mueller 
Climatrol Division, Milwaukee, Wis. 
The Fairfield Corp., export firm in 
Kanda, Tok yo, sent ina coupon clipped 
from a ‘53 magazine. Correspondence 
led to the sale of the oil-fired unit be- 
ing crated and stenciled here. Special 
50 cycle controls, motors and trans- 
formers were included in the unit. 





YOU'LL SELL MORE... PROFIT MORE... 


with the NEW 


A QUALITY OIL BURNER 
COMPETITIVELY PRICED 
FEATURING THE FAMOUS 


- - ACME 
TURBOSTAT HEAD 


AS STANDARD EQUIPMENT 
The turbostat head is a non- 
adjustable trouble-free combus- 
tion head proved equal in 
efficiency to much higher 
priced heads. 


OUTSTANDING ACME FEATURES 
MEAN BETTER PERFORMANCE 


A COMPLETE LINE OF O/L BURNERS FOR YOUR STANDARD AND SPECIAL REQUIREMENTS. 


; aT 


... AND MANY 
OTHERS 


318 Ten Eyck St. * Broeklyn 6, N. Y. 














ing this NEW Model CP 
as well as all other 
ACME Burners— 


Please check one 
0 Jobber C Dealer 


' 
@ Gentlemen, please send me complete information 4 
G00D NEWS—Boiler and @ on the ACME Model CP [] on the complete ACME Line (J : 
E 
Furnace Manufacturers g Name ¢ 
Whatever your require- 8 Company . 
ments, the ACME Engi- ] dd i 
neering department is B Address 
at your service in adapt- : City State - 
§ § 
‘ & 


C) Distributor 
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Portmar opens three Stocking 
Warehouses in different Areas 


THREE ADDITIONAL warehouses have 
been opened by Portmar Boiler Co., 
Brooklyn, N. Y., according to George 
Robins, sales manager. The ware: 
houses will furnish stocking facilities 
for the company’s complete line of 
residential, commercial and industrial 
water heaters and heating boilers. 

Each warehouse will be supervised 
by company representatives, In the 
New England area Lordan & Edwards, 
103 Morse St., Watertown, Mass., is 
the representative. 

The other warehouses are in Phila- 
delphia and Chicago and will be super: 
vised by Cobin & Saxon, 1352 Heller 
man St., Philadelphia and Shamrock 
Plumbing Sales Co., 4036 S. Went- 
worth Ave., Chicago. 


A-P Controls buys Control 
of Milwaukee Valve Company 


TWO MILWAUKEE companies were con- 
solidated when A-P Controls pur: 
chased all outstanding stock of the Mil- 
waukee Valve Co., according to R, W. 
Johnson, president of A-P Controls 
Corp. 

The Milwaukee Valve Co. was 
founded in 1901 to manufacture brass 
valves and was operated for many 
years by V. Fina, president. His son 
Phillip Fina took over as president in 
1954 and will continue as a vice presi’ 
dent of the company. 

A-P Controls will now have three 
plants in Milwaukee as they take over 
75,000 sq. ft. of space formerly owned 
by Milwaukee Valve. It is the inten 
tion to operate the valve organization 
as in the past: sales will be made 
through the same jobber and manufac’ 
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PRODUCTION WENIT SIGNAL 


ells, 


een ee Patented in Canada — U. S. Patent Pending 


LOW IN PRICE—HIGH IN QUALITY 

































The ECHO VENT SIGNAL—One piece reducing | 
bushing and VENT SIGNAL combined. Made of " 
high grade grey cast iron, attractively finished and | 


rust-proofed. 
The NEW DUAL PURPOSE I!/," x 114," x 2" 
makes it adaptable for |!/," or 2" tank openings. 


The simplicity and durability of the ECHO VENT 
SIGNAL makes it simple to install either in base- 
ment or underground tanks. 





This device whistles while tank is being filled. 
When tank is full whistle automatically shuts 
off. It is positively foolproof, unconditionally 
guaranteed against defective workmanship and 
materials. 











NEW DUAL- 


PURPOSE MODEL ; See Your Pepto ae 
POSITIVELY FooLPRoor =~ ™"- WHOLESALER WR 


FOR LITERATURE AND PRICES 


A. B. CARLSON & COMPANY INC. 


349 WOODLAWN AVE. AURORA 6, ILL. 
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turer distribution channels and the 
same products will be manufactured. 


New York sales Staff expanded 
by Typhoon Air Conditioning 


TO INCREASE sales in the Metropolitan 
New York area, the Typhoon Air Con- 
ditioning Co., Inc., has reorganized 
and expanded its local sales staff. 
Maurice Firestone has joined Typhoon 
to act as regional sales director. 
Another addition is Melvin Klingher 
who will serve as district sales manager 
for northern New Jersey and Staten 


Island. Seymour Jarcho, who has been 
representing the company in Manhat- 
tan and New Jersey, will concentrate 
on Manhattan, the Bronx and West- 
chester. John Obrigh will continue as 
district manager for Brooklyn, Queens 
and Long Island. 


Airtemp holds 12 Meetings 
for National Sales Staff 


TWELVE REGIONAL MERCHANDISING 
meetings were held by the Airtemp 
Division, Dayton, Ohio. The first meet- 
ing was held in Chicago, Sept. 8 and 











COL TOCTS 


Gorton Valves combine the best in design 


—for the best in performance. Heat sensi- 
tive thermostatic bi-metal actuator provides 
faster closing action and insures dependable 


operation. 

Oversized valve seat provides fast venting, Bron OM 
eye . ° “£ A 

and positive seating. Extra capacity valve abit ine 


case promotes fast draining, and eliminates 


water logging. 


Available in 5 sizes for proper venting and 
balancing of each radiator, and two sizes 


for venting mains. 
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OR WRITE 
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HEATING Cranford, 
ore) 320) :-ale) mm New Jersey 















the other meetings were in Detroit, 
New York, Philadelphia, Washington, 
Dayton, Atlanta, Miami, New Or. 
leans, Dallas, Kansas City and St. 
Louis during September. 


The advertising and promotion pro- 
grams for the “55 season were an- 
nounced at the meetings, According 
to E. A. Nash, merchandising man- 
ager, individual promotion will be done 
for each of the company’s three main 
lines: room, commercial and residen- 
tial year-’round airconditioners. 


Heading the individual advertising 
and promotion programs are the fol- 
lowing: E, Palmer, room aircondition- 

F. J. Koehnen, Jr., commercial 
airconditioners; and A. J. L, Moritz, 
Jr., residential airconditioners, 


Scully moves Offices, Labs 
to Melrose, Mass., building 


EXECUTIVE OFFICES and testing labora- 
tories of Scully Signal Co. moved re- 
cently to a new headquarters at 174 
Green St., Melrose, Mass. Scully, 
manufacturers of the VENTALARM, had 
opened its plant in Melrose last De- 
cember. 


The administration building is 
planned for future expansion as well 
as for current needs, according to 
Frank P. Scully, president. The com- 
pany originally had been located in 
Cambridge, Mass. 


New England dealers attend 
Wayne oilburner Clinic 


ATTENDING a recent Wayne oilburner 
clinic at the Burner Supply Co., Bew 
erly, Mass., were 73 oilheating dealers 
and technicians from the New Eng: 
land area. 

The class was held to discuss and in- 
troduce the new features of Wayne’s 
Dial-O-Meter low-pressure oilburner, 
a unit which is equipped with a dial 
for selecting oil ratings from 0.4 to 1.5 
gph. The burner, which includes 2 
Sundstrand fuel unit, is so constructed 
that rating changes may be set with a 
screwdriver while the burner is oper’ 
ating. 

Speakers at the clinic included: John 
Nicholson, Burner Supply Co.; John 
Griffey, Sundstrand Machine Tool 
Co.; Conrad Levesque, General Heat’ 
ing Co.; Kenneth Burnham, Bill’s Oil 


October 


1954 








E 
S 
° 
[ 
D 
g 
/ 
B 
C 
si 
N 











COMBU 


Easy to install... fewer pieces 


Save labor costs. Fewer pieces permit installation in a minimum 
of time. 


Designed for top efficiency 


Design conforms to the natural shape of the flame and allows free 
gas movement... quiet operation. 


Adaptable to most sizes 

By the addition or removal of a few tile, the STREAMLINED 
Combustion Chamber can be adapted to practically all types and 
sizes of domestic boilers and furnaces. Made from high quality 
Missouri Fire Clays. Will last for years under most severe service 
conditions. Chambers installed 15 years ago are continuing to give 
satisfactory service without repairs. 


Individually packaged 


Each Chamber is packaged in a specially designed carton to give 
full protection in shipping and storing. 


LOOK FOR Your A. P Green Distributor in the 


classified section of the telephone directory or write 


direct for more information on: 


COMBUSTION ¢ 
R * 


OR 
TARS CASTABLE REFRACS 


44. P. Green 
REFRACTORY 
PRODUCTS 


Wwe 


fucloil 


A.P.GREEN 


Streamlined 


S m\) 
HIGH TEMPER, “ BURNER BAFFLE BRICK 
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Service; William Beaulieu, Economy 
Oil Co.; J. J. Thurston, Wayne Home 
Equipment Co.; Arnold Sullivan, tech- 
nician; Lee Hersey, Hersey Oil Co.; 
William Stevens, contractor-dealer; 
and William E. Stevens, Burner Sup- 
ply Co. 


Canadian General Filters 
completes new Plant 
SCARBORO, Ont., is the site of a new 
plant for Canadian General Filters, 
Ltd., a subsidiary of General Filters, 








AN EXCLUSIVE 
FEATURE 


OF THE 


‘MERCOID 


SENSATHERM 


NO SPECIAL ADJUSTMENTS 


No need to refer to charts for 
cycle adjustments, differential 
adjustments or settings for long 
or short operations. The Sen- 
satherm is factory set for a 
minimum sensitivity of 12°F. 
(plus or minus). Furthermore, 
all essential parts of the 
Sensatherm are hermetically 
sealed and cannot change 
their inherent characteristics, 
therefore remaining constant 
and assuring years of even 
room temperature control. 


The magnetic mercury switch 
plus other engineered com- 
ponents ELIMINATES INTER- 
NAL HEATER COILS. 


9-87 ; 


Mercoid Sensatherms are available for heating, cooling, air condi- 
tioning and refrigeration applications. 
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Inc., Novi, Mich. The new building, 
which provides approximately 10,000 
square feet of floor space, is located in 
a principal Toronto suburb, and houses 
under one roof all of the company’s 
manufacturing, sales, and service fa- 
cilities. 

A result of part of the company’s 
expansion program begun after World 
War II due to the expanded demands 
for their products, the plant is of one- 
floor, brick construction, and is located 


at 39 Crockford Blvd. 


M-H industrial Course 
completed by 27 Engineers 


TWENTY-SEVEN specialists in automatic 
controls were graduated August 27 
from an advanced service and installa’ 
tion school sponsored by the Minneap- 
olis‘- Honeywell Regulator Co., Minne- 
apolis, Minn. 

Drawn from 20 of the firm’s branch 
offices and factories, the engineers 
were given instruction on the princi 
ples, design, installation and mainte’ 
nance of automatic temperature regu’ 
lating devices for heating, ventilating 
and airconditioning in all types of 
buildings, except residences. 


Don E. Arnold opens Sales 


and Engineering Service 


WITH HEADQUARTERS in the Sherland 
Building, South Bend, Ind., a manu 
facturers’ sales and engineering service 
has been opened by Don E, Arnold, 
who recently resigned as director of 
engineering and sales, Guardian Prod: 
ucts Corp. 

Known as Don E. Arnold and Ass 
ciates, the organization will advise 
original equipment manufacturers. The 
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Gas and oil highboys 

9 sizes — 7 models from 60,000- 

to 150,000-Btu input. 
Gas and oil lowboys 

3 sizes — 8 models from 90,000- 

to 675,000-Btu input. 
Gravity furnaces 
15 sizes — 5 models from 90,000- 
to 180,000-Btu input. 
Counterflows 
11 sizes — 4 models from 80,000- 
to 150,000-Btu input. 
Conversion burners 

5 sizes — 3 models from 110,000- 
to 255,000-Btu input. 
Horizontal and unit heaters 

2 sizes — 9 models from 110,000- 
to 275,000-Btu input. 

Cooling 
53 sizes — 9 models from % to 
71% hp. 
Yes, Mueller Climatrol has all 
these — plus 


e A complete line of residential and 
commercial boilers 


e Pipe, duct & fittings 
e Registers, grills 
e Humidifiers and accessories 


e Gas and electric incinerators and 
dehumidifiers 





Complete Line ? 
Mueller Climatrol has it— more 


than 400 types and sizes prove it 


Ir takes more than talk to make a complete line 
— it takes honest-to-goodness merchandise. And, mister, 
Mueller Climatrol’s got it! 

There’s always an opportunity to make a Mueller 
Climatrol sale — because Mueller Climatrol has the broad 
range of sizes and types you need to meet the exact 
requirements of any heating or cooling job. 


Get the specifications on the complete line of ' ‘| (( Cl atrol 
Mueller Climatrol equipment. Write today for i ue er im 


all-products catalog. 





20509 W. Oklahoma Ave. ® Milwayvkee 15, Wis. 
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company will concentrate in the field 
of functional component parts and 
assemblies. 


Stoddard Industries Plan : 
to expand filter Production 


AS 1HE RESULT of the success of its 
electrostatic filter for airconditioners, 
Stoddard Industries, Chicago, IIl., 
plans to go into increased production 
of this unit for general use, 

The filter, originally designed for 
airconditioners produced by the Hot- 
point Co., was developed as a step in 


a product diversification program by 
the company, and is based on the con- 
cept of dust entrapment between two 
layers of specially woven plastic. 
Officers of the company are: Ford 
Stoddard, president; Robert Stoddard, 
vice-president; Craig Stoddard, treas- 
urer; and John Stoddard, secretary. 


Kalamazoo Furnace buys 
Pennant Corp. Inventory 


KALAMAZOO Furnace & Appliance 
Mfg. Co., Kalamazoo, Mich., will mar- 


ket a line of registers for warm air 





ee 
Dpeaivedgy 


anywhere in the U.S.A. 


SITIES) 


Danbury, Conn. 





TERMS ARRANGED 


Trades accepted 





Ask for prices and specifications on 


YOUR CHOICE OF ANY MAKE CHASSIS 


1050 Gallon — I'/ ton Dodge with 
7:50x20 8 ply tires; complete $4,078. 
1350 Gallon — 2 ton Dodge with 
8:25x20 10 ply tires; complete $4,488. 
1500 Gallon "Special" Dodge; V8 
engine; 133 h.p.; complete .... $4,773. 
1600 Gallon — 2!/, ton Dodge with 
9:00x20, 10 ply tires; complete $5,286. 
1750 Gallon — 2!/2 ton Dodge with 
9:00x20, 10 ply tires and 19,000 Ib. 
G.V.W. chassis; complete .... $5,478. 


Providence, R. I. 


aaa seamaster aaaatins 0m, 


. Rochester, N. Y. 





Wea hii PZ 7. 
Philadelphia, Pa. 


=. 


z Ba 
Bien awl 


Richmond, fad. 


2100 Gallon — 3 ton Dodge with 10:00x20, 12 ply tires: complete 
2500 Gallon—3!/2 ton Dodge with 11:00x20, 12 ply tires; 100% air brakes; comp. $7,916. 


3300 Gallon — 4 ton Dodge; specifications on request; complete 


All base prices Include 2 compartments, 
full skirting, top shrouding, electric or 
“Fluid Drive’ reel, 125 feet of 14" 
hose. Rear or side installed equipment 
and variations in basic specifications 
available in all sizes. Other tank sizes and 
prices on request. Consideration given to 
state and local requirements. 


$11,890. 


*includes chassis, tank, pumping 
and metering equipment 


All prices above include Fed. Tax. Tank prices 
on other make chassis and trailer prices with 
specifications on request. 


Send for FREE CATALOG FO: . 


300 LINCOLN AVE. HAWTHORNE, N. J. 
HAwthorne 7-2100-01-02 


Brothers 





furnaces in the future. The company 
purchased the inventory, tools, dies 
and sole patent rights of the Pennant 
Corp., Grand Rapids manufacturer, 

The brand name of the registers wil] 
be changed to Kalamazoo and the sales 
force will be expanded to cope with 
business anticipated from the new 
product. The register can be adapted 
to both warm air and cold air ducts 
according to C. C, Whitcomb, presi- 
dent. 

The furnace company was founded 
early last year by former officials and 
employees of the Kalamazoo Stove and 
Furnace Co. It sells a complete line of 
furnaces and heaters. 


General Controis inaugurates 


local level sales campaign 


A NEW community-level sales satura- 
tion program has been launched by 
General Controls Co., Wichita, Kan, 
Aimed at carrying on, in one selected 
community at a time, an intensive edu- 
cational and promotional campaign to 
inform a maximum number of dealers 
and homeowners about the broad field 
of automatic controls, and about spe- 
cific General Controls products, the 
campaign will utilize such media as 
local newspapers, radio, television, div 
rect mail, and dealer materials, 

Under the direction of J. F. Ray, 
vice president in charge of sales, the 
program is designed to supplement the 
company’s regular national trade and 
consumer advertising. The program has 
been worked out by Hixson & Jorgen: 
sen, Los Angeles, Cal., and will use 
the company’s 38 regional and branch 
offices at outlets. 


Honeywell adds to Scholarship 


Program with two new Grants 


TWO POST-GRADUATE fellowships for 
engineering and physics students at 
Purdue University have been set up | 
by Minneapolis-‘Honeywell Regulator | 
Co., Minneapolis, Minn. This is aa 7 
expansion of the company’s nine yeat 7% 
program in cooperation with univef* 
sities and colleges. 

At the present time there are sevefl = 
fellowships offered by the manufac’ 
turer, Others include two at the Uni 
versity of Minnesota and one each at 7 
the Massachusetts Institute of Tec 4 
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A heating man we know put 


it this way: 
You have put 


““We have enough headaches in this 


your faith tn business without borrowing any. So, 





when we find a product that always 
works, that’s it. Take a Field Draft 
Control. I install a Field, turn my 
back and forget it. That dependa- 
bility is worth many dollars to me. 
And where dollars are at stake a 
15,000,000 times few pennies more or less in the price 
don’t mean much.” 


more than 


FIELD CONTROL DIVISION 
of H. D. CONKEY & COMPANY, Mendota, Iliinois 


{ Conco Building Products, Inc. e Brick, Tile, Stone 


Affiliates | Conco Materials Handling Division e Cranes, Hoists 


Visit Field Booth C-32, 1. H. & V. Exposition, Philadelphia, January 24-28 





—— ss 








. . . « Manufacturers’ Activities 


nology, Missouri and lowa State. A 
special fund is provided at North Da- 
kota State for plastic research. 
Awarded to outstanding graduate 
students who need financial assistance 
to continue their studies, the grants 
range from $1,200 to $2,700 for the 
school year, depending on the school’s 


tuition. 


Cleaver-Brooks to manufacture 
‘CB’ package Boilers in Canada 
CLEAVER ~ BROOKS Milwaukee, 
Wis., has completed arrangements to 
have the first sizes (30 and 40 HP) 
of its new CB boiler line manufactured 
in Canada. Production will be ex- 


Co., 


panded early in 1955 to include sizes 
through 125 hp. 

All boilers will be constructed ac- 
cording to Canadian Codes, and will 
be Canadian Standards Association 


UC bile 


Big market for H.C.Little oil wall 
furnaces means big profits for you! 


Both new home and remodeling markets for this furnace keep growing and H.C. Little 
Dealers keep on chalking up bigger and bigger sales records and profits! Why don’t you 
get into the act? Mail coupon today! 
THE FIRST ELECTRIC IGNITION vaporizing oil burner was introduced by 
H. C. Little over twenty years ago, leads all others.—-THE ONLY vaporizing 
equipment U.L. listed for No. 2 oils—DUAL HEAT DISCHARGE promotes 


comfort. See living room and hall views. MANUAL RESET device assures heat 
even if electric power fails‘ —65,000 BTU output. 
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t H.C. Little Burner Co., Inc., San Rafael, Calif. 


Send Franchise Plan, name of local Distributor and 
location of nearest Warehouse to: 
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Head Office and Factory: | 








San Rafael, Calif. 





labeled. Servicing customers in Can- 
ada are the following representatives: 
H. F. Clarke & Co., Alberta: Sani- 
therm Engineering, Ltd., British Co- 
lumbia and Yukon Territory; Fort 
Garry Agencies, Ltd., Manitoba; E. S. 
Stephenson & Co., Ltd., New Bruns- 
and Nova Scotia; Waterloo 
Manufacturing Co., and 
Mechanical Applaince & Transmission 
Co., Quebec. 


wick 
Ontario; 


Peck, Stow & Wilcox expands 


its Machine Tool Division 


THE MACHINE Tool Division, Peck, 
Stow & Wilcox Co., Southington, 
Conn., will be expanded by the com- 
pany. This is the Division in which 
sheet-metal equipment is 
manufactured. 

Machine tools not heretofore made 
will be engineered and sold, 


working 
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Barber-Colman Co. publishes 
electronic control Booklet 
DEALING WITH THE basic elements of 
electronic controls for heating, venti: 
lating, and airconditioning, the Barber: 
Colman Co., Rockford, Ill., has pub: 
lished a new 24 page booklet entitled 
“The Electronic Control Story.” 
Aimed at providing the dealer with 
an intelligent understanding of the 
fundamentals of electronic tempera’ 
ture controls and their application, the 
booklet discusses such topics as the 
bridge circuit, sensing elements, type 
of control, and control applications 
along with on-off temperature, humid 
ity, and outdoor hot water controls. 
The publication, which may be ob 
tained from either the Barber-Colman 
local field office or the company di 
rectly, contains diagrams and specif 
cations for various applications. 
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CONTROLS are designed to GIVE _ no require 





for Vaporizing Oil Burners 










@ Patented dual blade bi-metal assembly 


@ More rapid heat transmission. 
@ Adjustable snap acting Micro-switch. 
@ Heavier, more rugged construction. 


—insures trouble-free operation— supplies 
a wide margin of extra power. 


SERVICE 
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Less service means greater CU® 
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tomer satisfaction —increase? 







profits— more new business 
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Berkeley, Californie 






Box E, Station A 
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‘0 help boost your 


oil burning 








appliance sales / 
The 
































ANY oil burning appliance is easier 
to sell if you sell an Autopulse 
Electric Fuel Oil Lifter Pump along with 
it. By adding the automatic fuel 
supply feature you make any appli- 
ance cleaner, more convenient and 
desirable. The Autopulse pump is eco- 
nomical; costs less than any other, 
and in operation, uses less 
electricity than a forty watt bulb. 
Every customer for an oil burning 
appliance wants the automatic 

fuel supply feature and Autopulse 

is not only the best, it is 

the lowest priced of its type. 
Stock Autopulse and you will 
make more sales — you add 
extra dollars to every sale. 





Sell an Autopulse 
Pump with every oil 
burning appliance and 
increase your dollar 
volume and profit. 








AUTOPULSE you automatic fuel supply 


AUTOPULSE COR 218 E. Dowland St., Ludington, Mich. 

















Here is Draft Control 


as perfect as possible 


And Walker now offers its L-CD 
with a longer collar. This fea- 
ture keeps the damper out of 
the gas stream for better per- 
formance. Now the assembly of 
collar and control saves time 
on the job. And you can see 
for yourself how it enhances 
Walker sales appeal. 


With new 1954 models, Walker, 


as always, offers a complete- 


range of sizes of automatic draft 
controls. There is a Walker 
Fuel-Saver for every conven- 
tional heating use. More than 
13 million sales bespeak fool- 
proof and long-lived service 
with all applications. See your 
jobber or write us, 


The First 


handbook for in- 

dustrial installa- 

tions is published J USteg | 
by Walker! Full | / /Sturgit! | 
of “*how-to’’ and - | 
“‘where-to’’ in- 

formation—with 

lenty of tips 

or profit. Send 

for your FREE 

copy today! 





Check 


These 9 POINTS 


EASE OF ADJUSTMENT With 
exclusive patented pointer 
and calibrated dial. 


BOX TYPE HINGES with sealed 
protection against corrosion, 
dirt and dust. 


BALANCE PLATE — scientifi- 
cally ‘designed to maintain 
proper balance. 


SPECIFIC PIPE SIZES—insure 
correct capacity for every type 
of installation. 


ALUMINUM FRAME — rigid, 
long lasting. 


EASE OF INSTALLATION—col- 
lar and stub. for quick at- 
tachment, . , 


ALUMINIZED STEEL—for heat 
and corrosion resistance. 


FACTORY SET—for ‘‘perform- 
ance as perfect as possible.’ 


FREE FLOW of air in unre-: 
stricted inside area. 


WALKER 


VENTURI-TOP CHIMNEY CAP 
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New Products 


Each New Products item has an identifying number, 
If you want more information on any equipment described 
here send the coupon on page 142 to FUELOIL & Oi Heat, 
2 West 45th St., New York 36, N. Y., and identify the 


product by circling its number on the coupon. 


Iron Fireman “Stubby” burner Motor is 
small, light, permanently lubricated 


JUST AFTER THE WAR Iron Fireman could not buy enough 
oilburner motors and decided to make its own in order 
to maintain its production. The Electronics Div. in Port 
land, Ore., was assigned the project, where a team of engi 
neers worked out design features which had not been used 
on burner motors previously. 

Basically, the oilburner motors as made today feature 
permanently lubricated ball bearings, totally enclosed cow 
struction and a “Stubby.” design, only 47%” long. 

To overcome 
the usual objec- 
tion to the sub- 
stitution of ball 
bearings for con- 
ventional _ sleeve 
type bearings, the 
design engineers 
examined and 
tested every 
known brand of sealed ball bearings and selected thos 
with the right noise characteristics. Production procedures 
were worked out to provide the needed precision for the 
close dimensional tolerances that had to be maintained 
on the motor shaft, rotor and end shields. 

With the sealed ball bearings, though, Iron Firemat 
points out, troubles have been eliminated that result from 
failure to lubricate oilburn2r motors, using too much oil ot 
applying the wrong grade of lubricant. 

A totally enclosed construction was decided upon and 
to keep the motor cool, more copper is used in the windings 
more iron in the laminations. Further, aluminum end shields 


Recommended as ideal for both. 
a7 heating and ventilating applica- | 
FF tions. Just the device to solve prob-". 
SF lems of down draft and poor draft. ! 
NGF Economical...easy to install... attrac- 
pte Be in appearance. Available imme- 
iately in sizes from 3” to 8” 


were selected for weight saving contributions and high heat 
dissipation, but also because it was felt that casting end 
shields of aluminum would give them higher precision. I 
was discovered that the aluminum loosened up around the 
ball bearings after a motor had been run for a time 
St. Joseph, Mo., | it became necessary to experiment and discover the p 
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WALKER MANUFACTURING & SALES CORP. 
Af 1750 Penn Street 














* PLUMBING 


FLOW CONTROLS AND TEMPERING VALVES 


CONTROL WITH | 


DOLE 


PLUMBING AND HEATING PRODUCTS 





FOR GAS, OIL OR STOKER FIRED ONE-PIPE 


STEAM 


SYSTEMS 





AIR VALVES FOR 


HOT WATER 


HEATING SYSTEMS 








fg AUTOMATIC REGISTERS FOR FORCED 


WARM AIR 


INDIVIDUAL ROOM TEMPERATURE CONTROL 


Control with Dole seave marx 


DOLE 


THE DOLE VALVE COMPANY 
1933 Carroll Ave., Chicago 12, Ill. 


Representatives in Principal Cities 





/ 





. . . » New Products 


WHY is THIS BURNE? lem could be solved by casting steel inserts in the end 


shields. With these, the bearings remained firmly in place. 


REVOLUTIONIZING THE OIL The centrifugal switching mechanism—which cuts oyt 

the starting windings when a motor gets up to speed—was 

considered most carefully and a simple device designed for 

HEATING INDUSTRY ? the “Stubby” motor. Tests are reported to show that the 
switch operates for 4!/2 million starts, 

Iron Fireman oilburner motors are being produced in 

the Y@ hp size, which has been found adequate to run q 

¥ gph burner and whose windings are small enough so that 




















FREE 
thats why! 


PRICED RIGHT FOR PROFITS! 


The whole industry has been trying to develop a “bug-free” | 


low pressure oil burner —Combustioneer has done it! Now | 


‘ ; | the motor can be made several inches sho 
you can sell all the advantages and better combustion efficiency | ahr ° wo “ yi l she shorter, Extending 
of a low pressure burner—without worrying about service | “78 anagioe ee the new motor Wie 

nickname “Stubby. 


difficulties! It’s the outstanding engineering achievement in | 
After initial production, Iron Fireman reports some itv 


| 
the oil burner field! | 

| stances of complaints against noise. But, upon investigy 
| tion, it was found the cause was not the bearings but rather 
electrical hum. Production methods used to make rotors 


bs 


If you’re not selling these features, you’re not 
selling the last word in oil burners! | 


© 2-stage air mixture! | were not holding the skew of the slots on the motor’s outer 
© Easy oil flow adjustment —while burner operates! Ad- | surface accurately enough and the hum resulted. Solution 

justs from .50 to 3.00 gallons per hour! | was the development of a completely new way of making 
e “Free Floating” Piston for dependable oil metering! |_ the rotors so that even the small percentage of motors that 
e “Flo-Mist” nozzle forms vapor that is almost a gas! | had been affected no longer would cause complaints of 
© Clog-free nozzle opening 30 to 40 times larger than or- noisy operation. 


dinary burner nozzles! Made by: Iron Fireman Mfg. Co., Electronics Div., 2838 
© Foam and bubbles removed from oil before metering! Southeast Ninth Ave., Portland 2, Oreg. 


Circle El on coupon, page 142 


€ 
> Grbustioneor New Preferred horizontal Rotary 


is factory-wired and assembled 





Combustioneer Division, The Steel Products Engineering Co. 
Springfield, Ohio 
Low and High Pressure Oil Burners © Gas Burners 


Oil-Gas-Coal Furnaces ® Stokers ® Humidifiers 


MAIL COUPON for all the facts on the error the illustra- 
Profitable Combustioneer Franchise tion showed the 


etme me eee eee eee ene semen en em en et eee te cee ee mars renee eee cere ene mem | burner in an in- 


| 

| PREFERRED MODEL BHE horizontal rotary oilburner Ww 
| described in a New Products item on page 122 of the 
{ 








August issue, In 





Combustioneer Division > ‘Hon: 
| verted position 
The Steel Products Engineering Company oon ia 
1207 W. Columbia St., Springfield, Ohio | the accompanying 
I want more facts on the money-making Combustioneer Franchise, | illustration shows the burner correctly. 
and on the sensational Combustioneer Low Pressure Oil Burner. | Model BHE is a factory-wired and assembled unit offere! 
NAME in capacities from 15 to 175 gph in 10 sizes. 





Made by: Preferred Utilities Mfg. Corp., 1860 Bross 
STREET ADDRESS way, New York 23, N. Y. 
. Circle E2 on coupon, page 142 


city ZONE STATE 
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FIRM NAME 


















IGNITION 
TRANSFORMERS 


With these valuable 
features: 


Underwriters’ Laboratory 
and 
Canadian Standard Approval 


UNION ELECTRIC and MANUFACTURING CO. 
1057 SUMMIT AVE. e JERSEY CITY 7, N. 3. 





PUMP WITH 


SIMPLEST PUMP YOU EVER SAW 


122 


IT WON’T LEAK! 


That is a Pump Guarantee... 

Worth thousands to you... 

Backed by 100% replacement... 
Proved by hundreds of contractors... 
Founded on a basic design difference. 


Leak-proof design is only one of eight 
distinctive Magnaflow advantages. For 
example, because of sealed-in U. S. 
Graphite bearing, Magnaflows need no 
oiling. Similarly, no other circulator has, 
“Only One Moving Part” .. . or features 
stainless steel pumping chambers in all 
models . . . or fits into 2/5 of a cubic foot 
with room to spare ... or mounts at 
any angle. 


\ 


...and man! You should just see 
a Magnaflow pump! 


Elm Street 
Westfield, N. J. 





. . « « New Products 


Hy-Lo oilburning Salamander 
features built-in return Stack 


HY-LO Salamanders, oilfired portable heaters, have been 
designed for spot and space heating, indoors and out. Ree 
ommended for supplying heat for dry- a ‘. - 
‘ e i 
ing, thawing or comfort, Hy-Lo units : 
feature smokeless operation based on a 
patented return gas principle whereby 
the stack returns consumed gases to 
the bowl of the heater. 

On 4, to 1 gph the heaters produce 
70,000 to 140,000 Btu/hr and light 
with a match. They burn from 10 to 
20 hours on one filling, have no wicks, 
valves, or jets and are equipped with 
a quick extinguishing damper and 
carrying clamp handles. 

Made by: Scheu Products Co., P. O. Box 262, Upland, 
Calif. 

Circle E3 on coupon, page 142 


Inter-Matic time Switches now 


have E-Z See easily read Dials 


UTILIZING a black on yellow color combination International 
Register’s “E-Z See” dial for Inter-Matic time switches 
features a “pull out and twist to set” method for speed 
in dial setting. 

In addition to the new color combination, the dial’s 
numerals have been enlarged to provide greater reading 
ability. 

Made by: International Register Co., 2624 W. Wash 
ington Blvd., Chicago 12, IIl. 

Circle E4 on coupon, page 142 


Oil Equipment has swing Joint 
with tapered roller Bearings 


AN OILCO swing joint, designed to handle heavier loads 
and operations of long range, incorporates taper roller 
bearings. Avail- 
able in 3” and 4” 
iron pipe sizes, 
with the inlet end 
flanged and the 
outlet end pro- 
vided with female 
pipe thread, the 
units do not sup- 
plant other Oilco 
joints. They are 
applicable to 450, 
460 and 462 
Spring - Matic 
loading assem- 
blies, which are 
furnished with 
companion 
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Keep Everything 
Under Control 


Do you consider ALL these advantages 


when you choose your controls? 


PROVED PERFORMANCE 


Crise controls are being used by 
many leading furnace manufac- 
turers who report a marked decrease 
in service calls and returns. 


PRECISION SWITCHING 


Only in Crise do you get the preci- 
sion and long life of famous Acro 
rolling spring snap action switch 
movements. 


There’s A Versatile 





TYPE FOL-60 
Warm Air Limit Control or Fan 


Control. 





TYPE FAL-20A 
A Bimetal Combination Fan and Limit 
Control With Summer Switch. 





ZONETROL 
Automatic zone control for 
heating and air conditioning. 


e668 8.6 62 Pee 6S 8 ae Oe BrS 
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HIGHEST QUALITY AT LOW COST 


Top quality materials plus a design 
having fewer parts and wearing 
points make the Crise a thoroughly 
dependable control. This simplified 


design keeps costs low and permits 


selling at an attractive price. 


VERSATILITY 


Many Crise controls can be used for 
dual purposes. This flexibility in ap- 


CRISE CONTROL for Every Application 


TYPE FAF-15 


Control, 


BACK 
VIEW 






Two Speed Furnace Fan 


e622 6:2 ee 6 8 8 6 ae 


OLUMBUS 16, OHIO 





plication permits maintaining a lower 
and more balanced inventory of 
control types. 


CUSTOM DESIGN 

Crise controls can be readily tailored 
to meet individual requirements in- 
cluding your own brand name on 
the cover. 


iA ° 





TYPE FAL-10 
Combination Furnace Fan and 
Limit Control. 


eeocoace e 606 £6 29 2H OO ePe @€ O44 ese 





Distributed in Canada by Leland Electric Canada, 


Ltd., Guelph, Ontario 
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ONLY POSITIVE 
HUMIDIFIC ATION CAN GIVE 


PROFITABLE WUMIDIFIER 
SALES WITH TROUBLE 
FREE SERVICE 























POSITIVE HUMIDIFICATIONS 
NO JETS., NO PANS. NO FILTER 
PACKS, NO EVAPORATOR PLATES)» 
NO HEATING COIL. NO 














THERE ARE POSITIVE 
PUMIDIFIER MODELS FOR THE 
WET HERTS OR WARM AYR AND 
ERCA CAN BE WOMIDISTAT 
CONTROLLED . 













POSITIVE BUMIDIFICATION 
CAN MEAN PROFIT ABLE SALES 


AS HIGH AS 3413,50 





LABORATORIE 


‘eeoaven ass .) 


FOR POSITIVE HUMIDIFICATION TOMORROW 
WRITE WALTON TODRY. 


— — eee mee ee 


WALTON LABORATORIES INC. IRVINGTON 1], N. J. 


Send me literature on Positive Humidification 
for: _] Wet Heat 
[] Warm Air 


Name 


Address 
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. . « « New Products 


flanged inlets and employ lever arm action to control the 
weight and work functions involved. 

The new swing joint, designated Model 857, outwardly 
resembles Oilco’s Model 852, except that the bottom of 
the joint has been re-styled and horizontal supports cop 
necting the spring-containing cylinders have been lowered 
for added strength and durability, Greatly reduced frie 
tion ratio and greater flexibility are two of the immediate 
advantages achieved with Oilco’s new swing joint. 

Made by: Oil Eqpt. Mfg. Co., 3160 Vermont Ave 
Louisville 11, Ky. 

Circle E5 on coupon, page 142 










Penn adds universal voltage 
Contacts to furnace Controls 





INCORPORATION of a fast-acting element and universal volt- 
age contacts to its liquid expansion controls have been 
announced by Penn. The type : 
518 limit control and type 
520 combination fan and 
limit control have new grid- 
type elements; gold-plated 
contacts have been added to 
the limit or limit side of these 
controls to enable them to 
handle line, low or milli-volt 
service. Grid type elements 
also will be added to type 519 fan control. 

Cne of the advantages to come from these changes is 










an opportunity to reduce inventories of wholesalers and 





dealers. 
Made by: Penn Controls, Inc., Goshen, Ind. 
Circle E6 on coupon, page !42 












American Air Filter Roll-O-Matic 


is self-cleaning, commercial Unit 





AMERICAN AIR FILTER’S Roll-O-Matic is an automatic self’ 
cleaning glass fiber air filter designed for use in commercial 
and indus- 
trial ventilating 
and air condition- 
ing systems to 
clean both outside 
and recirculated 
air, The Roll-O- 
Matic filter- 
ing material is 





composed of con- 





P f 
tinuous strands of ‘ 
slightly curled 
and inter- s 


laced glass fibers held in place by a thermo-setting plasti 
bond, supplied in 70’ rolls. 

Mounted at the top filter casing, the material from the 
roll of clean media is*transported on a continuous screen 
that rotates over top and bottom sprockets, down the fae? 
cf the filter and is rerolled at the bottom after collectin$ 
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MONCRIEF NOW OFFERS 


Tite] oMm old ae <olelale Ml | ol: Me) alo] ol Rola 4 
7 Wall Stack... Snap Lock Duct in 


re 



























* Round Pipe 


5 Foot Lengths 
10 Joints per Carton 


TRADE PRICES 





30 Ga. 26 Ga. 
4"—$ .63 
5"— 81 
6"— 95 $1.05 
7". 4,13 1.26 
8’— 1.26 1.40 

ry 
Wall Stack 


5 Foot Lengths 
5 Joints per Carton 


TRADE PRICES 


31% x10" a $2.04 
34% x12” _ 2.23 


Snap Lock Duct 
64” Lengths 


Ideal for extended 
plenum Installations 


nd 











TRADE PRICES 
























Per Carton Per Length of 
10-8” Sides — $8.25 Complete Duct 
10-12” Tops 
or Bottoms — 7.98 12”x8” Duct — $3.25 
10-14” — 9.35 14”x8” Duct — 3.52 
10-16” — 10.73 16”x8” Duct — 3.80 
10-18” — 12.10 18x8” Duct — 4.02 
10-20” — 13.48 20”x8”" Duct — 4.35 


PACKED 10-8” SIDES PER CARTON . . . 10 TOPS OR BOTTOMS PER 
CARTON. ONE CARTON OF EACH MAKES 5 64” LENGTHS OF DUCT! 








It’s MONCRIEF for the BIGGEST — MOST COMPLETE LINE of and Air Conditioning Installation. Write for the name of 
SNAP LOCK WARM AIR PIPE . . . SNAP LOCK WALL STACK your MONCRIEF jobber. He carries a complete stock for 
++. SNAP LOCK DUCT... FITTING for ANY TYPE of Heating immediate delivery. 


THE HENRY FURNACE COMPANY © Medina, Ohio 


——— 


MONCRIEF 
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PUGWACE PIPE AND FITTINGS 









Install Fin-Tube 
Radiators 
Faster... 








GENERAL 


'*Special-Tee’’ 
vent-or-drain 
fittings 


Used as drain—connects in line like 
regular elbow 


> 


OTETTTTETILELL 


Used as air-vent—connects in a jiffy 
between riser pipe and fin-tube 


You save time and money on fin-tube baseboard 
radiator installations with GENERAL’S “ready- 
to-install’’ Special-Tee Fittings. These 3-way 
reducing tees come to you with factory-tapped 
opening for venting or draining. Just screw 

in the air valve or plug, connect tee into line 

— and the job’s finished, that quick! No drilling, 
tapping, or bushings needed. 


Why not standardize on these Special-Tees? 
They’re available in Bronze Solder-Type, 

or in Cast Iron for both supply and return ends. 
(Fittings for supply end furnished without 
vent-or-drain opening.) Illustrated folder gives 
sizes and detailed information. Write General 
Fittings Co., 125 Georgia Ave., Providence 5, R.I. 


“GENERAL FITTINGS 


COMPANY 
TANKLESS AND INDIRECT 
WATER HEATERS AND HEATING SPECIALTIES 
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. New Products 


its dust load. A pressure switch actuates a drive motor that 
rotates the screen and feeds a clean media into the filter 
curtain. 

Made in vertical sections 3’, 4’ and 5’ wide, and ip 
heights from 5 to 15 feet in four inch increments, one 
drive mechanism will operate from three to six sections 
depending upon their height. 

Made by: American Air Filter Co., Louisville 8, Ky, 

Circle E7 on coupon, page 142 


En 


Union Asbestos wall Radiation 
has Openings at Top and Front 





WALL RADIATION introduced by Union Asbestos features a 
sloping top cover with openings at top and front to provide 
greater air flow. 
The one piece 
metal cover is 
available in 
lengths up to 20 
feet. Radiation 
units can be or- 
dered in one, two 


Careful | 
reason W 
by man 
heating 








or three high elements, with either sloping or flat 108 cover, = | 
Finned tube elements permit use of hot water or steam. FP pitinuy 
A. newly-designed wall plate supports the cover and These f¢ 
elements, while the covers can be supplied with a galvan sure-ca: 
ized coating in place of the standard phosphitized gray backed 
primed finish. cored Oi 
Made by: Union Asbestos €& Rubber Co., 332 South and bake 
Michigan Ave., Chicago, IIl. ful selec 
Circle E8 on coupon, page 142 a big fac 
give lon; 
Two new Models announced for The mot 
Bowser Xacto liquid meter Line bay 
TWO NEW HI-PRESSURE XACTO meters are in production; § mation ( 
Fig. 470-15-4 is rated at 15 gpm and Fig. 470- 50- 4israted B address 
at 50 gpm, both with working pres- or our ni 


sures up to 500 psi. The smaller model 
is furnished with 114” screwed con- 
nections; the larger meter has 1!” 
flanged connections. 

Like other Xacto meters, these may 
be equpiped with straight-reading, 
totalizing or ticket-printing dials. Both 
models are designed for top or bottom 








mounting. ' eae 
Made by: Bowser, Inc., 1300 Creighton Ave., For 
Wayne 2, Ind. 


Circle E9? on coupon, page 142 ¢ 


Honeywell Unit measures Level 


of Liquid in any closed Tank 


DEVELOPMENT of an instrument to measure the level of 
liquids in a closed tank, either under pressure or vacuu® 
has been announced by Minneapolis-Honeywell. The in’ 
strument, known as a “differential converter,” conver 
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Engineered for DEPENDABILITY 


Delco Motors 


Careful dynamic balance is only one 
reason why Delco motors are preferred j | = 
by many leading manufacturers of 
heating and ventilating equipment. 

An impressive list of features con- 
tributes to Delco’s enviable record for 
continuous, trouble-free performance. 
These features include uniflow pres- 
sure-cast rotor conductors, steel- 
backed tin babbitt sleeve bearings, 
cored oil wells, varnish-dipped 
and baked motor windings. Care- 4 
ful selection of materials, too, is * 
abig factor in enabling Delco motors to 
give longer, more dependable service. 


The motors you need for your products, 
in sizes from fractional to 100 h.p., 
are in the great Delco line. For infor- 
mation on motors for any application, 
address Delco Products, Dayton, Ohio, 
or Our nearest sales office. 





























MOTORS FOR OIL BURNERS 


f Delco flange-mounted motors, split- 
i phase—'%- to %-horsepower ratings. 


THE BEST RUNNING MATE YOUR PRODUCT CAN HAVE 


DELCO 
PRODUCTS 


Division of General Motors Corporation * Dayton, Ohio 





obo 


DAYTON OHIO 


SALES OFFICES: 
ATLANTA *© CHICAGO « CINCINNATI + CLEVELAND « DALLAS, 
DETROIT * EVANSVILLE * HARTFORD + KANSAS CITY + LOS ANGELES 
PHILADELPHIA «¢ ST.LOUIS * SAN FRANCISCO « SYRACUSE 





MOTORS FOR BLOWERS 


Delco resilient-mounted motors, split- phase 
and capacitor-start types, single- and two-speed 
designs—'%- to ¥%/4-horsepower ratings. 


Pricloil - 
oilheat, 


y GUST - SEPTEMBER +» OCTOBER - NOVEMBER > 4 


° uzawaa? 








SUMMER 
© owuav > HOUYW: 


pY + JUNE. JULY* 


TWELVE 
MONTH 
ANSWER 


to YOUR 


Business Problems! 








“Step-Up” your business into the 12-month 
class by selling CLIMA-TWINS, year ‘round 
conditioned air, instead of a furnace. You can 
cut installation time and increase profits 
. CLIMA-TWINS are pre-wired and pre- 
assembled in two sections—go through ordi- 
nary doors and down basement steps. 


GET THE FACTS... THE ROUND 
OAK DEALERSHIP OFFERS MORE 


ROUND OAK 


YOUR AIR CONDITIONING HEADQUARTERS 


MAKE YOURS A 





TWELVE MONTH 
BUSINESS | 





Remote 
wir-cooled 
HEAT! 
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a 
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Round Oak Co., Ine. 
Dowagiac, Michigan 





Please rush me information on the new Round Oak line: 


Name 


Address 








City State 














. New Products 


differential pressure into proportionate air pressure which 
in turn is transmitted to indicators, recorders, and cop. 
trolling equipment. 

Utilizing a pneumatic balance weigh-beam system, the 
new unit is small and lightweight (28 Ibs. net), and since jt 
does not use mercury as a seal, maintenance is reduced 
by eliminating the need for seal pots and purges, The range 
of the instrument is adjustable in field applications from 0-14 
to 0-200 inches of water, and the level reading over the 


entire range of measurement is continuous. Rated for prey 
sures of 750 to 1500 psi, the unit is said to be able to with 
stand temperatures up to 350° F. 

Made by: Industrial Div., Minneapolis-Honeywell Regu 
lator Co., Wayne and Windrim Aves., Philadelphia 44, 
Pa. 

Circle E10 on coupon, page 142 


Peerless backward curve Blowers 
offered in all recommended Sizes 


TOP FEATURE of Peerless Electric’s new Backward Curve 
Blowers is the dynamically balanced wheel which is aimed 
at allowing quiet and smooth 
passage and exit of air. The 
wheel is designed with a 
matching spun cone, and a 
heavy cast-iron hub provides 
support along with providing 
maximum balance throughout 
blower life. 

The blower is being manu- 
factured in all N.A.F.M. 
recommended sizes from 124%” to 36\4”, and has self- 
limiting horsepower characteristics along with meeting all 
performance standards and requirements. Housings are 
available for outdoor installations. 

Made by: Peerless Electric Co.., 
Warren, Ohio. 

Circle El] on coupon, page 142 





Fan and Blower Diw., 


Fiberglas molded pipe Insulation 
conforms to Contour of the Fitting 


AIMED AT rapid installation on hot and cold line fittings, 
Owens-Corning’s Fiberglas Molded ges Fitting Insulation 
is manufactured ss 
in preformed 
halves, and may 
be used on mod- 
erate low tem- 
perature work as 
well as on heated 
450° 
The 
insulation is mold- 
ed to fit screwed 
and butt-welded 
fittings, and while the inside conforms to the contour of 
the fitting, the outside forms a smooth, even curved surface 
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piping to 
Fahrenheit. 
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They cost no more... So why settle for less! 


THE BEST AUTOMATIC AIR VALVES FOR EVERY 
HOT WATER HEATING JOB ARE 











LABELED... 








For vertical 





MAI 


BALANCING VALVE 
ADAPTER UNITS 














NUMBER 7 AUTO-VENT 





Nadi VALVE! 
No. 14 ll Lp 
Balancing a 
Valve Any stock tee, plus the 
Adapter Adapter Unit completes a 
balancing fitting for hot 
water heating systems. 
These new units, quickly 
nominal soldered or _ sweat-fitted 
copper into copper and _ bronze 
tees, tees or threaded into cast 





For mains, pipe 
lines, unit heaters, 
, convectors, panels, 


coils, etc. A favor: 
ite ... proved de- 
pendable on hun- 
dreds of thousands 
of installations. 


e Self - closing, 
float - controlled 





valve fined to 4 vent 
lots onl 
e Non-ferrous eae ee s y 
atten For convectors and for space limitations. e Special composi- 
e No air chamber » Dependable float-operated valve tion control disc 
required eo Non-ferrous metals e Internal siphon 
Designed f © T 6 No air chamber required tube 
pressures up tO » For pressures up to 50 lbs. e No air chamber 
75 Ibs. required 
mounting only. Size 49g" x 2/4" For horizontal mounting only. Size 3" x 2'/4" 
with Y/g" 1.P. female connection. with '/g" 1.P. female side connection. For vertical or horizontal mounting. Size 


D-O-MIST 





| MAKE ANY CoP- 
| PER, BRONZE OR 
| CAST IRON TEE | 
| A BALANCING | 



















iron tees, regulate’ the 
flow of hot water through 
radiators, convectors, base- 
board panels, radiant coils, return mains and 
branches. Precision made of non-ferrous metals. 













tees. 


Full free flow through the tee. No restriction except for 
the balancing required. 


AUTOMATIC HUMIDIFIERS... 






NUMBER 9 7 AUTO-VENT 









No. 15 Balancing 
Valve Adapter 
Unit for '/2", %4", 


I", 1144" cast iron 















NUMBER 72 a 
For _  convectors, 


baseboard and free- 
standing radiation. 
The fastest venting 
valve (expansion 
type on the 
market! 


‘e Expansion and 
contraction con- 








iW" x Yo" with Ve" 1.P. male connection 



















NUMBER 


67 


AUTO-VENT 











For convector and 
baseboard radiation 






















e Self - closing, 
float operated 


e Compact size 


e Non-ferrous 
metals 










e No air chamber 
required 

e F or pressures 
up to 30 lbs. 

























For vertical mounting only. Size 3-3/16" 
x 11/2" with '/g" 1.P. male connection. 

















- AUTO-VENTS 





WATER LINE CONTROLS . HEATING SPECIALTIES 


MAID :O’: MIST,Inc. 


3217 NORTH PULASKI ROAD . CHICAGO 4i, ILL. 





SUPPORTED 


FOR YOU 
° Rockford 


@ BRASS WORKS 
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which may be painted, or covered with canvas, vapor bar. 
rier mastic or cement. 

Available in sizes to fit American Standard cast-iron 
screwed ells, tees, and 45’s for pipe sizes from Yy-inch tp 
8-inch pipe, and Standard butt welded long radius ells 
and 45’s for pipes from 2 inches to 8 inches in size. Screwed 
tee insulation may be used to insulate gate and globe valves, 

Made by: Owens-Corning Fiberglas Corp., Toledo |, 
Ohio. 


Circle E12 on coupon, page 142 


Trion electronic air Cleaner 
available for smaller Home 


A LOW COST TRION electronic air cleaner has been designed 
for the smaller home. Occupying no more space than a 
window aircondi- 
tioner, the unit 
fits into the duct- 
work near the 
furnace and is sus- 
pended from the 
basement ceiling. 
Plugged into an 
electrical outlet, it 
uses no more cur’ 
rent than a 40 watt bulb. 

Incorporating all the features of larger Trion models, 
the newer addition to the line imparts a positive electrical 
charge to airborne particles as they pass through the unit. 
The particles are attracted and collected on metal plates 
having a negative charge. About once a month the col 
lected dirt is flushed away by a built-in water spray system. 

Made by: Trion, Inc., McKees Rocks, Pa. 

Circle E13 on coupon, page 142 














Universal fill Box includes 
product identification Marker 


UNIVERSAL 704M is a combination of fill box, product 
identification marker and replaceable thread ring. The fuel 
oil truck driver is hese san 
enabled to posi- 
tively identify the 
product to be de- 
livered since each 
fill box has an 
aluminum identi- 
fication tag fast- 
ened to the body 
by two. screws. 
Reversible mark- 
ers are available stamped to order or left blank. 

The replaceable thread ring feature permits replacemett 
of threads instead of an entire fill box. 

The fill box consists of an iron body, bronze cap with 
specially treated leather gasket, aluminum marker and 
replaceable thread ring, sealed with vellumoid gasket. 

Made by: Universal Valve Co., Dept. 2, Elizabeth, N. J 


Circle E14 on coupon, page 142 
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Modern Way to Deliver 


THIS WHITE 3026 is the modern fuel oil 
tanker operated by Seaboard Coal Co., 
New Haven, Conn. It provides extra- 
capacity tanker without longer over-all 
length for outstanding maneuverability 
and time savings in fuel oil delivery. 
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0 YEARS AHEAD in functional design 

> for fuel oil delivery service, the White 
3000 saves time and improves delivery 

efficiency . . . wherever it goes. 

Its maneuverability saves time in con- 
er gested areas and reduces traffic time. 
uct Its low-level cab saves step at every stop 
sel ...and it is engineered for safety and 

wonderful visibility in all directions. 
Se*. Rie w Find out from your White Representa- 
tive without delay how the new White 
Delivery 3000 saves time and money all day 
long ... for years! 
tee» With the patented 
safety power-lift cab 
nt THE WHITE MOTOR COMPANY 
mn Cleveland 1, Ohio , 
nd SUPER POWER 
3000 
J 
FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 





131 





































with combination 


/ENTALARM "GAUGE 


Underwriters’ Approved 


The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 


Specify tank depth and opening 
when ordering. 


“BUTTON-LIFT” 
INSTALLATION 

Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 
even in partly filled tanks. 

























Underwriters’ Approved 


A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 
ice-free operation. 


Specify tank depth 
when ordering. 





and the famous 


VENTALARM 


1. m. REG. U.S. PAT. OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 





home entry. Truly automatic fills for 





the householder. Makes oil supply as 
clean and convenient as any other fuel. 










A variety of models for 
new and old tanks. 






Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 










“Just fill while 
the whistle blows.” 





See your regular Supply House. 


SCULLY SIGNAL COMPANY 


Riedl 8 


OH 
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Certified’s unit Heater fired 
with pressure atomizing Burner 


CERTIFIED FURNACE has added a direct-fired unit heater 
with an output of 220,000 Btu/hr and effective air delivery 
of 50 ft. Hanging 
hooks permit sus- 
pension of the 
unit from the ceil- 
ing or it can be 
secured to a plat- 
form or dolly for 
temporary heat. 
The unit, which is 
a self - contained 
heating plant, 
491f.” 
wide 





measures 
high, 39” 
and 21” deep. It is shipped assembled and prewired, 

Vertical flue travel allows combustion gases to be ex 
hausted through a short flue pipe, which can be attached 
to either side of the heater. Adjustable louvers direct the 
heated air where needed. 


Made by: Certified Furnace Corp., Trenton 8, N. J. 
Circle E15 on coupon, page 142 








Duc-Pac adds pre-formed plenum Chamber 
to line of prefabricated duct Fittings 


DUC’PAC DIVISION has rounded out its line of prefabricated 
duct with the addition of a pre-formed plenum chamber. 
The plenum features the 
same “Press-together” con- 
struction that all Duc-Pac fit- 
tings have. Available in vari- 
ous sizes to fit any furnace 
it is shipped unassembled and 
boxed flat to prevent denting 
and save space in storage. 

“S” locks for providing a 
neat connection to the fur- 
nace are furnished. Other fea- 
tures include ease of assembly 
(no hammer is required), 
smooth edges and absence of 
rusting—all cut edges are con- 
tained within the inner lock. 

Made by: Duc-Pac Div., Swett Bros., Inc., Springfield 
Mass. 


esnr 











Circle E16 on coupon, page 142 


Rustend is rust Arrestor and 
Preventor for new or old Metal 





RUSTEND Is A rust arrestor and rust preventor usable 45? 
rust-proofing primer or touch-up compound for covert 
rusted surfaces and prime coating new metals. It #8? 
transparent liquid that polymerizes upon drying with the 
rapidity of paint. Forms a flexible, resistant, adhering 
film that expands and contracts with the metal. Rustend 
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There's money in the air... 


when you sell CHRYSLER AIRTEMP! 





4 
THE “SPACE SAVER’’ 


Airtemp Engineers have developed a Year 
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Round Air Conditioner requiring only a few 






— 


inches of floor space! 






Need magic to install year ‘round air conditioning in tight 
spaces? Only the Space Saver gives you all of these features: 





\ 

\ 

| 

2 | 

fini | 
| 
| / 





Hi-Boy Space Saver. 










1 Available with waterless or water cooled condensing 
unit. 


New, inverted ‘’V‘- é 
: type cooling coil looks 9 FJ; 
er, like this inside. fg 


















2 Heating can be installed now—cooling later with abso- 


lo-Boy Space Saver. . 
“ lutely no alterations. 


Cooling coil may be 
used with other forced 


air furnaces. ye 3 Automatically cools or heats—no dampers to change. 


4 Easily installed anywhere in the house—as little as 
7 22”x 30” floor space required. 


5 Counterflow and conventional models available. 


Here is another Chrysler Airtemp “First”. . . an exclusive 
new feature that will help you sell heating plus cooling to 
realize twice the profit on more jobs than ever before. For 
information on other selling advantages you get only with 
the Chrysler Airtemp Heating Franchise, write to Airtemp 
Division, Chrysler Corporation, Dayton 1, Ohio. 





Air Conditioning’s 


other name... 


Chrysler Mirtemp 







DIVES |ON. er CrmRYSLER 





HEATING * AIR CONDITIONING FOR HOMES, BUSINESS AND INDUSTRY 
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HEAT-RESISTING STEELS 


SHEARE 


TO SIZE FOR YOUR 









































Ingersoll specializes in producing heat- 
resisting stainless steels—of exceptional 
forming qualities—specifically for oil burner 
combustion chambers. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer 
exceptional service by custom shearing to 
your own specified combustion chamber 
blanks, or multiples thereof. 


Advantages 
OF HEAT-RESISTING STEEL CHAMBERS 


@ No breakage in shipment or handling 
@ Lighter weight lowers freight costs 


e Quicker heating—greater efficiency 


Write, wire or phone for details 


Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
PRODUCTION 310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 
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contains no lead and can be flowed, dipped, sprayed or 
brushed, Sets in not more than three hours, dries hard in 
24 hours. 

Made by: American Sand-Banum Co., 9 Rockefeller 
Plaza, New York 20, N.Y. 


Circle E17 on coupon, page 142 






Heil expands highboy furnace Line 
with gun burner oilfired Models 


HEIL UF-2 oilfired winter airconditioner is a highboy model 
included in the new line recently announced. Two oilfired 
models, equipped with gun burners, are 
rated 89,600 and 112,000 Btu/hr at 
the bonnet. 

The extremely compact models in- 
corporate features centering largely 
about the design of their heat exchang- 
ers, including added heating surface, 
protection against expansion noises, 
greater servicability and an improved 
construction to minimize corrosion 
within flue tubes, 

Made by: The Heil Co., Milwau- 
kee 1 Wis. 


Circle E18 on coupon, page 142 





Morrison’s upper Structure 


for use with Carry-All Bodies 


AN UPPER STRUCTURE which can be added to Morrison’s 
Carry-All bodies creates a totally enclosed service unit, 
and is the latest 
addition to the 
company’s line of 
special Carry-All 
service acces- 


sories. 





The new upper 
structure provides 
a protected, covered working area, six extra inside shelves 
running the full length of the unit, additional cubic 
feet of covered carrying space, full height, lockable rear 
door, and rear cab and door windows, Available for all 
Carry-All service bodies for Yy, 34, and 1-ton chassis, tt 
can be purchased with a new body or added to Carry-All 
bodies already in service. 

Made by: Morrison Steel Prods., Inc., 601 Amherst St. 
Buffalo, N. Y. 


Circle E19 on coupon, page 142 


Brady self-sticking pipe Markers 
for Temperatures as hot as 300 deg. Fr 


BRADY All-Temperature Pipe Markers are designed to stick 
to pipes at continuous temperatures from —300° to 300° 
Fahrenheit and intermittent temperatures to 450° Fahret’ 
heit. Applied without moistening to bare or insulated pipes 
the markers, which have an adhesion rating of 32 02. Pe 
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For every home...for every fuel... 


let SPENCER solve your heatin 


Spencer, leader in quality heating for more than 


60 years, offers you over 60 models of boilers proble ms ‘ 


and complete heating units ... a size for every 








home... one for every fuel. 


Here, for example, are four models. All are 

easy to install . . . compact in size . . . economical 
to operate... and available in most sizes with For oil — 
instantaneous hot-water coils. For gas — the SUBURBAN 


the RANCHER 








Spencer complete heating units 


offer new beauty... new ease of installation 






e Fast heating qualities ...efficiency and 
economy. 






e Easy to install—shipped completely assembled. 
Just move them into position and hook up. 







e Easy to service—special designs permit cleaning 
without removing jacket or smoke pipe. 







e Easily concealed connections. 


Rancher (gas): AGA-approved, 40,000 to 232,000 BTU output 
Suburban (oil): SBl-approved, 510 sq. ft., water, net rating 









| | For larger homes Spencer residential boilers 


For and apartments offer high efficiency at low cost 
all homes “G” BOILERS 
; “R” BOILERS a 













Two of the most popular boilers on the market. 






e Exclusive Spencer peaked fireboxes for more 
efficient combustion. 






e Staggered boiler tubes for quick heat transfer. 






e Fire tubes easily accessible for faster cleaning. 






Unique warp-proof door frames, 










“R” Boiler: 320 to 1,100 sq. ft., steam, SBI Net Rating 
“C”’ Boiler: 1,100 to 5,000 sq. ft., steam, SBI Net Rating 


_ xs i 
=e) 6 (‘SPENCER 


My LYCOMING DIVISION = 


“ 
“Ams, 7” sv¥ 
Orr p pens 
Io i — 3 













NO ONE GAUGE FOR 
All INSTALLATIONS 





with the newly improved 


Xochesls WNIVERSAL” 


oil tank gauge 


IT’S WEATHERPROOF! . . . Ideal for both indoor and 
outdoor use. You have to stock ozly one gauge for 
all installations. 


NEW TYPE PLASTIC HEAD is hermetically sealed . . . 
makes it absolutely leakproof, dustproof and shock- 
proof. Pressure-tight, too. 


POSITIVELY PREVENTS FUMES and seepage from leak: 
ing out. This is because there are no holes. A per- 
manent magnet transmits float-arm action. 


EASY-TO-READ “DUAL DIAL”’ saves time and effort in 
checking and filling tanks. 


EASY TO INSTALL and stocked by lead- 
ing wholesalers everywhere for all 
standard oil burner storage tanks. 
Underwriters’ approved. Rochester 
Manufacturing Co., Inc., 8 Rock- 
wood Street, Rochester 10, N. Y. 


DEPENDABLE f ACCURACY 


MANUFACTURING COMPANY, INC. els 


DIAL THERMOMETERS GAUGES AMMETERS 
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inch of width, have the specific name of the material in the 
pipe printed in bold, black letters on the proper ASA. 
specified background color. 

Mounted on handy dispenser cards for quick applica- 
tion, over 1,000 different pipe markers are available from 
stock. They come in three printing styles, for large, medium 
and small diameter pipes, and specials can be made up 
to order. 

Made by: W. H. Brady Co., 727 W. Glendale Ave., 
Milwaukee 12, Wis. 

Circle E20 on coupon, page 142 


Anderson moisture Trap drains 
Condensate from piping Systems 


ANDERSON NO. 81 float-type moisture trap is designed to 
drain moisture and condensate continuously and automati- 
cally from piping systems and 
other equipment which han- 
dles air, gas or steam. Suitable 
for operating pressures up to 
200 psig, the traps feature an 
optional inlet to simplify in- 
stallation. 

The trap consists of a stain- 
less steel valve and seat, lever, 
plus a copper hide float in- 
side a cast semi-steel case. No. 81 traps are furnished with 
Y," or ¥%” connections and are factory-tested under work 
ing conditions. 

Made by: The V. D. Anderson Co., 
St., Cleveland 2, Ohio. 


Circle E21 on coupon, page 142 





1935 West 96th 


U. S. Igniter announces three Designs 
for commercial-industrial Burners 


U. S. IGNITER CORP. has developed three designs of igniters 


and spark plugs for industrial and commercial gas and 
oilburners, Th e ak 

plugs have been 
designed for 
trouble-free oper- 
ation, with one 


Fig 





type eliminating +211. ? 
the need for two plugs as formerly sia Another is em 
ployed where high thermal corrosion and erosion occufs 
from high velocity return gases. 

Made by U. S. Igniter Corp., 2636 N. Hutchinston St. 
Philadelphia 33, Pa. 


Circle E22 on coupon, page 142 


Powermaster packaged boiler Units 
augmented with new simplified Line 


ORR & SEMBOWER have added a new model to the Power 
master line of packaged automatic boilers for firing light 
oil or gas, The new unit, designated as Model 4, 1s built 
in nine sizes from 15 hp through 100 hp, and covers sta” 
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THIS COMFORT CONTROL 


sells for YOU 
millions of times 


; 


Your customers can convert oil-fired space heaters 
to automatic heat in only 3 minutes 


@ This A-P “star” salesman makes every drop of oil 
you deliver the best value money can buy! 

This profitable accessory makes any A-P manually 
controlled space heater fully automatic in 3 minutes 
or less. That means customers get 100% comfort and 
convenience of even, healthful heat — day and night, 
season after season. It gives you a valuable assist in 
keeping customers sold to assure repeat oil business. 

And what’s more, this A-P Comfort Control sells itself 
without loss of driver time. 


And this nation-wide A-P 
service organization back’ 
you 100%. Whenever re- 
quired — fast, factory-train- 
ed repair or replacement 
service is as neor you as 
your phone. 

















2. @ RETAILS AT $12.95* complete. ing. Promotes better family health. 
esr og ale — @ OPERATES AUTOMATICALLY ot @ THREE-MINUTE INSTALLATION -- 
: lected temperature. Built- just two screws hold it in place. 
this A-P any: $9 Pe! | Pp 
Comfort Control in thermostat, no wires. @ 100% GUARANTEED by A-P. 
sells itself! @ PREVENTS UNCOMFORTABLE Listed by Underwriters’ Labora- 
OVERHEATING and underheat- tories. 
| *in Canada, $14.50 incl. Canadian tax 








A-D CONTROLS Convorarion 


4 
2458 North 32nd Street, Milwaukee 45, Wisconsin 
" Canada: A-P Controls Corp., Ltd., Cooksville, Ontario 
or Export: 13 E. 40th Street, New York, N. Y., U.S.A. 









‘DEPENDABLE (201:70/. 









Most Space Heater 
Users are Prospects 
ALLEN’S 
BEYER 
COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CREST-AIRE (Canada) 
CUSTOM AIRE 
DOMESTIC 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE HEATROLA 
EVEN-TEMP 
FAWCETT-TORRID- 
OIL (Canada) 
FESS (Canada) 
FINDLAY (Canada) 
FLORENCE 
H. C. LITTLE 
HERCO HEAT 
FLO (Canada) 
KEMAC (Canadaj 
LACO 
LONERGAN 
MASIC CHEF 
MARCHAND (Canada) 
MONARCH 
MONARCH (Canada) 
MONOGRAM 
NESCO 
NORGE HEAT 
PERFECTION 
PREWAY 
QUAKER 
QUAKER (Canada) 
SAFEWAY 
SCOTSMAN 
SILENT FLAME 
SUPERFLAME 
THARRINGTON 
TORRIDAIRE 
VIKIMATIC 
WASHINGTON FRUGAL 
WIZARD 
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ARMORED 
BUSHED CABLE AND 
THERMOSTAT CABLE 


(UL APPROVED) 


4 Easier Working! 


cera nome MELD SS 
Longer Lasting! 


OIL BURNER 
IGNITION CABLE 
DAMP 


FOR 
LOCATIONS 
UL APPROVED 


Connect it with= 


Ss. 

i \ 
if} 
tt 





Rugged Plasticord 
and Plasticote CHES- 
TER coatings are 
extra smooth, extra _, 
pliable — easier to 
work with. They're 
longer lasting, too, 
because CHESTER 
ruggedized plastic 
coatings offer the 
maximum in resist- 
ance to oil, grease, 





STANDARD OIL BURNER 
IGNITION CABLE 


——<—— 


PLASTICOTE 
THERMOSTAT CABLE 





cS AT OO water, dirt and 
TW BUILDING WIRES grime. For easier 
wiring, better wiring 


— choose CHESTER. 
< All constructions 
built to exceed serv- 
ice requirements. 








INSTRUMENT WIRES 
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requirements to about 3,450 lb/hr as well as hot water 
designs for pressures to 250 psi. 

A 3-pass boiler with a single flue gas flow reversal at 
either end, Model 4 provides a minimum of five square 
feet of heating surface per boiler horsepower. All pro 
gramming and safety controls are completely automatic, 


Made by: Orr & Sembower, Inc., Reading, Pa. 
Circle E23 on coupon, page 142 


Simplified Construction featured 
in Line of Mayne blower Wheels 


MAYNE BLOWER WHEELS are built with only eight parts 
and feature simplified construction. Two blade louvers, 
two center discs, two hubs 
and two sets of screws are 
used in their fabrication. 
Instead of a flat end ring, 
Mayne blower wheels use 
two stamped strips of blades, 
with one blade section super- 
imposed upon the other and 
the two blade sections inter- 
locked together and welded into one strong rigid unit. 
Blade exposure is increased by a new inlet construction 
incorporated with the joining of the blades, reducing un- 








productive air space to a minimum. 
Made by: Mayne Products Co., 324 Harries Bldg., Day 
ton 2, Ohio. 


Circle E24 on coupon, page 142 


Liqui-Gage measuring Device 
for underground storage Tanks 


LIQUI-GAGE is described as a low-cost measuring gauge for 
underground storage tanks, which is simple in construction 
and easy to install. A specially-treated steel tape is set 
around two free rolling pulleys, with a float attached to the 
tape. The float is set and tightened on the tape to the depth 
in the tank and thereafter moves up or down to indicate 
liquid level as the tank is emptied or filled. 

Reading the gauge is accomplished at the fill pipe. The 
gauge can be installed in any fill pipe 2” or larger in diam 
eter; its installation requires no holes to drill or adjust 
ments. 


Made by: Moormann Bros. Mfg. Co., Rushville, Ind. 
Circle E25 on coupon, page 142 


Superior Metal announces one-piece 
galvanized Duct with Spee-D-Lok Device 


SUPERIOR METAL’S one-piece galvanized duct is a compat’ 
ion unit to their Spee-D-Lok Wall Stack, and features 4 
tongue and groove 
fastening device. 
Installation prob- 
lems have been 
reduced, since 
malleting is not required, It is also claimed that the duct 
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HIS is a real dollars and sense deal for all 

heating retailers. It’s a complete “‘package’”’ 
which includes all major components you need 
to make an oil-fired Arcoliner residential hot 
water heating installation. And the package costs 
you considerably less than would all the com- 
ponents bought separately. 





the American-Standard “Package” Arcoliner 
Oil-Fired Hot Water Heating Unit 


What’s in it? The popular, quality-built 
Arcoliner boiler for small and medium sized 
homes. And... 





* Arcoflame burner — specially designed by 
American-Standard for the Arcoliner; coordi- 
nated for top fuel-saving performance. 






* Detroit controls—for quiet, dependable opera- 
tion. 






* Built-in tankless heater and barometric draft 
stabilizer. 






* Accessories in conven- 
ient fiber-board box — cir- 
culator, angle-type flow 
control valve, flow regu- 
lating valve and ASME re- 
lief valve (either Bell & 
Gossett or Taco products 
may be ordered). 

















It all adds up to BIGGER PROFITS. In addi- 
tion to big savings in the purchase price, you'll 
save time in ordering, handling and installation. 
And you'll reduce storage and inventory costs. 

Here’s a first-rate opportunity to stimulate 
sales and to boost profits. See your wholesale 
distributor today for details. 











American-Stardard 


HOT WATER HEATING 


American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 
Serving home and industry: AMERICAN-STAMOARD + AMERICAN BLOWER CHURCH SEATS & WALL TILE » DETROIT CONTROLS + KEWANEE BOILERS + ROSS EXCKANGERS » SUNBEAM AIR CONOITIONERS 
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% 
ODF TANK GAUGE ‘“& 
gives exact reading level 
of oil in tank 


at pont of delivery/ 


Located outside of building at fill pipe, 
this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 
of oil in tank at all times! Saves costly, 
time consuming trips to basement and 
Per- 
mits delivery without disturbing cus- 


unnecessary unreeling of hose... 


tomer and eliminates spills as there 
“stop filling” indicator on cali- 


Made of weather-proof 


is a 
bration. 
materials throughout with thermom- 
eter indicator securely encased in 
plastic dome that will not fog or cloud 
up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order, 
Write for complete information and low 
cost unit prices on this modern “delivery 


oint” remote reading gauge today. 

y 
TYPE ODF-11/, Fits 
1%.” tank opening 
TYPE ODF-2 Fits 2” 
tank opening. 





*OIL DEALERS’ 
FRIEND 












TELLS WHEN OIL 
IS NEEDED 
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GREEN BAY 












1S NEEDED 
iid @ Weather-tight plastic dome 
calibration assembly. 
@ Easy-to-read indicator, 
eee WHEN TO @ Shows exact reading level 
at all times. 
SOP PRLS @ Made of quality oil, 


weather and corrosive 
resistant materials. 
@ Durable, heavy-duty 
construction, 
@ No complicated mechanism. 
@ Simple and quick to install. 
@ Lowest cost remote reading 
gauge on market, 








On guard—24 hours a day 





KRUEGER, SerZey GAUGES 


WISCONSIN 








. New Products 


stays square after it has been locked into place, will not 
leak, corners are strong, and that torsion has been greatly 
lessened. 
Made by: Superior Metal Fabricating Co., Niles, Ohio, 
Circle E26 on coupon, page 142 


Thatcher cooling Equipment 
in Line containing six Sizes 


THATCHER'S line of cooling equipment, designed for sec. 
tional application, is offered in 2, 3, 5, 772, 10 and 15 ton 
sizes. Separate cooling sections, blower 
sections and plenum chamber sections 
can be installed in various combina- 
tions to adapt to existing blower units 
or other design conditions. 

Available for commercial or residen- 
tial application, depending upon the 
type of accessories and components 
specified, the line offers complete flexi- 
bility. 

Made by: Thatcher Furnace Co., 
Garwood, N. J. 

Circle E27 on coupon, page 142 





Wheelco Limitrol shuts off fuel 
Supply at specified Temperatures 


WHEELCO “700” Series Limitrol makes available a com 
panion electronic limit controller for the “400” Series 
Capacitrol. The Limitrol au- 
tomatically shuts off the fuel 
supply at any specified tem- 
perature set manually on the 
indicating scale and, if de- 
sired, will sound an alarm. 

It incorporates a thermo- 
couple break protection fea- 
ture, which cuts off fuel input 
in case of thermocouple fail- 
ure and is housed in a die cast case, designed for surface 
or flush mounting. 

Made by: Wheelco Instruments Div., Barber-Colman 
Co., Rockford, Ill. 

Circle E28 on coupon, page 142 





Tiona announces light-weight inspection 
Manhole for Truck and trailer Tanks 


A LIGHT-WEIGHT, low-cost 16” inspection manhole for truck 
and trailer tanks has been announced by Tiona. It is 4 
companion to the : 
Tiona combina- 
tion 10” fill and 
16” manhole. 
Built of fabri- 
cated steel, the 
new model is de- 
signed with a low silhouette and has the ability to with’ 
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NOW-a great new engine 
for AUTOCAR TRUCKS 


The White Mustang 390A 


Here’s the greatest gasoline en- 
gine ever to power an Autocar 
truck. The White Mustang 
390A, a modern high-com- 
pression engine producing 200 
horsepower and 440 pound- 
feet of torque. It has more 
power per pound, and all the 
other features you look for in 


a heavy-duty engine for high- 
speed hauling. 

You will want full informa- 
tion on this important addition 
to the Autocar line. Fill in the 
coupon and find out what this 
engine can do to make your 
hauling more profitable—you’ll 
be glad you did. 


The mighty Mustang is also available for your replacement engine needs 
See your White-Autocar representative about the special 


installation kit available for your present Autocar in 145 


and 200 hp engines. 


AUTOCAR TRUCKS 


Autocar Division of The White Motor Company 
Exton, Pa. 


Autocars are sold and serviced throughout the world 


ol 








Autocar Division of The White Motor Company 
Exton, Pa. 


I want to know more about Autocars 
with the White Mustang 390A Engine. 





Firm Name 





Address 





eet aa 


| 


No. of trucks in fleet_ 
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Watch Your Oil Sales Grow 


When You Sell 


Fuel Savings 


Word gets around fast. When you sell an oil 
burner installation with a firebox of B&W 
Insulating Firebrick, it saves the homeowner 
as much as 25% on fuel. . 
only too happy to proclaim to all his friends 
and neighbors. Word-of-mouth advertising | 
like this can’t do you a bit of harm. In fact, | 
it means more oil burner sales — and, even | 
| 





. a saving he’s 


more important, more oil accounts. 

The extra few dollars your customer pays 
for the benefits of a B&W firebox come back 
to him multiplied many times over. For light- | 
weight B&W Insulating Firebrick have mil- 
lions of tiny, insulating air cells that bounce 
the heat back into the firebox. Result: fuel . 
savings and more complete combustion—clean, 
odorless heat. And quieter operation, too, | 
thanks to those millions of insulating air cells. | 
They absorb sound in much the same way 
acoustic tiles do. 

Every time you sell fuel economy plus all 
the other full-comfort advantages of a B&W 
Firebox, you sell yourself more strongly as 
the man in your community to see about oil 
heating. 








Send today for the 
B&W FIREBOX HANDBOOK 
a valuable guide 


for every installer 







i 
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stand a working pressure of 5 psi. The need for internal 
wrenching has been eliminated by the attachment of closure 
to collar by a clamping ring and one outside bolt. 

The manhole adds less than 8 Ibs. net weight after sub 
tracting the weight of the steel removed from the tank 
to provide the opening for installation. Available also with 
aluminum or stainless steel collars. 


Made by: Tiona Mfg. Co., Warren, Pa. 
Circle E29 on coupon below 


Super adaptor Ring permits 
large Volume vacuum Pick-up 


A CONVERSION DEVICE, developed by National Super Serv- 
ice engineers, provides equipment for big volume suction 
pick-up of wet and dry litter, debris 
and liquid waste. It consists of a metal 
ring with gasket to fit standard 55- 
gal. drums, Spring clamps on the ring 
grip the operating head of a Super 
model BP-1 suction cleaner and the 
complete unit is ready for work. 

The ring is sold in combination with 
the Super cleaner head assembly and 
is designed for a variety of operations, 
including cleaning tubular boilers. 

Made by: National Super Service 
Co., 1951 North 12th St., Toledo 2, 
Ohio, 





Circle E30 on coupon below 


READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD OCTOBER 
Mail Now—Card Expires Dec. 31, 1954 


Circle numbers of new product items on which you 
want more information: 








NEW PRODUCTS 
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Ei9 +€20 E21 £22 ‘E23 E24 €25 E26 Ei 
E28 £29 £30 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 
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Check Classification of principal dollar volume: 

(1 Fueloil Dealer ( Parts’and Equipment Jobber [] Manufacturer 
(] Manufacturer Employee [] Manufacturers Rep. [( Oilheating 
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EVERYBODY'S TALKING ABOUT 


Economy’ 
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‘International 
Economy 


Now hear this — no furnace line is more admirably suited to these 
budget-conscious times than International Economy®! Home owners 
who are tired of throwing money away on inefficient heating systems, 
are discovering there’s only one man to see about good, economical 
heat — that’s you .. . their Economy dealer! 

® 





This year’s Economy® furnace line is the biggest, most complete in 
112 years. Oil... gas... coal—whatever fuel the customer prefers — 
Economy gives you the models, features and ratings to sell and satisfy 
every need. 


If you’re ex-navy, you know “scuttlebutt’” means “talk” — well, the 
“scuttlebutt” is that Economy® dealers are in for plenty of additional 
profits this year. Get the facts ... get set now to land your share. 


See your distributor — or write: Dept. F-12 


You'll land more sales with... 


NEW ECONOMY OIL FURNACES 


@ 22 Models 


® Ratings from 84,000 to 224,000 
Btu. Output 





®@ Widest Choice of Hi-Boys, Lo-Boys, 
“Low” Hi-Boys, Counterflo, and 
Gravity, Horizontals, etc. 


ica Par ve bled The Finest in Home 
Medels ior eaetalnen Nick: sin Heating since 1842... 





@ 10-Year Warranty on Heating 


Element, Casing and Combustion N T be R N AT | '@) N A L 


Chamber 


e All Models Convertible from Heater Co., Utica 2, N.Y. 
Oil to Gas 
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(Begins on page 48) 
perience in appearing before public 
service commissions and similar groups 
to represent the competitive fuel in- 
terests in gas cases. 

The interest of Stephens lies largely 
in keeping gas on a par with compet- 
ing fuels in the matter of safety re- 
quirements, particularly relating to the 
physical properties of gas distribution 
systems. His work in the past has been 
particularly effective in the Mid- 
Atlantic and New England states. 
Stephens will open an office in Seattle 
and keep a full-time associate there. 


A. W. Scott is re-elected to head 
National Petroleum Association 


A. W. SCOTT, president, Wolf’s Head 
Oil Refining Co., was re-elected presi- 
dent of the National Petroleum Asso- 
ciation September 15 at the 52nd an- 
nual meeting in Atlantic City, N. J. 

Other officers who were re-elected 
are as follows: first vice president, 
Fred G. Bannerot, Jr., Elk Refining 
Co., Charleston, W. Va.; second vice- 








= Versatile! 


™® Attractively P. 


KING ENGINEERING CORP. 
Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 


to) ae ae) ° 


president, Paul R. Beck, Pennsylvan 
Refining Co., Butler, Pa.; recording 
secretary, E. M. Lyons, Philadelphia, 
Pa.; treasurer, G. B, Hunter, Quaker 
State Oil Refining Corp., Oil City, 
Pa.; and general counsel, Fayette B. 
Dow, Washington, D. C. 

The 1955 spring meeting will be 
held in Cleveland, O., April 13-15, 
and the next annual meeting will be 
in Atlantic City in Septmeber of 1955. 

Upwards of 1,000 or more refiners 
and technologists from eastern areas 
of the country attended the meeting 
and heard major discussions on inter- 
national oil, imports and their effect 
on U. S. security, and multiple-graded 
motor oils, 

Participating in the two-way discus- 
sion of international oil versus imports 
were Chester F. Smith, vice president 
and director, Standard Oil Co. (N. J.), 
New York, who spoke-on “A World 
Wide look at the Changing Flow of 
Oil,” and Lieut. Gen, Ernest O. 
Thompson, chairman of the Texas 
Railroad Commission, who considered 


“Imports, Their Effect Upon National # 


Defense.” 

Other prominent persons on the pro- 
gram included Secretary of Commerce 
Sinclair Weeks and Dr. Charles F. 
Kettering, director and research con- 
sultant for General Motors Corp, — 

A special showing of the API's new 
motion picture “The Story of Colonel 
Drake” was presented, and introduced 
by P. C. Humphrey of ou. 

Speaking on various panels were 
R. K. Williams, General Motors 
Corp.; C. W. Georgi, Quaker State 
Refining Corp.; R. Overcash and W. 
Hart, Kendall Refining Co., L. Ray- 
mond and J. F. Socolofsky, Socony 
Vacuum Oil Co.; Kenneth E. Tuggle, 
Interstate Commerce Commission; and 


H. O. Mathews, Arour and Co. 


Outdoor Posters advertise 
Oilheating in New Jersey 
THE OILHEAT Council of New Jersey, 
a function of the Fuel Oil Distributors 
Association of New Jersey, has posted 
its first series of outdoor poster-type 
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LEADING 


DAN SCHMIDLIN, one of two famous brothers who 
operate Schmidlin Brothers Heating Company, 
Toledo, Ohio, says “That’s one point Carl and I 
have never argued.” 


SCHMIDLIN BROTHERS, heating contractors in Tole- 
do for 37 years, helped bring the oil heating indus- 
try into prominence there. Active in O.H.I. and in 
various sheet metal, warm air heating and cooling 
associations, Schmidlin Brothers typify Toledo’s 
many superb heating contractors who 
have given her citizenry unexcelled 
oil heating service over the years. 


WE’RE PROUD TO SALUTE Schmidlin 
Brothers for their outstanding con- 
tribution to health and comfort in 
their community. 


GULF OIL CORPORATION 
GULF REFINING COMPANY 


HEATING MEN 
AGREE... 
“No heating oil 
gives finer 

burner performance 
than 


GULF SOLAR HEAT’ 
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* Registers in the office automatically lock the shut-off valves on the rack 


so no product can be withdrawn until authorized. 


How to load trucks 
faster with 
closer control: 


RED SEAL REMOTE 
CONTROL METERING 


You can do what these efficient new bulk plants are doing 
... get trucks rolling minutes faster . . . with all control 
fimly under the thumb of one man. Each of the Red Seal 
Remote Control registers in the office is accurately synchro- 
nized with a rack meter outside. Your dispatcher handles 
many trucks with ease .. . no running back and forth... no 
Waiting. Automatic interlock prevents withdrawal of product 
until authorized by inserting a ticket and clearing the 
proper register. Tickets are meter-printed right in the office, 
tliminating inaccuracies and speeding accounting. And you 
get the dependable accuracy of Red Seal meters . . . accu- 
facy sustained for millions of gallons with lowest main- 
fenance costs. Loading speeds up to 650 gpm. Ask our 


nearest branch office for details. 


NEPTUNE METER COMPANY 


19 WEST SOTH STREET. NEW YORK 20, N. Y. 


6 














Be 





 . oa 
& eben 312 


2d 


‘4 


Riaeo « 





= 


* Efficient drive- ental hanab ianatlie with Red Seal remote metering 
cut loading time tremendously in this fuel oil bulk plant. 


——— 














* No waiting . . . dispatcher gives “go-ahead” as truck rolls to stop. 
Meter-printed tickets save checking-out time, too. 


emma ne 


BRANCH OFFICES: ATLANTA + BOSTON + arp ageet 
NO. KANSAS CITY, 
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advertisements pointing out the advan- 
tages of oilheating. The first group will 
be continued for five months with four 
changes taking place during the period. 

Locations of the posters, listed by 
numbers and Counties are: Essex 
County — 15, Hudson County — 2, 


Middlesex County—13, Monmouth 


County—5, Morris County—5, Som- 
erset County—1, and Union County 
12. 


Chapter Secretaries 
organize as Q-HICS 


PHILIP SCHEPP, New York Oil Heat- 
ing Association, has been elected presi- 
dent of the newly organized O-HICs, 
which stands for Oil-Heat Congress 
of Secretaries. 

Other officers are as follows: Robert 
G. Emslie, OHI of Washington, vice 
president; M. A. Schneider, OHI of 
Greater Cincinnati, vice president; 
Frank Howard, Bronx Fueloil Board 
of Trade, treasurer; and Harold Mot- 
tram, Wisconsin Oil Heat Associa- 
tion, secretary. 

Active full and part time secretaries 


of the 45 Distribution Division Chap- 
ters of the Oil-Heat Institute of 
America and approximately 20 past 
secretaries are eligible for membership. 
Dues are $2 a year to cover expenses. 

The group will meet annually at the 
OHI convention and on special occa- 
sions. 


Credit Group formed by 
Washington fueloil Men 


AT A RECENT meeting of fueloil dis- 
tributors from Brewester and Pateros, 
Wash., a fueloil credit association was 
formed to provide information for 
dealers in this area, and to originate 
a uniform credit policy. 

Those attending the meeting were 
Ray Burgett and M. A, Whitworth of 
Pateros, and Willard Elwell, Charles 
E. Kittle, J. N. Schmit, and George 


Shaw of Brewster. 


Wide advertising coverage 
sought by Maryland’s OHA 
DESIGNED TO play up the strengths of 
oilheat, and to show that oilheat is ul- 
tra-modern and superior, the Oil Heat 


Association of Maryland’s fall adver. 
tising program will have as its theme, 
“All-Ways be comfortable, All-Ways 
be safe, with Modern Oil Heat.” 

The oilheat slogan will be carried to 
the Baltimore area public through 39 
outdoor billboards, 238 traveling dis 
plays on the sides of busses, 214 one- 
minute radio spots, 24 evening tele. 
vision spots, and direct mail. Each tele. 
vision spot will close with a picture of 
a Baltimore house recently built, and 
utilizing oilheat. 


Committees appointed 


for Pacific OHI Show 


W. G. WARRINGTON has been named by 
the Oil Heat Institute of Washington 
to act as general chairman of its com- 
mittee for the 12th annual Pacific 
Coast Exposition and Convention, to 
be held March 17-20, 1955 at the Civic 
Auditorium, Seattle, Wash. In addi- 
tion to Warrington, other members of 
the Committee are: Robert J. Murray, 
Merrill Rutledge, Douglas Stansbery, 
Norman Robison and M. J. Ecklund, 

The exposition will display the latest 
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assure customer satisfaction. 


Los Angeles, Calif. 
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LOOKING FOR WAYS TO 
IMPROVE YOUR BURNER? 


We invite you to test an Acme Electric transformer 
under any conditions that will match actual service 

fectrical standards. Acme Electric ignition 
transformers will provide maximum performance to 


ACME ELECTRIC CORPORATION 
Main Plant: 5010 Water Street ¢ Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., 


In Canada: Acme Electric Corp. Ltd., 50 Northline Rd. Toronto, Ont. 
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instruction sheet. 








> The 
WIGWAM- 


THERMCAP 


DOWN DRAFT 
SLUGGISH DRAFT 
DAMAGING ACIDS 


RAIN MOISTURE 


CONDENSATION 


The WIGWAM-THERMCAP improves combustion — 
Looks good — is good. Keeps entire 
chimney dry. Has no moving parts to wear out. Saves 
costly repairs. Poor draft is dangerous; good draft means 
economy. The patented principle of WIGWAM-THERM- 
CAP creates a draft-puli at the chimney top. ADAPTABLE 
TO ALL CHIMNEYS. 


Special WIGWAM-THERMCAP representatives’ contract available 
to qualifying dealers. Write for complete information, literature & 


thus saves fuel. 








BOSTON MACHINE WORKS COMPANY 


Me Oil Heoting Supplies Division, Manufacturers, Lynn, Mass. 
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! CAN SELL 


FUEL BILLS ! 


MY UNITS ARE 
PRE-SOLD BY BIG 


SERVICE ! 





HOME OWNERS EASIER 
BECAUSE OF DEPENDABLE 
COMFORT WITH LOWER 


NATIONAL AND LOCAL 
ADVERTISING PROGRAMS! 


| AM ASSURED 
OF FULL PROFITS 
BECAUSE OF SIMPLIFIED 
INSTALLATION AND 














BECAUSE OF NEW LOW PRICES 


1 CAN SELL 
MORE BUILDERS EASIER 












AND GM MERCHANDISING 
VALUE ! 









Here’s What General Motors’ Backing Means to You! 


The General Motors automobile pro- 
duction line methods gives you a top 
quality product at lower unit cost. GM 
combustion engineering means more 
heat from fuel—a selling plus that 
attracts builders and home owners 
alike. And GM designing gives you a 
complete, compact oil line that fits all 
today’s modern building needs. To top 
itall. you have the force of GM adver- 
tising and merchandising methods be- 
hind you. Yes, it’s the only 4-way 
profit program in the industry! 

These deluxe OPC-H units for base- 


ment, aleove or closet are available in 


two sizes, 80,000 and 100,000 BTI 
output. The OPC-LD units for base- 
ment installation are available in four 
sizes: 80,000, 100,000, 125,000 and 
150,000 BTU output. Handsome heavy- 
duty steel cabinets and Multi-Rad Heat 
Transfer System for maximum heating 
surface. Deleo-Heat Pressure Oil 
Burner. Entire units, except OPC 150- 
LD, shipped assembled for fast, easy 
installation. 

Get the facts about our franchise 
today. Write: Delco Appl. Div., Dept. 
FO, General Motors Corp., Rochester 


lL, New York. 


DELCO-HEAT cu San once 
DEAL WITH DELCO 
...a complete line of automatic oil and gas-fired conversion burn- 


ers, Conditionair forced warm air furnaces and heating and cooling 
units, boilers, water heaters, and electric water systems. 








OPC-LD 
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developments in modern oilheating. 
Along with the western States, dealers 
from Alaska and British Columbia are 
scheduled to attend the Convention. 


Northern Ohio O.H.I. plans 


Series of training Schools 


AN OILBURNER service training course, 
expected to run from eight to ten eve- 
nings, and conducted by a burner 
manufacturer, accessory manufacturer 
or oil company representative, is being 
planned for their members and service- 
men by the Oil Heat Institute of 


Northern Ohio (Cleveland) for the 
coming“ winter. 

A nominal fee will be charged, and 
certificates awarded to those who suc- 
cessfully finish the course, To assist 
in planning the most practical course, 
the Chapter has sent out a preliminary 
““service-questionnaire” to all members. 


ARI announces Increase in 
room airconditioner Shipments 


SHIPMENTS OF room airconditioners 
by manufacturers during the first six 
months of 1954 have increased 35.9% 
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win with MOTOR PUMP 


—how they can help you to 
more profitable operations. 
Mail the coupon to: 


Ingersoll-Rand 


In petroleum product handling 
service, Motorpumps give long 
life, low maintenance. Under- 
ground tank or aboveground, 
pumping goes fast. 


Motorpumps are designed by 
engineers who know the an- 
swers—know how to use them 
to solve problems of pump 
efficiency and long life. 


For aboveground or under- 
ground tank service, Ingersoll- 
Rand self priming or straight 
centrifugal Motorpumps deliver 
the goods for years of service— 
at lowest operating and main- 
tenance costs. 


Get the facts of how Motor- 
pumps are tops for dollar value 
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11 Broadway, New York 4, N. Y. 


Ingersoll-Rand Co. 
Resale Products Division 
11 Broadway, New York 4, N. Y. 


Gentlemen: I’m interested in more 


profitable operations. Please send 
me the latest Motorpump Bulletin 


without obligation. 


Name 
Firm Name 
Address _. Mere 
City 

















over the same period for 1953, accord- 
ing to Geo, S. Jones, Jr., managing 
director of Air-Conditioning and Re 
frigeration Institute, Washington, 
D.C. The shipment figures for 1954 
show that about 1,063,000 units were 
distributed during the first half, as 
compared with 782,066 units in the 
first six months of 1953. 

At the same time it was announced 
that the official name of the Institute's 
trade show, formerly known as the 
All-Industry Refrigeration and Air 
Conditioning Exposition, would be 
changed to the 9th Exposition of the 
Air-Conditioning and Refrigeration 
Industry, The show is scheduled for 
Atlantic City on November 28 
through December 1, 1955. 

It was revealed also that Marshall 
G. Munce, vice-president of the York 
Corp., York, Pa., has been elected to 
fill the unexpired 3-year term of J. R. 
Hertzler on the Institute’s Board of 
Directors. 


Heating & Ventilating Show 
Advisory Committee selected 


AN ADVISORY Committee for the 12th 
International Heating and Ventilating 
Exposition has been named to direct 
the exposition scheduled at the Com 
mercial Museum and Convention Hall, 
Philadelphia, January 24 to 28. 

American Society of Heating and 
Ventilating Engineers members on the 
committee include the following: L. 
N. Hunter, chairman, J. E. Haines, 
E. R. Queer, P. B. Gordon, R. S. Dill, 
M. F. Blankin, H. P. Gant, L. M. 
Church, E. H. Taze, R. L. Stinard, 
H. M. Patrick, E. C. Hack, J. W. 
McElgin and C. S, Leopold. 

Approximately 400 manufacturers 
have taken exhibit space and the re 
maining locations. in the newly added 
exhibit area are being taken rapidly. 
The exposition will be under the man’ 
agement of the International Expos’ 
tion Co., 480 Lexington Ave., New 
York. 


Chicago oil Men hold 
golf and racing Outings 


A DAY AT THE RACES, the Fall Golf 
Party, and a preview of the olc’s new 
picture “The Story of Colonel Drake" 
were part of the Chicago Oil Men's 
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pick-ups, 
panels an 
stakoc ! 











UP TO 39.4% MORE POWER than 
other 12-, %4-, and 1-ton trucks. It’s low-cost 
power, too! Dodge V-8 pick-ups offer most 
horsepower for your truck dollar. 

















Now... 
new 145-hp. 
POWER-DOME V-8! 
More power than any Ic 
other low-tonnage 
truck engine! 


OFFERS MORE MILES PER GALLON on 
regular gas—most hp. per cu. in. dis- 
placement of any popular truck engine— 
prove new Power-Dome V-8's economy. 


















‘*NEW-TRUCK’’ 
POWER LASTS 
LONGER: Power- 
Dome design... 
proved in higher ton- 






























Test for yourself the flashing 







acceleration, the big power re- Ane nage models . . . 
serve of this new 145-hp. Zine ile eaeies means fewer power- 
Power-Dome V-8 .. . the ultra- ’) Adee E>) stealing “hot spots’’ in 






modern truck engine that gives combustion chambers. 
Dodge pick-ups and stakes 
more power than any low-ton- 
nage truck! Ask your dependa- pis 4 that 

ble Dodge truck dealer to show faa ig ee. Dodge trucks offer a 
you a new Power-Dome V-8 , i ea Ves better deal for the 


oa 110-hp. thrifty six! man at the wheel! 


DODGEi:TRUCKS 
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Club’s activities during September. 
The Day at the Races was held on 
September 9 at the Hawthorne track 
outside of Chicago with Ben Skinner 
in charge of arrangements, while the 
Golf party as staged under the direc- 
tion of Cliff Wells at the Elmhurst 
Country Club on September 23. Prizes 
were awarded at the evening dinner. 

On September 2, a preview of “The 
Story of Colonel Drake” was held; 
the film will be released in the Chicago 


area during Oil Progress Week. 










































1. Every Tip individually tested for Spray Angle 
and Capacity—your guarantee of uniformity. 


“94” & “48” Nozzle Boxes 


Don’t jumble your nozzles 
loosely in your tool box 
like ‘‘nuts and bolts’’ if 

you expect them to be 
usable, Carry them se- 
curely in these sturdy, 
compact steel boxes. 


FLAME MIRRORS 


Until you can see the 
flame you can’t tell 
whether or not a 

burner is__ firing 
properly! With a 
Monarch Flame 
Mirror you can 
see to check that 

the flame is bal- 
anced, the elec- 
trodes prop- 

erly located, 
and that 
there is no 
flame im- 
pingement on 
tre firebox 
or air cone. 


2. Self-Centering internal assembly always pro- 
duces a balanced spray—No lopsided fires. 















3. Micro-Finish of Tip and Disc seats plus ex- 
tremely close manufacturing tolerances insure 
accurate capacity control. 


4. Will handle any domestic oils currently being 
supplied in the United States or Canada. 


Xe 5. Tip, Disc and Locknut are made of a High 





Chrome Stainless Steel for maximum heat and 
wear resistance. 


6. Five different series available for producing 
various spray characteristics — all developed 
through hundreds of fire tests in both Laboratory 
and Field work. 


WRITE FOR CATALOG ''O"' 





DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters Ltd., 


2679 Danforth Ave., Toronto 13, Canada 








Schulz speaks at Meeting 
of Camden heating Group 


THE MASTER Heating Association of 
Southern New Jersey held its first 
meeting for the heating season on Sep- 
tember 16, at the Collmont Dining 
Room, Collingswood, N. J. Guest 
speaker was J. W. Schulz, Technical 
Editor of FuELoi, & Ort Heat, who 
described the characteristics of the 
seven types of automatic oilburners, 

Formed to protect the interests of 
oilheating in the Camden, N, J. area, 
the Master Heating Association has a 
brief, unique history, but one that 
demonstrates the success that can be 
gained quickly by oilheating men when 
they organize locally. 

When the City of Camden increased 
its oilburner installation permit fee 
from $2 to $5 in February, 1953, sev 
eral individuals interested in oilheat: 
ing’s future in Camden called upon 
city officials to protest. The City off- 
cials suggested that a group of local 
oilheating specialists prepare an or’ 
dinance to cover such installations. 

The men who had protested the in 
crease, notified the entire local heating 
trade that a forum-type meeting would 
be held to discuss the permit fee rise 
and the drafting of an oilheating or 
dinance. Local heating companies sent 
50 representatives to the meeting. A 
temporary Chairman was appointed 
along with a committee of ten to draft 
a proposed code covering oilburner in” 
stallations. This resulted in an oil 
burner ordinance acceptable to the i” 
dustry and Camden which was passed 
on August 27, 1953, 

This was the first move in oilheating 
organization in the Camden area, and 
from this odd beginning grew the Ay 
sociation, numbering 120 members. 
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ig ll CHEAPER? GAS CHEAPER > 


Che yous le men ncthe middle? 


You can supply the right answers with complete con- 
fidence if your next heating installation is a Hayward 
Rotary Atomizing Oil Burner. Hayward still leads 
with all the desirable features. Hayward Burners 
are engineered for maximum efficiency and smooth 
trouble-free service. Hayward gives you the effi- 
ciency edge to outsell gas competition. Why not 


investigate franchise possibilities now? write: 


HAYWARD OIL 
BURNER CORP. 


86 Kirkland Street 
Cambridge, Mass 


Factories in Brooklyn, N. Y. 
and Taunton, Mass. 


















No. 440 








Better Oil Burner Accessories mean better installation 
jobs—and you can’t buy better than BUCKEYE! Buckeye- 
built equipment does an efficient year-in, year-out job 
without maintenance. The Vented Fill Cap which we 
Show here is a good example. Its heavy cast-iron con- 
Struction and simple design insure long life. Other 
Buckeye fittings are just as well-suited for the job 
they’re made to do. For the best in accessories—look 
for the BUCKEYE name. 


Bucksa® 


BUCKEYE IRON & BRASS WORKS, Dept. F, Box 883, Dayton 1, Ohio 


Strainers * Sludge Pumps * Foot Valves * Fill Boxes 
Check Valves * Vents * Shut-Off Valves * Bushings 


Vented Fill Cap 


SPY 
SINCE WZ 1908 
COMBUSTION 


his. CHAMBERS 
| Tough 
and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . . that’s why they're “tough” 
and give years of “flawless” performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 


The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 

Special designs to meet furnace and boiler manufac- 


turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 


| i CLAY FORMING CO. 
Sebring, Ohio ¢ Phone: 8-6141 

| [us . of RADIANTS © BACKWALLS ¢ STOVE LINERS 
COMBUSTION CHAMBERS @ INSULATING BRICK ¢ ELEMENTS 











































The Ov 


LAUND-R-VENT 










For automatic clothes 
dryers. Friction free. Rust 
and ice —— Built en- 
tirely of aluminum. 3° 
and 4” sizes. Prices start 
at $1.95. Complete kits 
available. 


Best Perhoutance 
Uew Low Prices 


Standard Round 
DRAFT KOREKTOR 
























Low priced gate control for 
oil burners and _ stokers. 
Exclusive friction-free knife 
edge bearings. Stock sizes 
7’ to 12”. Also available 
4” to 6” sizes for stove and 
space heaters. Prices start 
at $1.83 for 7” size. 









MODEL 909 


COLE-SEWELL ENGINEERING CO. 
2288 UNIVERSITY AVE., ST. PAUL 14, MINN. 











For 
Dependable 
Performance... 








Specify... 






Ignition Transformers 






l eee You'll find the highest standards of 
= engineering and dependability built 
into every BERKSHIRE you purchase. 
Each transformer is individually test- 
ed, and adjusted. U.L. Approved. 
Shielded. 


guaranteed. 





Interchangeable. Fully 











Phitideonie 6. 6, Penna. 


Write for full Information: 


‘ea 


ag | ne nny + heme 


TRANSFORMER CORP. 

15 South Ave., New Milford, Cons. 
CLISBY & ASSOCIATES 
Vork. Penna. 











. Industry Groups 


The organization’s slogan, “United 
for Your Welfare—Better Heating 
means Better Homes,” is advertised 
weekly in local newspapers, along with 
being displayed on store windows, cars 
and trucks. To aid in this new pro- 
gram, the Association recently re- 
tained a public relations agency. 

The organization’s Board of Trus- 
tees includes: Clarence “Jerry” Faulk- 
ner, president; John Egbert, vice presi- 
dent; William J. Murphy, secretary; 
C. Harold Houck, treasurer; Warren 








cn 7. 


GASKET & JOINT 
SEALING COMPOUND 


Makes all assemblies 
leakproof and pressure-tight ! 


BASIC BLENDS for 
every sealing 
requirement. 
Heat-proof, non-sol- 
vent, will not shrink, 
| crack or crumble. 


ss your eetaeer 
f 









LIQUID TYPE 
NON-HARDENING 


GASKET & JOINT 
EALING COMPOUM 
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Supplee, financial secretary, and mem- 
bership, John R. White, program 
chairman; and Elton Sullivan, adver- 
tising. 

The Association is proud to point 
out that it has a lady as an exceeding- 
ly active member, Miss P. B, Concel- 
man, president, Consumers Oil Serv- 
ice, Inc., Camden, N. J. 

Essex County fueloil Dealers 
hear Butler, Grinnell, Frutchey 


THE ESSEX COUNTY, N. J., Fuel Oil 
Dealers Association’s first fall meeting 
at the Savoy Plaza Restaurant, Orange, 
N. J., on September 22 heard talks 
by Wiley Butler, president of the 
Coastal Oil Co.; Fred Grinnell, dis- 
trict representative, oulc; and George 
Frutchey, chairman of the Associa- 
tion’s Educational Committee, 

Butler spoke on what the dealer can 
do to combat natural gas, Grinnell on 
what omc is doing in its public rela- 
tions program, and Frutchey gave a re- 
port on the school plans for the com- 
ing season and how they might benefit 
the dealers. 


API designs fueloil Banner 
for Trucks, Bulk Stations 


A BRILLIANT red and blue “day-glo” 
lithographed banner has been made 
available to fueloil distributors by the 
American Petroleum Institute. The 
banner is 68 by 36 inches and shows a 
fueloil truck with the driver standing 
by a fill line. 

The slogan on the banner is “oil 
serves you.” Hemmed with grommets 
for easy hanging it is useful as a back- 
drop for meetings, displays, TV pro- 
grams as well as on transports and 
bulk plants. The banners are $2.50 


each and are available from API, 50 
West 50th St., New York 20, N. Y. 


Curran is named a Director 
of Burning Oil Distributors 


H. J. CURRAN, Suburban Oil Co., has 
been named a director of the Burn 
ing Oil Distributors Association of 
Metropolitan Chicago. 

Other previously elected officers of 
the association are I. L. Schurman, 
president; R. F, Doepel, secretary; 
C. R. Jonswold, treasurer; and Lee R. 
Wolfe, executive secretary. 











look here 


for 

working capital 

on 

accounts receivable 
... at rates that 
add to your profits 
instead of 

eating into them 


Write for our Booklet H-104 


LEXINGTON 
CORPORATION 


Fuel Financing 
in the New England Area 


M. S. Lurio, Pres. D. A. Robinson, Treas. 
, 10 Milk Street, Boston 8, Mass. 


Liberty 2-6878 
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DESIGNED AT YOUR REQUEST! 


BRAND-NEW DELTA FLOOR LEVEL FURNACE 


~ Installed and Serviced from INSIDE the house! 


MASTER 
RELAY 


FLAME 
DRAFT 
REGULATOR 


BUILT-IN > 
OIL FILTER 


24 x 36 x 31” DEEP 
80,000 BTU/HR Completely 
wired and factory assembled 


6” FLUE 
PIPE 

OUTLET | 

AT EITHER © 
SIDE 










8 FOUR-INCH HINGED INSULATED 
AIR RETURN KNOCKOUTS SERVICE DOOR 








EASY ie) INSTALL- takes 1 hour! EASY TO SERVICE - ie) 
need to crawl under the house! Write for details today. 
DELTA HEATING CORPORATION 
1 COLE ST. TRENTON 8, N. J. 









| DETECTOR $2 





It?s NEW! tne xinastey 
HANDY NOZZLE KIT 


Holds 24 Nozzles, Yet Fits Into Pocket 
or Tool Box 





% Keeps Nozzles 
Clean, Ready to 


* Fits Into Glove 
Compartment 


* Made of Heavy 
Gauge Metal 


It's the handiest nozzle kit ever 
made. Every service man should On l y $ 99 
own one. Has a strong handle 


for easy handling. It's green POSTPAID 


finish is easy to clean, too. 


Order now. Order Yours Now 


A. R. WEBBER CO., ne. 


424 HOWARD AVE., NEW HAVEN, CONN. 

























FYRITE 


oe Helps You Build 
Profits and Prestige 


Combustion-testing builds business in two servation will work wonders for you. It will 
ways. First, it boosts service profits because establish you as a ‘‘fuel-saving” expert and 
with instruments any service job can be done help you corner an even larger share of im- 
in less time and by less experienced men. mediate and future sales in your community. 


Second, it brings in new equipment business The MASTER KIT shown above will appeal 
by spotting fuel-wasting burners through a particularly to those who want professional 
dramatic “fuel-saving” check-up which will implements of highest quality and reliability, 


convince even the most skeptical customer of as well as of impressive display. The cost 
the need for replacement or modernization. of the kit is very small compared to the 
Keying your sales and service to fuel con- sales and service profits it will bring you 


Ask your Jobber or Write for Bulletin 733 


BACHARACH Industrial Instrument Co. 


7301 PENN AVENUE e PITTSBURGH 8, Pa. 


ASPIRIN WON’T CURE 
HEATING HEADACHES- 


quickdraf? WILL! 
= 








Plans and plant may be 
perfect, but they won't 
work without a good draft. 





Low chimneys and long 
smoke pipe runs compli- 
cate the problem. Tall 
trees, hills and neighboring 
buildings cause down drafts. QUICKDRAFT, the 
unique mechanical draft induction unif, engi- 
neered fo overcome draft problems, creates a 
draft instantly for any type of heating equipment. 


QUICKDRAFT positively stops chattering and 
pulsation (oil), condensation (gas), puffing and 
sooting (coal). It doesn’t obstruct the smoke pipe, 
can be vented through walls or into short stacks. 


Get all the facts. You'll want to use 
Quickdraft on your next job —and on all 
of them from now on. Ask your jobber — or 
write us for name of Quick- 
draft jobber nearest you. 
QUICKDRAFT COMPANY, 1150 
So. Erie Blvd., HAMILTON, OHIO. 














































The Sweetest Filter in the business 


SPARKLER OB-2 Fuel Oil Filter 
easy to install and service 


Light weight, compact — can be installed close to the floor, in 
any fuel line without difficulty. Rayon filter element can be 
changed with new filter discs in less than a minute on a service 
call. Just a little more than hand tightening on the bowl nut, 
no excessive wrench pressure needed. 





Approved Underwriters’ 
Laboratories 


Model OB-2 for home type burners. 
Larger sizes OB-4 and OB-8 available for 
industrial burners. For space heaters use 
Model SH-3. 


and water. 


Canadian Plant, Galt, Ontario 


Engineers and manufacturers of a complete line of industrial filtration equipment. 





Model OB-2 has more than ample capacity for all home 
burners. Eliminates all burner nozzle trouble due to dirt 


Write R. J. Stastny for personal service 


SPARKLER MANUFACTURING CO. 


MUNDELEIN, ILL. 


European Plant, Amsterdam, Holland 














Advertise to the Heart 


(Begins on page 70) 


promote public relations and develop 
a community good-will by an occa- 
sional digression from our regular 
weekly and sometimes, I am sorry to 
say, stereotyped ads, 

It is not necessary that every com- 
munity event, whether national or sea- 
sonal, or that every fund drive be re- 
flected in your advertising. Our com- 
pany uses this type of advertising, and 
uses it many times during the year, but 
even a few trys at it will do the trick. 
Probably a fifth of our advertising 
budget is spent this way. 

I can’t guarantee that one of your 
prospects will give you his fueloil con- 
tract or sign an order for oilburning 
equipment after reading such an ad. I 
do think it will bring your prospect 


and your customer closer to you and 


will help to stamp you as a merchant 
who has a genuine community spirit 
and interest and as one who is not 
merely a peddler of fueloil. If you can 
accomplish this, the rest is much easier. 
Believe me, we have found it pays 
dividends. 
Se 
Thomas J, Corbett has been appoint- 
ed product engineer, Heating Research 
Section, The National Radiator Co., 
Johnstown, Pa. He will be responsible 
for the design and development of new 
steel boiler lines. Corbett has been 
associated with the boiler industry 
since 1927 and was formerly assistant 
supervisor of the boiler division, Fidel- 
ity and Casualty Co. 


Joseph D. Loveley has been named 
to the new post of vice president in 
charge of engineering, Airtemp Divi- 








sion, Chrysler Corp., Dayton, Ohio. 
He joined Chrysler in 1934 and since 
1950 has been chief engineer. 


Karl Pearson, formerly district man- 
ager in Detroit and the state of Michi- 
gan, has been named regional sales 
manager, Autocar Division, The 
White Motor Co., Ardmore, Pa., in 
Pennsylvania, southern New Jersey, 
Delaware, Maryland and Virginia. 
Pearson has been associated with 
Autocar since 1945 and will have his 
headquarters at The White Motor 
Co., Philadelphia. 


S. J. Stowell has been made sales 
manager, Tranter Manufacturing, 
Inc., Lansing, Mich., to succeed J, R. 
Tepfer who recently retired. Since 
1953 Stowell has been merchandise 
manager for Tranter, manufacturers 
of Platecoil heat transfer units. 











NEW YORK TECH 


America’s Foremost School . . . Famous for teaching 


OIL BURNER 


INSTALLATION AND SERVICING 
Also Courses in: AIR CONDITIONING & REFRIGERATION 








Remember NEW YORK TECH whether you have 





A steel boiler is a lifetime investment 
-+e Sell “the best in steel boiler heat” 











MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 


cait or write NEW YORK TECHNICAL INSTITUTE est. 1910 


500 Pacfiic St., Brooklyn, N. Y. © MA 5-6220 


Sizes for every need from the small home 
to the largest structure. 

A.S.M.E. code steel construction—Hyaro- 
statically tested—Hartferd insurance in- 
spected—S.B.I. code rated. 


Fitzgibbons Boiler Comnanu, Iac. 
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for Quiet — Uniform - 
Efficient Combustion 


¢ STEINEN 


Mirror-Finish 
Tip 


WM. STEINEN MEG. CO. Gee 
43 Bruen St., Newark 5,N. J. 1907 


2474 


Why make 
combustion efficiency tests 
the hard way? 


You don’t need a whole bag full of gadgets to make a quick, 
accurate test. Only the “VECO” battery operated combustion 
analyzer (in seconds) gives you three readings on a single dial: 
CO2, stack temperature and draft. Light, compact, rugged and 
simple, the “VECO” is a one-piece job. No messy chemicals or 
complicated set-ups to do. 


The accurate, dependable “VECO” is worth the difference 
and will soon pay for itself. You'll never go back to old-time 
methods. Ask your jobber or write for complete details. 


Victory 
Engineering Corporation 
01-A Springfield Road, Union, New Jersey 
auumeees §=— Tel, UNionville 2-7150 


THERMISTORS * VARISTORS 
TEMPERATURE SENSING DEVICES 


ELECTRONIC AND THERMAL 
CONTROL INSTRUMENTS 


oi 








sell more -- facter -- with 


Kadsan?™ ou BURNER FOR RESIDENTIAL, 
COMMERCIAL, INDUSTRIAL USE 


A Complete Line . . . 34-30 gals. Shell 
Head Models 12-10 gals. Unsurpassed 
burner performance . . . competitively 
priced . . . factory guarantee . . 
nationally distributed . . . protected 
territories. 


Kadeant ou. FIRED 
WINTER AIR CONDITIONER 


Available in four models: Low Boy, 
Suspended Unit, Hi Boy, Counter- 
flow. Factory assembled and 
shipped complete. 


Kactant 
AUTOMATIC 


ELECTRIC 
SUMP PUMP 


For all Drain- 
age problems — 
boiler, elevator 
and grease pits, 
cellar and base- 
ment sumps, water trans- 
fer for irrigation. Perma- 
nent, silent, trouble free 
operation. All bronze con- 


Kadeant UTILITY PUMP 


Discharges 
waste water 
from laundry 
tubs, washing 
machines and 
other fixtures or 
appliances lo- 
cated below 
sewer outlets. For draining water 
tanks and swimming pools, cir- 
culating water in cooling systems. p ; 
All bronze construction, dynami- struction . . . dynamically 


ly bal i rotary ¢ balanced impeller... 
— alanced impeller, rotary type cuales alimanath 





RADIANT UTILITIES CORP. °°\"""" gE complete) 


WA literature on all 
8815 18th Avenue, Brooklyn 14, N.Y. Radiant Products. | 





Double Flex 
FLEXIBLE 
COUPLINGS 


There is no surer way 

to get quiet, vibration- 

less operation ... long, 

efficient performance 

than by installing and standardizing 

on Lovejoy Double Flex Flexible 

Couplings. Quickly installed. Easily serviced. Ideal 
for close-quarter applications. 


Investigate why leading manufacturers specify Lovejoy jaws on 
‘an hubs. Send today for bulletin and prices. 


LOVEJOY FLEXIBLE COUPLING CO. 


4812 W. LAKE ST. e CHICAGO 44, ILL. 
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“The West Filter 


fP% Your money 
© Profitable Sales 
® Fewer Service Calls 
© Customer Satisfaction 
© Competitively Priced i 
Repulses and eliminates for- F-10B 
eign matter . . . Positively 
prevents clogged burners 


and damage to pump valves, 
bearings and fittings. 


On Every Oil Burning Installation... 
SELL AND INSTALL 





*MODEL F-10B 
List Price $2.80 each. For small List Price $2.80 each. For small List Price $3.95 each. For 
to medium installations. Fits medium to large installa- 
ALL control valves. tions. 


to medium installations. 








, | 2-1 
*MODEL Z-1 


*UL APPROVED 








DEALERS: If your jobber cannot supply you, order direct. Supplied 
postpaid anywhere in the U.S.A. Normal discount in dozen lots. 


DISTRIBUTORS: Some valuable territories still available. Write today! 


Feature, sell and install... 


MARQUART MANUFACTURING COMPANY 





Home building Revolution 


(Begins on page 80) 


very customer he is worrying about 
won't be able to buy the house. Many 
mortgage bankers, appraisers, builders 
and many oil heat people are not aware 
of the FHA provision which takes into 
consideration the added value of oil 
heat installations in terms of mortgage 
value approvals. This provision is cov- 
ered in FHA Form 2005, 

This means that among the primary 
targets in a promotion program for oil 
heat in new homes must be the mort- 
gage lending institutions. Mortgage 
lenders and their appraisers cling to 
tradition and habit, and there is often 
inertia in lending policies and prac- 
tices. 

Therefore, along with any campaign 
directed at the public or the builder 


*MODEL MS-3 


1241 HIGH STREET - 


EXPORT DIVISION—OCEANIC EXPORT COMPANY 
400 MONTGOMERY ST., SAN FRANCISCO 4, CALIF 


Microstone® Element 


FILTERS 


T Only Filter Featuring Pre-Screening 


KS-3 


+ MODEL KS-3 
List Price $7.80 each. For the 
largest, dirtiest jobs. 


SETTE Microstone Element FILTERS 


OAKLAND 1, CALIFORNIA 








should go an educational program for 
this group and oil heat people to the 
end that they will encourage oilheat- 
ing by reflecting its higher equipment 
cost in the valuations on which loans 
are based. 

In addition, the National Oil Heat 
Council might well consider establish- 
ing a committee to consult with the 
Construction Committee of the Na- 
tional Association of Home Builders 
about establishing a voluntary national 
standard or base for adequate oil heat 
service entrance facilities and then to 
have the cost recognized by both pub- 
lic and private lenders. This, however, 
is not nearly so important as winning 
more general recognition and support 
of quality and improvements in heat- 
ing and cooling with oil on the part of 
the appraisers and lenders, It is simply 
one more constructive thing to do for 


oil heat in relation to the new homes 
market. 

Public relations counsel has estab 
lished a friendly working relationship 
with the National Association of Home 
Builders at their headquarters in 
Washington, D. C. 

This has produced the following in- 
formation and cooperation: 

First, NAHB executives have pro 
vided your public relations counsel 
with a complete picture of the new 
and remodeled home market of today, 
and expressed a willingness to make 
available such other of their research 
materials as might be useful to us. They 
have also offered to survey their mem 
ber builders in our behalf, whenever 
we are ready, at no charge beyond the 
postage involved. 

Second, a constructive story about 
modern oilheating, furnished by R. H. 








NEW LEAK PROOF CHECK VALVES 
GUARANTEED FOR 10 YEARS! 


Holds the Prime @ Installs All-Angles 
Cast Bronze Body @ Soft No-Leak Seat 
© For Suction and Return Lines 





852 Rogers Avenue 





Use Model C Oil-Chek Valves where 
First all-angle check 
valves engineered for fuel oil. Elimi- 
nates service calls due to loss of 
prime. Silent. Easy to install. Low Priced. 4, 34 and 44” sizes. Order 
from jobber or send $2.00 and your jobbers name for postpaid sample. 


HOLD-TITE VALVE MFG. CO. 


Brooklyn 26, New York 


others fail! 
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OUR NEW 1954-55 


CATALOG 
OIL HEATING | 
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i 
! EQUIPMENT aw ACCESSORIES; 
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— )>NEW LOW PRICES @— | 


Write Today on Your Letterhead I 


SIMS CORPORATION 


393 Harris Ave. 


Providence, R. |. 





October 
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feel HEATING UNIT 





5 YEAR GUARANTEE AGAINST LEAKS 












Licensed under 
U. S. Pat. 


A FEW DESIRABLE EXCLUSIVE FRANCHISES 
ARE STILL AVAILABLE 








we bey. 


Product of MARIETTA METAL PRODUCTS CORPORATION 
MARIETTA, PENNA. 


























Statement of Ownership 


Statement of the ownership, management and circulation required by 
the Act of Congress of August 24, 1912, as amended by the Acts of 
March 3, 1933 and July 2, 1946 (Title 39, United States Code, Sec- 
tion 233) of FUELOIL & OIL HEAT, published monthly at Baltimore, 
Md., for October 1, 1953: 
State of New York, County of New York—ss . 

Before me, a notary public in and for the state and county aforesaid, 
personally appeared Robert Gray, who, having been duly sworn de- 
poses and says that he is the editor of FUELOIL & OIL HEAT and that 
the following is, to the best of his knowledge and belief, a true state- 
ment of the ownership and management of the aforesaid publication for 
the date shown, required by the Act of August 24, 1912, as amended 
by the Acts of March 3, 1933 and July 2, 1946 (Title 39, United 
States Code, Section 233), printed on the reverse of this form to wit: 

1, That the names and addresses of the publisher, editor, managing 
editor and advertising manager are: 

Publisher—Heating Publishers, Inc., New York, N. Y. 

Editor—Robert Gray, New York, N. Y. 

Managing Editor—Bert Dunphy, New York, N. Y. 

Advertising Manager—A. G. Winkler, New York, N. Y. 

2. That the owner is: (If owned by a corporation, its name and 

must be stated and also immediately thereunder the names and 

addresses of stockholders owning or holding 1 per cent or more of 
total amount of stock. If not owned Oy corporation, the names and 
addresses of the individual owners must given, If owned by a partner- 
ship or other unincorporated firm, its name and address, as well as that 

each individual member must be given. ) 

Heating Publishers, Inc., 2 West 45th St., New York 36, N. Y. 

holders: Leod D. Becker, Milford, N. J.; A. E. Coburn, Yon- 

ss, N. Y.; Robert Gray, Chalfont, Pa.; A. G. Winkler, Ft. Lauderdale, 


3. That the known bondholders, mortgagees and other security hold- 
ts Owning or holding 1 per cent or more of total amount of bonds, 
Mortgages, or other securities are: (If there are none, so state.) None. 

hat paragraphs 2 and 3 include, in cases where the stockholder 
Or security holder appears upon the books of the company as trustee 
Of in any other fiduciary relation, the name of the person or corpora- 
tion for whom such trustee is acting; also the statements in the two para- 
8taphs show the affiant’s full knowledge and belief as to the circum- 
stances and conditions under which stockholders and security holders 
© do not appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of a bona fide owner; 
and that this afiant has no reason to believe that any other person, asso- 
ciation, or corporation has any interest direct or indirect in the said 
stock, bonds, or other securities, than as so stated by him. 

5 ROBERT GRAY, Editor 
worn to and subscribed before me this 15th day of September, 1954 

MARGARET V. MCINERNEY 

(My commission expires March 30, 1955) 





RANSFORMERS 


LEADERS 
IN THE 
OIL-BURNER 

FIELD 


Dongan was among the first to build transformers 
for oil burners. In fact, the Dongan was the first 
transformer approved by Underwriters Labora- 
tories for oil-burner ignition. 

Equip your oil-burners with Dongan Transform- 
ers. There is none better — regardless of price. 









Voltages from 5,000 to 20,000 
A variety of sizes and mountings 





Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 
“The Dongan Line Since 1909” 


WRITE FOR 


























SQOTMASTER 


V No Outside Bag 
VU No Dust Bag to Empty 


V Disposable Filter for easy 
emptying of container 


Interested? Want more details? 


Contact your jobber or write us today. 
MASTER-CRAFT SUPPLY CO., INC. Dept.FO HAVERSTRAW, NEW YORK 


Furmace Cleaner 


with Disposable Filter . . . 
CLEANS EASIER, SAFER, FASTER! 


V Leak-proof Dust Filters 

V Double Filter Protection 
VU Compact - Light in Weight 
V Easy to Handle 









Home building Revolution 
(Begins on page 80) 


L. Becker of OHI, was processed by 
public relations counsel and included 
in NAHB’s publicity kit which they 
supplied to daily newspapers in 500 
cities where National Home Week is 
being aggressively exploited by local 
home builders and the press. Septem- 
ber 19 to 26, has been designated Na- 
tional Home Week by NAHB. 

Third, NAHB, now building a $2,- 
500,000 eight-story National Home 
Center in Washington, D, C., has for 
policy reasons refused the gas industry 
the full floor it desired. Gas will be 
restricted to a half floor or less to avoid 
having one type of heating dominate 
the home building and equipment ex- 
hibits, They would like to have oil heat 
represented with a high level, institu- 
tional type exhibit in keeping with the 
dignified atmosphere of the Center. 
Selvage, Lee and Chase will prepare a 
recommendation on this subject for 
later consideration. 

NAHB is given credit for much of 


the improvement in new homes in re- 
cent years, The association has worked 
to improve and simplify construction 
methods, aided in research and testing 
of air conditioned homes, spread 
knowledge of better building methods 
to its members through “Operation 
Trade Secrets,” stimulated better house 
design, worked with architects to im- 
prove housing types, sponsored better 
neighborhood and community plan- 
ning, and encouraged production of 
better houses at lower prices. 

If oil heat is to develop its share of 
this huge market, a close working rela- 
tionship with the national and local 
builder organizations is desirable. 
>, 


“9 


Edward R. Maddock has _ been 
appointed works manager of the De- 
catur, Ala., plant, Worthington Corp., 
Harrison, N. J. The Decatur works 
is the first major airconditioning plant 
in the South, and started operations 
just this year. Maddock has been with 
the company since 1936, 





Dr. Carl T. Ashby, chief engineer 
for refrigerators and freezers, Servel, 
Inc., has been appointed to the same 
post for “all-year” airconditioning, 
Edwin C. Geishert was named to head 
a separate engineering department for 
room airconditioners and compression 
type airconditioners. 


M. G. Davis, manager of the South 
ern Region since 1952, has been 
transferred from Charlotte, N, C., to 
Reading, Pa., to become Eastern Penn- 
sylvania manager for The Atlantic Re- 
fining Co. W. R. Holland succeeds 
Davis as regional manager at the com 
pany’s Charlotte headquarters. 


Holland 














EXTRA PROFIT | 





THIS is the original Shell-Designed Combustion 
Head 


It produces the 
highest efficiencies 
known to oilburn- 
ing. 

There is only 
ONE _ Shell - De- 
signed Combustion 
Head. Like all out- 
standing products, you will find it imitated. When installing 
an oilburner, make certain it is equipped with the original 
Shell-Designed Combustion Head, and not a substitute, to 
insure trouble-free performance and highest efficiency. 


Manufactured under license from the Shell Development Co. 
Available to burner manufacturers only. 


MODERN DIE & MACHINE CO. 








166 PLEASANT ST. 
BOSTON 25, MASS. 


















FOR FUEL OIL SOOT ONLY 


Keep a supply on every service truck. Sell 
cleaning jobs. E-Z does a thorough, safe job 
with just one application. Saves time. Pays 
extra profit. Sell one—lIb. cans to customers. 
If your distributor cannot supply you, order 
direct. Regular trade discounts to dealers and 


servicemen. 

No. 1 Pkg. (1 Ib.) Retail Price—$1.50 
No. 5 Pkg. (5 Ibs.) Retail Price—$6.25 
Special discount to’ distributors 
on quantity purchases 


NORMAN CHEMICAL CO. 


478 No. Cleveland Ave., St. Paul 4, Minn. 
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U.S. Pat. Ne. 2075483 
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“HARBOT” BX CABLE 


WILL NOT VIBRATE 


ONNECTORS 
LOOSE 


NO SPECIAL 














TOOLS 
PATENDED ‘AFTER NEEDED... 
CAM -WEDGE WIRING IS _ ONLY A 
PRINCIPAL ‘coMeLeTED SCREWDRIVER 


WRITE US TODAY 


UNIMATIC CORPORATION 


ROUTE 22 & KOEHLE AVE., UNION, NEW JERSEY 











v.88. Pat. Ne. 2075483 





inhibiting vaporization—thus eliminating odor. 
e Just sprinkle it on! A little goes a long way. 


ON WARM AIR INSTALLATIONS 


fuel oil odors that have penetrated to rooms thru ducts. 
in 2 to 5 min, 
Available at your e A lizht sprinkling of Neutroda on the air filters at the 
supply house only beginning of the season when unit is started up—destroys 


mildew odors—prevents call-backs. 
or write for information and name of nearest distributor 








Tiny a 





HIGH 
oT TERS ited Mey -Vi:34°8-0 | SIDE WALLS 
QUICK HEAT We) Xe aig = > 

GEIWEEN 
MONOGRAM has eee FLOOR & WALLS 
137 Standard Designs and ° 
sizes of LITE-CAST Insulating | PRE-CAST FLOOR 
Refractory Combustion Cham- * 
bers for ALL Boilers and AIR SPACE 
Furnaces. BENEATH FLOOR 


75 TO 12 GALLONS PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA 





KILLS ODORS DUE TO OIL SPILLS & LEAKS 


e Only known product which neutralizes oil by chemically 


e A light sprinkling of Neutroda on the air filters kills all 


TONGUE & GROOVE | 











FLAME-MASTER 


A new better and cheaper Low- 
Pressure Oilburner with twenty-two 
less parts. 

Easy to Install, Attractively Priced. 
Extra large orifice quarantees 
trouble-free nozzle operation. 
Lifts fuel from buried tanks, Com- 
plete atomization at low-pres- 

sures. 
High CObs ratings. 
20 year guarantee Exclusive franchises available. 
on NOZZLE Simple service requirements. 
CONVERT TO LOW PRESSURE! Our 


new Low Pressure pump fits any gua 
type burner. Write for information 
today! 





FLAME-MASTER CO., 3118 N. Milwaukee >. Chicago 18, Ill. 


Metropolitan Equipment ag 
827 W. Sth St., Indianapolis 23, Pn 
National Heat & Power, 3952 Market St., Philadelphia, Penn. 
Tews Distributing, 4153 No. Tenth St., Milwaukee, Wisconsin 











Fricloil 


















The Outstanding seal 
in Hundreds of Makes of Oil Burners 
in Domestic and Industrial Types 


DIELECTRIC Ignition Electrodes are 
available in standard types, and in 








special sizes and shapes — all with 
Underwriters’ Laboratories approv- 
al. Cable assemblies and bus bars 
for your most efficient hook-up 
from transformer to electrode. Con- 


sult us. DIELECTRIC is at your service. 


4:40) 0) Ul oy OFS [aton 


125 VIRGINIA AVE., JERSEY CITY 5, N.J. 
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cuanantecn sy Hydrovalve 
The superb bn usage and tn 


For our latest catalog, write 
Hydrovalve Co. 


YOUR JOBBER NOW 
STOCKS ESSENTIAL 
OIL BURNER 
SERVICE PARTS... 


Up front 


@ You serve yourself 
from the Easy-to-Find 
MERCHANDISER 
DISPLAY 
© All parts packaged in 
factory-fresh, sealed and 
labeled clear-vue bags; 
shows exact size and 














NOW! — GASKETS 


1319 UTICA AV, BROOKLYN 3,N.Y. INDIVIDUALLY BOXED IN 


BUckminster 


4-1330 


CONVENIENT LOTS OF 50. 
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SERVING THE ST. 


Use "CRESCENT PARTS” Service 


LOUIS TRADE AREA 





y A 








CONTROLS 
8 Minneapolis-Honeywell 


White-Rodgers 





Ww 


"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 









| Mercad «6 General 
a at 





Detroit - Perfex - Penn CRESCENT PARTS AND EQUIPMENT CO., INC. 


MAIN OFFICE 
825-831 S. Boyle Ave. 
St. Louis 10, Mo. 


BRANCH 
1140 St. Louis Ave. 
East St. Louis, Ill. 


Installation Materials | 
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Listen—and Learn 


(Begins on page 83) 


heat room, perhaps, or is he thinking of 
a complete unit?) 

You have previously made a com- 
plete survey of the home and heating 
plant, of course—a sales survey as well 
as an engineering survey. But there is 
much information about the prospect 
and his fears, wants and needs that 
won't come to the surface except un- 
der the stimulus of your sales presenta- 
tion. And it is this information that 
often is the most revealing and helpful 
to you. 

Here are a few rules for listening: 

Have the appearance of listening. 
Lean forward and look the prospect in 
the eye. Assure him by posture and at- 
titude that everything he is saying is 
important to you and that you are 
drinking it in. Don’t do anything that 
may give him the impression that you 
are anxious to interrupt—and will in- 
terrupt if he doesn’t hurry up. 

Do listen. Do drink in everything he 


says. Make sure you understand com- 
pletely. If you don’t, draw him out, If 
what he said is important to him, as 
obviously it is, it is important to you 
and your chances of closing the sale. 

Repeat in your own words what he 
said, particularly if it was a question 
or objection, Do this to assure him you 
understand. Most people distrust their 
ability to get their thoughts across to 
others, which accounts for conversa- 
tional tags or after-burners such as 
“See?” and “You know what I mean.” 

Example of repeating an objection: 
“T understand, Mr. Prospect. You are 
concerned about quietness of opera- 
tion. Mrs. Prospect is a light sleeper 
and you are a little afraid the oil- 
burner will wake her up each time it 
comes on during the night. I can cer- 
tainly understand why this is a point 
on which you would like further in- 
formation and I would like to reassure 
you in this matter.” 

Do it that way and the prospect most 
generally will say to himself, “That 
fellow is on the ball—he understood 


exactly what I meant’’—and if it was 
an objection, the battle will be already 
half won. 

In summary: 

Good listening is a double-edged 
sales tool. 

It is a sales tool when the prospect is 
caused to listen attentively and com 
prehend fully. 

It is equally a sales tool when you, 
the salesman, listen and use the infor 
mation thus acquired to do a straighter’ 
aimed, harder-hitting selling job. 

Learn to listen, and listen to learn. 
You'll like the difference it will make 
in your selling. 

So 

Norman Chemical buys Soot 

Destroyer from Healy-Ruff 
THE MANUFACTURING rights to the 
E-Z Fueloil Soot Destroyer have been 
sold by the Healy-Ruff Co., St. Paul, | 
Minn., to the Norman Chemical Co,, 7 
also a St. Paul organization. 

Another product in Norman’s lineis 
Pet-re-nol, a home fueloil conditioner. 


a 





| WEBCO f . » the Portable Sheet Metal Bending Brake 
a 


bends 20 gauge 
mild steel 





simplicity, low in cost. 
Let us Show You! Write: 









Keep all your 
ductwork profits! With 


this one tool, you can both form 
and lock ducts and fittings. Enables you to 
keep up to 35% more profits on each warm air or 
cooling job. Compare specifications and construction — 
WEBCO is an exceptionally strong, precision unit, engineered for 


HALLMOR INC.—McMurray Road, Bridgeville, Pa. 
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